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Ignorance of Values----Therefore Overalls 


HAT a mistaken idea in the “overall club” 
movement that any such publicity stunt 


can affect the law of supply and demand! 
What wonderful children the American people are! 
It isn’t conceivable that they take it seriously. When 
judge and minister and shop-girl and teacher don 
overalls as a protest at the high cost of clothing, it 
but betrays over and over the fact that Barnum was 
right. 

One would almost believe that a publicity man for 
some overall concern had run “into a good thing.” 
If the public only knew that the real cause of high 
cost in articles was due to the fact that the public 
itself desires certain materials that cannot help but 
be high priced and also that the public is high priced 
in its tastes. 

Just the item of the overall itself gives an example 
of it. The market price of that useful garment 
jumped immediately. It certainly showed the law of 
supply and demand. The price has simply transferred 
itself from clothes to overalls. What everybody 
wants follows the law of supply and demand and be- 
comes correspondingly high in price. Take it on 
leather, there are some lines of leather at top-notch 
prices, while other leathers can be had at “give-away 
prices.”” As one leather merchant put it: “I am 90 
days behind ‘on my orders for highest-grade materials 
and six years ahead of the market on my cheap stuff.” 
Who is there that can say that there is not as much 
wearing value in the one grade as the other. 

We have it on the advice of a newspaper advertise- 
ment in Newark that overalls plain and serviceable 
can be had at $2.25 to $6.00; some other overalls 


with belts and buckles in gold, silver and French 
enamel from $10.00 to $25.00 to $40. With a parade 
of 60,000 ‘‘overalls’”’ in New York, give a guess as to 
how many will find actual utility in the wear of them. 
The fad has appealed to the sense of humor of the 
American public. The overall route is not the way to 
lower values in clothing. Lower prices come through 
proper selection, care and attention, careful buying 
and thrift. It is a thing individual, not col- 
lective. 

What is the big factor in the cost of any article is 
the labor put therein. If the price gets too high, the 
public can turn to yard goods and do the work them- 
selves in the making of a suit of clothes or a dress or a 
costume for the kiddies. Women at home can solve 
many of the problems of the high cost of clothing. It 
needs no outward and visible overall stunt to bring 
down the individual cost to the individual. 

It is said that King George endorses the old-clothes 
movement in England and hundreds of fanatics advo- 
cate it in America. 

Lowering the standards of living or lowering the 


. appreciation of good things is not a step forward. 


The thing to do is to produce. That is the best re- 
duction of extravagance. 

The overall movement may be rather hard on the 
clothing man—if it is any consolation to the shoe 
man, let him consider that a barefoot movement 
wouldn’t get much headway and that a factory in the 
home couldn’t produce much economical footwear. 
The thing to note is the idea back of it all—a protest at 
the movement of prices. An increase of production 
at a reduction of cost per unit in the making will do 
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more than all of the overall freaks in the world to re- 
duce the cost of articles. 

A protest abroad is something else again. The shoe 
merchant who saw before him two husky Reds with 
their rifles on the fitting stool made one of the quickest 
sales in the history of his business. He saw the 
point and sold the shoes at what he thought the men 
could pay. In another town, mob rule and broken 
windows brought the prices quickly down. In still 
another place a merchant was ignored by the public 
for six months, and instead of going out of business 
he put in a cheaper line of shoes. A merchant in 
America can congratulate himself that his public 
has no such ideas of sabotage. 

Enjoy the humor of the overall movement, but 
at the same time, give thought to values and prices 
and also explain to your people what they are getting 
in shoes, and what they can do to make their shoes 
give more service and more satisfaction. It is jump- 
ing the prices without explanation and education that 
makes dissatisfaction everywhere. 





Oversensitive to Criticism 


HE one outstanding irritant to business today is 
the constant and malicious utterance of criticism 
of the retail merchant. Criticism directed against 
the merchant reflects itself back through every branch 
of industry causing a supersensitiveness that may 
prove detrimental to prosperity. Business, therefore, 
has the shivers because of a mental condition. There 
is no basis for imagining a diminishing of good business 
for months and months to come. The quicker the 
temporary embarrassment “‘by criticism’’ is forgotten, 
the better. 

A remarkably fine suggestion was made by Profes- 
sor Whitehead at the recent meeting of the Massa- 
chusetts Retail Shoe Merchants’ Association. He 
said that a State law should be passed making it 
obligatory upon newspapers to print a refutation in 
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identically the same size of type as the first mislead- 
ing article was published. We have a graphic example 
of newspaper practices in the recent news fiasco 
wherein John Slater was credited with the statement 
that “merchants would be content with a smaller 
margin of profit.” One paper in Arkansas head- 
lined it, ““Here’s Hope for the Weary; Says Prices 
May Come Down.” To the public it looked like an 
authoritative movement of reduction in the high cost 
of footwear. 

The truth of the matter was, not only did Mr. 
Slater not make the remark, but no condition in the 
trade warranted a decline in price at that time. 
Merchants the country over were selling shoes at 
prices which they could not hope to equal in buying 
the shoes at wholesale. It was folly indeed to believe 
that retail price could actually be below factory 
cost. 

In courtesy to the Associated Press, let it be said 
that an excellent three-page explanation of the story 
was sent broadcast to every newspaper in the coun- 
try. Here is the significant sequel to the story: To 
date we have not discovered as much as a line of type 
refuting the original misstatement. ‘ Our clipping 
services give no indication of any publicity on the 
story of explanation. 

With some such law of compensating space for 
retractions on the statute books, the public would 
have been rightly informed of the truth of the story. 
It is high time that such a simple instrument for 
truth were incorporated in the laws regulating the 
dissemination of news. A front-page story stimu- 
lated by propaganda might show a fearful social 
condition and the mass of the public, believing every- 
thing printed is true, would “‘fall for it.’’ A day later 
the retraction might appear on the back page in an 
inch space. Truly such a condition warrants action. 
There would be greater accuracy in newspaper edit- 
ing if such a penalty were imposed. Its fairness to the 
public should appeal to any legislature. Who will 
start the campaign for truth in news? 








Influences on Business 


**It seems to me that the great difficulty today is not in the surface conditions. They are 
sound. The trouble is that we are running without brakes, without fire insurance, without 
theft insurance, without liability insurance, that we have the wrong point of view toward 
life. My study of statistics has taught me that we are moved very little by our intellect. 
The world moves by its emotions and its tastes. Tell me what the people want, and I will 
tell you what will be manufactured and what will be bought.”’ 

ROGER W. BABSON, 


Before Boston Chamber of Commerce. - 
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Two-Edges to Rejections 


S it known by merchant and manufacturer that 
there is established a “board of arbitration,” part 
dealers and part manufacturers, to take up cases of 
disagreements? It is to the interest of all honest 
dealers that fraud be punished. It is to their interest 
that the swindlers who make unjust claims be drawn 
out of the business. Such a board, composed of men 
of high standing, can be depended upon for a fair 
report. If the dealer’s claim had any merit, the case 
could be adjusted accordingly. If it was a mere 
“hold-up,” then their report ought to be entered 
against that fellow’s credit standing in good, strong 
terms—and other manufacturers should regard this 
report, and not rush in, as too often happens, and offer 
to sell him goods freely. 
If retail dealers of the square kind stand together 


to repudiate the fellow who makes unjust claims, then . 


the manufacturers ought to stand together, on their 
part, and refuse to sell to a swindler. As it is now, 
when the question comes up of cutting off a customer 
who fires back goods without just cause, here is what 
you hear, in the discussion in the manufacturer’s 
office: ““Well, if we do refuse to sell him, our competi- 
tor will jump right in and do it!” This ought not to 
be so. The manufacturers should remember that this 
is a two-edged proposition. They should in good 
faith regard the interests of their branch of the store 
trade by closing down the gates of credit a bit on a 
maker of knowingly and wilfully unjust claims. 
Otherwise, what is ever going to check a swindler of 
this type? If he can go blithely on swinging round 
the circle, ‘‘soaking” first one manufacturer and then 
another, he will flourish a long time, for it will take a 
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long time to get round—there are more than 1,300 
manufacturers in the United States. 

In those cases in which there was an honest differ- 
ence of opinion as to the average quality of an in- 
voice, it would be a much shorter route to real justice 
to submit the case to an impartial board of shoe men 
rather than to a court of law. A judge is aproverbial 
“misfit” when a technical point in trade is brought 
before him. And litigation is an expensive luxury. 


Who Pays for Advertising? 


AID a shoe manufacturer: “I advertised; I 
gained thereby several first-class accounts that 
yield a fair profit. Who paid for that advertising? 
Did I, or the other fellow, who lost the accounts?” 
That answers in a word any argument against the 
cost of advertising, or of the mistaken notion that it 
is added to the cost of goods. In fact, the whole 
function of advertising tends toward the cheapening 
of production and distribution, through bringing to- 
gether quickly the man who wants to sell and the man 
who wants to buy. It applies just as directly to 
shoes as to anything else. 








No Thrift---No Credit 


Banks are watching credits as closely as a bull dog 
watches a tramp. For instance: A storekeeper went 
to a bank to borrow some money the other day. 
Said the banker to him: “Your statement shows that 
you made $2,000 more last year than in any former 
year, and that you haven’t saved a cent of it. So you 
cannot borrow any money from us, for you have not 


. the habit of thrift in handling money.” 





A New Pair of Shoes for Europe 
The first of a series on conditions in Europe, 
prepared by Editor Arthur D. Anderson. 


A Guide to Your Fall Buying 


Questions which the thoughtful merchant 
will ask himself before placing his orders.” 


Shoe Fitting for 1920.................... 53 


A practical treatise on an important form of 
store service. 


Sam Curtis ‘‘Nurses” His Feet 


Illustrating the advantage to merchant and 
customer of shoes for a purpose. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce. 


How to Increase Your Turnover.......... 64 


An able address made before a gathering of 
retail merchants. 





Note carefully Articles Advt. 


Mr. 


























circuit is completed, with comments or sug- 
gestions, if any. 
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N. S. R. A. DIRECTORS MEET 


National Publicity Campaign Favored—Official 
**Go Ahead”? Given on 1921 Convention 


The directors of the National Shoe Retailers’ Asso- 
ciation held their annual Spring meeting at the 
Pfister Hotel on Tuesday, April 20. A financial 
policy was outlined which will greatly simplify 
matters in that department of National Association 
affairs. 

Resolutions were adopted favoring a National 
campaign of publicity, to give the people a liberal 
education in the fundamentals and constructive de- 
tails of industry, the idea to be conveyed that the 
shoe industry should lead the way for other indus- 
tries. In this progressive undertaking, a joint meet- 
ing was held by the directors and heads of the various 
local convention committees. 


Much Enthusiasm Manifested 


After making a survey of the plans outlined by 
General Chairman Caspari and the work already done, 
all the directors became very enthusiastic over the 
outlook for the next annual convention. The policies 
of the local committees are so broad and comprehen- 
sive that the National directors were fairly swept off 
their feet. The big auditorium, in the opinion of 
President Orr and other officers, is the most ideal loca- 
tion for a National convention which has yet been 
placed at the disposal of the National Association. 


Hearty Co-operation Pledged 


The announcement of special features of entertain- 
ment and the program in general as it has been so far 
worked out added not a little to the enthusiasm of the 
National officials. All the arrangements of the local 
committees were heartily approved and the official 
“‘go ahead”’ given. 

From this time forward until the coming of the 
next annual convention on January 9, every individual 
committeeman will be constantly on the job and will 
give his heartiest co-operation to Chairman Caspari. 

The National officers and directors present. were: 
President, James P. Orr; Otto Hassell, past director; 
4th vice-president, H. A. Rosenbach; director, 
Christian Ludebuhl; Roy Stevens, past director; 
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Victor Vaile, director; A. H. Geuting, past director; 
Frank P. Meyer, director; secretary-commissioner, 
T. C. Mirkil, and past director, A. B. Caspari. 

Following the meeting, a dinner was given the visi- 
tors by the local committees at the Milwaukee 
Athletic Club. 


FACTORY PAYROLL ROBBED 


Armed Bandits Seize $18,000, Killing Paymaster 
and Guard 


A daring daylight robbery took place on the after- 
noon of April 15 at South Braintree, Mass., when the 
factory payroll of Slater & Morrill, Inc., amounting 
to $18,000, was seized by bandits, who killed the super- 
intendent and acting-paymaster of the factory, Fred 
A. Parmenter, and the paymaster’s guard, Alexander 
Berderelli. 

The cowardly deed occupied only a few moments. 
At 3.15 p.m. Messrs. Parmenter and Berderelli 
emerged from the office building of the Slater & Mor- 
rill, Inc., on their way to the factory proper with the 
weekly payroll. Suddenly an automobile appeared 
and a fusillade of shots rang out. The bandits wasted 
no time. Two of the party sitting in the rear of the 
car covered with their rifles the two factory employes, 
while the others rushed forth and seized the money, 
mortally wounding Berderelli and firing at Parmen- 
ter, who started to run, but the bandits continued to 
fire. Parmenter , finally dropped to the ground 
mortally wounded. 

The bandits then jumped into the car, firing as 
they drove rapidly in the direction of Middleboro. 
The murder car has been found and one of the bandits 
identified; the detectives are close on the trail of the 
others. 

Parmenter did not die until the day after the 
shooting. He regained consciousness just before his 
death, and his first words were: ‘Did they get the 
money?” 

Both men died heroes. Fred A. Parmenter leaves 
a wife and two children. He was buried from his 
home in Brockton on Sunday afternoon, April 18. 
Mr. Berderelli’s funeral took place the same day from 
his home at Waterbury, Connecticut. 
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MeNARY INVESTIGATION FARCE 
After Figg Comes Barney Baruch 


Washington, D. C.—Another meeting of the Me- 
\ary Senatorial Committee, investigating shoe prices. 
was held on Monday, with only one witness appear- 
ing. Howard E. Figg, special assistant to the attor- 
ney-general, told the committee that the Department 
of Justice had made approximately 1,200 arrests on 
profiteering charges and that 85 per cent of the per- 
sons brought to trial had been convicted. 

To the question as to how many persons had gone 
to jail he replied that perhaps 25 or 30 had been 
punished. Mr. Figg also spoke of the Fair Price 
Committees that had been at work in some of the 
States and expressed the opinion that they had been 
doing effective work. 

“T have heard that these committees are frequently 
composed of some of the very fellows who are doing 
the profiteering,” said Senator Kenyon. 

‘T think that is a mistake,”’ replied the witness. 

There was no mention in the testimony of any shoe 
men who had been convicted of profiteering. 

It is learned that the committee expects to have 
before it at its next session, Barney Baruch, who will 
tell of the manner in which the shoe industry was 
treated in the administration of the affairs of the 
War Industries Board, of which Mr. Baruch was 
chairman during the war. Mr. Baruch’s engagements 
are such that an exact date for appearance before 
the committee could not be announced today. 

Several members of the Investigating Committee, 
among them Senator McNary, it is understood, are 
disclosing legislation and compelling the marking of 
all shoes with the manufacturer’s prices. 


TANNERS’ COUNCIL COMPLETES PROGRAM 


For Spring Meeting, May 6-7, Hotel Traymore, 
Atlantic City 

H. I. Thayer and E. G. Howes, the committee on 
‘program for the Spring meeting of the Tanners’ 
Council scheduled for the Hotel Traymore, Atlantic 
City, May 6-7, announce that arrangements for the 
speaking program have been completed. United 
States Senator Walter E. Edge of New Jersey, author 
of the Edge Finance Corporation Law, will deliver an 
address at the banquet, evening of May 7, on the 
subject of financing foreign trade. For years before 
entering the Senate, Mr. Edge was a very well-known 
figure in the foreign trade field. 

Another prominent speaker selected for the banquet 
is Hon. Mark Sheldon, high commissioner for Aus- 
tralia, who will discuss the subject of transportation. 

A special meeting of the export men of the industry 
is also being arranged and will be in charge of C. 
Wilson McNeely of Philadelphia, and acting chair- 
man of the Foreign Trade Committee. Among those 
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who will take part in the discussions at this meeting 
are Dr. C. W. A. Veditz, formerly U. S. Commercial 
Attache at Paris; H. G. Brock, assistant director of 
the U. S. Bureau of Foreign and Domestic Commerce, 
and H. C. Thomson of Boston, one of the leading 
authorities of the country on foreign trade-marks. 

The other speakers have been announced in earlier 
issues of the “Recorder.” 


LABOR STATISTICS 


Number of Employes and Wage Volume Show 
Increase 


Washington, D. C., April 21—Statistics gathered 
by the department of labor show some interesting 
accounts with regard to wages and the increase of 
employment in the shoe manufacturing industry 
during the last year. Seventy establishments re- 
ported the figures for both 1919 and 1920. A com- 





Ruling on Lever Act 


Federal Judge Says Prices, Under Lever 
Law, Must Be Based on Wholesale 
Cost 


A despatch from Albany states: 

‘“*‘Federal Judge Howe, in profiteering 
cases involving retail clothing dealers, 
ruled that a just and reasonable profit un- 
der the Lever Law must be determined on 
the wholesale cost of merchandise and not 
on the market value at the time of sale by 
the merchant.”’ 











parison of the figures follows: Number on payroll in 
March, 1919-1920, 58,392 and 63,710, respectively. 
The amount of the payroll in March was as follows: 
In 1919, $1,1720,569; in 1920, $1,554,632. 
This indicates an increase of 9.1 per cent in the 
number of employes and an increase of 32.6 per cent 
in volume of wages. 


UNIQUE PARCEL POST SHIPMENT 


Solid Car Containing 900 Cases of Shoes Mailed 
from Middleboro 

The first solid car of shoe mail to be sent from 
Middleboro, Mass., or possibly from anywhere else 
in the Eastern part of this country, left on the evening 
of April 20 for Boston. This car contained 900 cases 
of shoes, made by the George E. Keith Company. 

This parcel post shipment was the idea of the 
Middleboro factory superintendent, J. H. Kennedy, 
and was tried as a means of overcoming the handicap 
which the embargo had presented. The cost of post- 
age on this parcel post shipment was about $3,000. 
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A New Pair 
of Shoes 


lor Europe! 


A wonderful story written by Tolstoy tells of a 
shoemaker whose shop was in the basement. As the 
cobbler stitched and sung, he looked up from his work 
and saw the feet of the people as they passed. Seldom 
did he see their faces—just their feet. He judged 
them by the shoes they wore and his conclusions were 
usually correct. Once he saw a man go by barefoot. 

The story goes on and the parallel which we wish 
to draw is that to be shoeless is to be nearly friendless. 
That is fast becoming the condition of some of the 
countries of Europe and it behooves us all to give more 
thought to our world neighbors than we have done 
before. 

Any shoe man knows the effect of a pair of new 
shoes upon the appearance and courage of an individ- 
ual, and our selection of the above title gives you 
something to think over in the back of your head. 
As one good French shoe man put it, the curse of 
business with us is the scraps of leather that they 
tack to the soles, to make the shoes wear longer. 
**Life insurance for the soles of the nation” is the term 
we use, and the patchwork of politics isn’t so far re- 
moved from the story of these scraps of leather. 
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There is much to study in Europe, and shoe mer- 
chants of America who think that there is nothing to 
learn’ applicable to their fine businesses should be 
given the privilege of seeing some of the finest stores 
in the world in Paris, examples of the greatest courtesy 
in customer contact in England, and the tremendous 
significance of a little stock of goods and what can be 
done with it in Germany. 


There are ideas by the thousand, adaptable to the 
better merchandising of shoes in America. Who can 
tell but what a better understanding of shoes and 
leather the world over and an international exchange 
of ideas may serve to that end, that the public of 
every land may be the ultimate gainers. By our ob- 
servations in the past ten weeks, we hope to put be- 
fore the retail shoe merchants of America some of 
the things which we saw which have a direct bearing 
on shoes and leather and service in stores and the 
relations of prices and people. 


EVERIT B. TERHUNE, Publisher. 
ARTHUR D. ANDERSON, Editor. 
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A Study of European Conditions 


AKING out of the stable 
at night a full-grown cow 
and converting it into beef- 
steak and shoe leather, may 
seem a_ simple pastoral 
practice and not particu- 
larly interesting as a preface 
to an economic study of 
European conditions. But 
the fact is, it clearly 
illustrates an important 
change of mental attitude prevailing throughout 
Europe since the armistice. 

Here is the story: 

Killing of cattle is prohibited in several countries 
of Europe, and therefore accurate censuses are kept. 
Friend Farmer in owning six head of cattle has a 
tangible wealth not possessed by paper currency, 
and the State is concerned with the security of its 
actual resources. A calf is born, and shortly after- 
wards a cow disappears; yet the statistics show six 
head of cattle still remain. By the underground 
route that meat appears on the table of the man who 
has the price to pay for such stolen sweets. 


Worker Has Become Selfish 


The worker, with his meat card and his limited wage, 
can get meat but once in a fortnight. His temper is 
not pleasant nor is his interest in the State as fervent as 
in the good old days of the war, when for risk of his 
life he got meat and 
drink and raiment 
at a common table. 
Now the struggle of 
life is a heavy bur- 
den on his shoulders 
and he thinks sullen 
thoughts. He be- 
comes individually 
selfish, and he is but 
one in millions so 
inclined. Nothing 
else matters except 
existence, and that 
is the desire of mini- 
mum of effort. 

The fires of patri- 
otism are but expres- 
sions of collective 
selfishness of a Na- 
tion, and the pity of 
it is that in victori- 
ous as wel] as de- 
feated lands all unity 
seems burned out in 


little enthusiasm expressed over it. 


In Berlin in Revolutionary days, Publisher Terhune in front of the 
door, Editor Anderson “‘where the wire is thickest; 
day the Ultimatum was sent the Red Army 


the new indifference to anything but one’s own 
existence and pleasures. This is a severe indictment, 
but it is generally true. 


Indifference Is Universal 


Germany is nominally a republic, but there is 
France won a 
glorious victory, but reaped a harvest of social 
nettles. England still commands the seas, but is 
commanded in turn by labor unions and statesmen 
playing new tunes paid for out of the treasury. 
Italy is disorder, worse confounding, especially with a 
printing press run wild on paper currency. The new 
republics gasp for financial aid as well as for immediate 
food. Russia is the enigma of the world, with every- 
one there shrugging shoulders and saying ‘‘neeche-vo,”’ 
meaning “I should worry” or “‘what’s the use.” 
Belgium shows vigor, also Holland, but together with 
Scandinavia are so dependent upon neighboring 
countries that influences economic and social infect 
all alike. 


The ‘“‘Ebb Time” in Europe 


There is no doubt that the ebb-time has come in 
so far as the economic life of Europe is concerned. 
Until the harvests of the Fall there is much fear and 
alarm. An empty stomach has been termed the 
mother of revolutions, and, due to it, the next few 
months will make or unmake history. The small 
spark of world sanity needs attention. It is for 

America to give 
of its healthy 
mind, material 
and money and 
right quickly, too. 


Exchange and 
Barter 


On every tongue 
is the topic exchange 
—and in every land 
a difference as !to 
what it is and what 
it does. Never in 
the history of civi- 
lization has there 
been such a muddle 
of currencies, such 
an inflation of pa- 
per and such a dist- 
rust of the recognized 
medium for the 
functioning of busi- 
ness. Perhaps the 
higher ’ financiers 


” 


snapped on the 
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have found a new game to play—something tremen- 
dous to jockey with and to wireless back and forth 
at a profit. Perhaps so—yet how soon we forget 
that the billions of wealth destroyed in war must be 
replaced, somehow, somewhere. Those who fight 
must pay for the privilege. 


Currency Condition Tragic 


The currency of the big nations of the earth de- 
bauched! All that is permanent in the value of things 
has gone topsy-turvy. There is nothing but disorder. 
The gamble of the ages is tearing down the structure 
of pride in ownership. If you quote a house, habitable 
and desirable, and it happens to be in Austria, or in 
Germany, perhaps in Italy or France, the physical 
value of the house has nothing to do with the price 
it will bring in the paper currency of the hour. Many 
a castle in Europe can be bought at the price of a 
bungalow in Maine. A regular comic opera in cur- 
rency is on the tragic stage of Europe today. 

Incidents are many. An American officer ex- 
changed a hundred-dollar bill in Bucharest and it 
took a wheelbarrow to bring his change. With it he 
bought a half interest in the restaurant, and every- 
body was satisfied. Actually you can purchase a 
hotel in one of the finest watering resorts in Europe 
for the small sum of $2,000. Think of staying a week 
at a big hotel in Germany and the room rent with 
every convenience of service (including the 10 per 
cent tip added to the bill), and the charge was only 
$4 American money. 


A Financial Problem 


Here is a problem for you. If you can get five 
German marks to the france and sixteen francs 
to the dollar, and the American dollar in the 
good old U.S. A. is only able to purchase forty- 
seven cents’ worth, what is the value of the 
Austrian kronen which you can buy four for 
the mark? 


The Crazy-Quilt Currency 

Confidence of a people in the currency which they 
get for a day’s wage is a sad thing to destroy. Silver 
and gold are fast disappearing in Europe as a medium 
of exchange. You get instead printing press money 
not only of the Nation but of the town. For example, 
in Grenoble, France, the Chamber of Commerce 
prints its own paper currency, and it cannot be used 
in business in Lynn, nor can Havre money be used in 
Amiens. Currencies within currencies till it seems 
that the Paris system of using postage stamps is the 
safest of all. At least you can write a letter; so never 
mind the hunger within; give your mind some exercise. 

Owe a debt, and by the grace of exchange you may 
pay for it some time hence with the same number of 
marked paper but with the sting of the debt removed. 

Isn’t it a crazy-quilt of finance pulled over the 
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eyes of the world which shivers and shakes at 
the sinister specter in Russia? 


Confidence of Merchants Gone 

Oh; for the strong right arm of a few men of might 
who can see some dawn of sanity. It is only weakness 
of government which does not counsel its people to 
buck up; the same land is there, the same people: 
equity will win out; so let us all correct the evils. 
Too many men with trading instinct hold to their 
stocks and bonds, their merchandise and chattels, 
and on the rising market gather in the inevitable 
profits. A jeweler in Frankfort has all the outward 
appearance of being in business, but actually he has 
stored his negotiable wealth in Switzerland and these 
few items which he uses for window display can be 
bought only with dollars. His confidence in the 
currency of his country is gone. Isn’t he as much a 
traitor in peace as he would have been branded in 
war? 

Many men have said that the real reason back of 
depreciating the currency was the desire to keep 
money at home, and such a sound people as the Eng- 
lish used it in the campaign. “English goods for 
English consumption.”” Ah, but don’t forget that 
depreciating the currency makes that country a great 
field for the international trader. He goes right in 
with his pounds at a low price and gobbles up the raw 
and finished stocks, and before you know it, up goes 
the high cost of living to the home folks. 

No country may live unto itself alone—not even 
America—and it is high time that international con- 
ferences were held. A credit plan should be evolved 
after some simple plan such as this: A manufacturer 
in America wants to sell in France a bill of fifty 
thousand dollars’ worth of shoes. The Frenchman 
cannot buy at present exchange, but at ten francs to 
the dollar he would cable “ship at once.” Then, if 
by sustaining credit between the two perfectly solvent 
parties, the money could be kept in France to do its 
work of reconstruction until the franc had reached 
ten to the dollar, both parties would benefit. It can 
be done—no one with any foresight can believe that 
France is insolvent and that the franc will not reach 
par in a space of time—a million firms working on this 
basis, and in no time at all the restoration of a cur- 
rency is achieved. 


Gospel of Human Understanding 

If the confidence of the world is shattered because 
of scraps of paper called currency, some say, better 
would it have been for Germany to have won the 
war and whipped the world into paying huge indemni- 
ties. The taskmaster would have been more cruel, 
but who can say less beneficial ultimately? The 
terror of our own shadow money will some day be 
told our children as the world’s greatest mental dis- 


order. For mental it is. 
(Continued next Week) 
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A Guide to Your Fall Buying 


Containing a List of Important Questions to Be Considered Before 


Placing Orders 


By E. C. LOGAN 
Western Editor, ““Boot and Shoe Recorder’’ 


just a sweet song—everything all set—nothing 
to worry about—if the shoe buyer wants to do 
il that way. 

But to the observing, thinking, cautious buyer, 
a lot of big questions suggest themselves. A lot of 
conditions must be taken into consideration in de- 
termining colors, leathers, vamp lengths and heels, 
to say nothing of percentages of boots and oxfords and 
pairage as compared with previous seasons. 


B UYING shoes for Fall, 1920, is an easy matter— 


Questions to Be Answered 

Here are some of the little questions that T. H. 
Siebert, shoe merchandiser for F. & R. Lazarus Com- 
pany, Columbus, O., and president of the Ohio Valley 
Retail Shoe Dealers’ Association, thinks the average 
merchant should answer before he can intelligently do 
all his buying for Fall. ‘ 

“Influence of high prices for Fall, 1920, on pairage 
—to what extent will pairage be affected by the much 
higher retail levels? 

“Is it wise to buy at present prices over 60 per cent 
of your Fall, 1919, purchases for Fall, 1920? 


How About Production? 

“If the merchant body buys fewer pairs for. Fall, 
1920, will the curtailed production tend to lower prices 
and automatically insure prompt deliveries and a 
return to normal operation? 

“Is present production increasing to such an ex- 
tent that orders are being filled on time or soon 
thereafter? 

“Are leather and findings still advancing in price? 


Labor Must Be Considered 
“Will labor demand still further increases? 
“Are children’s factories busy and will they be able 
to sell their capacity at present prices? 
“With the present tendency toward Cuban and 
military heel boots, will Louis heel footwear be wholly 
confined to low cuts? 


“Will the demand for military and Cuban heels 


have any bearing on the style game for women’s 
footwear? Is this tendency apt to suffer a setback? 


Boots Versus Oxfords 
“Will brogue boots and oxfords be equally popular 
or will oxfords of this type sell better than boots for 
Fall, 1920? 


‘Will heather or wool hose be worn with heavy or 
medium types of oxfords only, or also with stylish 
high heel low cuts? 

“‘Will spats show a decided loss on account of wool 
stockings? 

“What is the trend of women’s Fall, 1920, boots? 
What is the style trend in women’s Fall, 1920, low cuts? 


Novelty Straps and Ties 

‘Will novelty straps and ribbon ties be in demand 
for Fall street wear? 

“Are plain ‘stripped’ pumps on the wane? 

“If novelty ties prevail, will their beauty be hidden 
under spats? 

“Is there any inclination for extra high boots, ten 
to twelve-inch tops? 


What Leathers Will You Buy? 


“‘What about leathers for Fall? 

“Is patent leather losing favor? 

“Will all suede or buck boots sell again or will 
footwear of this material be best in low cuts? 

“Will cut-out novelty ties of a low and somewhat 
higher type be popular? 

“What leathers and fabrics look best for Fall, 
1920? 

How About the Stage? 

“Are French and stage lasts growing more or less 
salable? Have they been in general demand or 
merely a large city spasm? : 

“Are button boots worthy of any consideration? 
Did they revive to any appreciable extent during Fall, 
1919) 

“What colors in tan will be best for Fall, 1920? 
Is there a demand for a trifle lighter shade in tan 
leathers? 

Juvenile Shoes 

“Can juvenile Shoe Department sales + i1:°+1: 
by enlarging on lines of big girls’ runs in boots and 
Fall oxfords suitable to the needs of young women and 
big girls for the coming Fall season? 

“Is the present slump in children’s better-grade 
footwear caused 'by high prices and a tendency on the 
part of parents to patronize cheap stores in the foolish 
belief that it is economy? 

“Is there any danger that growing feet will be im- 
properly fitted in cheap footwear and will there be a 
recoil beneficial to better shoes later on? 
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The Percentage Question 


“What percentage boots and what percentage low 
shoes should be bought for Fall, 1920? 

“Will the sale of young men’s low cuts for Fall and 
Winter, 1920-21, increase? 

“Will high buckle arctics assume larger proportions 
for both men and women during the Winter months? 
Is there some tendency toward an arctic fad? 


Foreign Exchange Situation 


“What effect will foreign exchange rates have on 
American export footwear markets? 

“Outside of holiday items, should orders for Fall 
extend beyond October needs or is it best to go into 
the market frequently after September for additional 
merchandise?”’ 

Some of these questions cannot possibly be answered 
so far ahead of the selling season for Fall shoes. 
Recognition of this fact is no doubt responsible for 
the conservative attitude of many good buyers in 
placing Fall orders. 


Some Tendencies Well Defined 


There certainly is a tendency toward military and 
Cuban heels, a tendency toward shorter vamps and a 
tendency toward more low cuts. 

This does not mean, however, that the women of 
the country have gone crazy over the so-called French 
vamps and that all shoes, in order to be salable, must 
be of that type. Vamps will rule shorter than in past 
seasons but the French or Stage last with 2!4-inch 
or 234-inch vamps are rapidly losing the limited 
popularity they gained some months ago. The pen- 
dulum is swinging back again. 

From the extreme of 414 inches it swung to a vamp 
length of 2% inches. For Fall it will probably hit 
normal at about 354 inches. Vamp lengths must 
vary according to the character and type of last but 
3% to 3% will include the big percentage of the 
good selling patterns. 


Cuban and Louis Heels 


While there is an increasing demand for military 
and Cuban heels it does not follow that there will be 
no Louis heels sold. For the last three years Louis 
heels, 2 to 214 inches in height, have been very popu- 
lar in all grades of shoes and among all classes of 
people. 

This heel was. originally designed for afternoon 
and evening dress occasions. For such purposes it is 
correct and no doubt will remain so. 

It is not reasonable to suppose that the great mass 
of women who have been wearing 16/8 inch and 18/8 
inch Louis heels for both street and dress wear will 
all of a sudden turn their backs on their former friends 


April 24, 1920 


and transfer their affection to the 12/8 or 14/8 mili- 
tary heels. 
Oxfords and Pumps 


The tendency toward wearing oxfords and pumps 
for Fall and Winter wear that prevailed during th« 
season of 1919-20 will, no doubt, be repeated and 
probably emphasized, but this does not mean there 
will be no boots sold and that buying can be confined 
to low cuts alone. 

In fact, in the smaller cities and towns, merchants 
are inclined to think that low cuts will not be a ver) 
big factor except for evening and dress wear and wil! 
comprise not more than 15 per cent to 25 per cent o! 
total volume. In larger cities, especially in store: 
selling high-grade merchandise, the percentage wil’ 
run much higher, probably 50 per cent to 65 per cen! 
of total sales. 


The Question of Prices 


There seems to be a feeling among retail mer- 
chants that prices have reached their limit and thai 
a decided decline is about due. 

When Government restrictions were removed in 
February, 1919, it was expected by retail merchants 
that hide and leather prices would decline. The 
opposite, however, proved to be the result. Prices 
advanced and sky-rocketed until August when the 
peak was reached and raw calfskins sold at around a 
dollar a pound, and heavy hides at corresponding 
prices. 

Prices gradually declined until they reached 
bottom in December when a reaction took place. 
Calfskins have not fluctuated very much during the 
present year. The price at the beginning of April 
this year was about 65 cents. This is about 10 cents 
a pound higher than April 1 last year. 

On the whole there is not much to indicate that 
shoe prices will show any decided general slump. In 
all probability any decline in the market would be 
more than made up by having the goods at the open- 
ing of the season. 


Buy on This Basis 


Fall purchases must, therefore, be predicated on 

(1) Sales by pairs for corresponding months of 
last year, and 

(2) Upon the anticipated number of pairs of boots 
and low cuts that will have been carried over. 

Good buyers are more and more adopting the plan 
of having new shoes arrive each month during the 
season rather than having them all come in in a bunch 
at the beginning of the season. 

A “hot one’ every few weeks stimulates selling. 
Retail salesmen tire of showing the same old stuff 
month after month. 
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Shoe Fitting in 1920 


*“*Recorder’’ Lesson No. 8 


The better the fit the better the wear. 
Price and_ profit then become a pleasur- 


able acknowledgment of service. 





New faces at the fitting stool 
mean a keen interest in the first 
principles of shoe selling. Scarcea 
store in the country but numbers 
the addition of men whose knowl- 
edge of feet and footwear is limited 
to the ‘‘first hand”? knacks of get- 
ting sales. If by a series of AU- 
THORITATIVE ARTICLES we can 
give more light on ‘‘the first duty of 
the retail shoe salesman—fitting 
human feet’’—then we will have 
started our 1920 educational pro- 
gram correctly. Study these types 
and apply the suggestions to your 
fitting-stool experience. 











The How and Why of Treating Troubled Feet as Solved by Experts Who 
Have Met With Every Form of Foot Trouble 


No. 8. The Ball of the Foot 


MONG the difficulties that confront the sales- 
man in fitting is the enlarged ball under the 
great toe joint, it being the leverage point in 

walking. Much depends on the proper preparation 
of the sole in order to accommodate the enlarged 
ball. ; 

Shoes are usually made without regard to cases when 
the under ball is abnormal and extra sensitive, and 
it’s to meet these specific cases and suggest these 
simple expedients whereby sales may be made from 
stock. 

How to Locate Trouble 

Too often the customer is allowed to depart with 
the idea that the custom shoe is the only alternative. 
When you get a customer that complains of trouble 
on the sole of the foot it’s a good plan to examine 
the foot and try and locate the enlarged and tender 
spot. This may be done by running the hand along 
the sole—usually across the ball. This will indicate the 
trouble at once. 


The trouble may arise from several sources—-from 
short shoes, shoes too tight across the ball, from being 
on the feet too long. It may be inherited, or it may be 
due to arch trouble. 


Combination Last Is Good 


In cases of this kind, it is well to fit plenty large, 
preferably to a nature-shaped shoe of kid leather on a 
combination last, and with a fairly heavy sole. 
Many people have found excellent satisfaction in 
wearing fiber soles. The modern fiber sole will not 
only outwear most leather soles, but is more pliable 
in walking. Very few persons who have worn fiber 
soles will go back to the leather sole, especially if they 
have tender feet. 

The question of suggesting arch supports depends 
entirely on the seriousness of the case and your skill 
in diagnosing the trouble. Many times the enlarged 
joint is one of the symptoms of arch trouble, so if you 
are proficient in knowing malformations of the feet, 
and know how to fit arches, by all means do so. 
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Prepare the Innersole 


If there is a ““bulge’’ or swelling, the thing to do is 
to prepare the innersole of the shoe in such a way that 
the protuberance will find a resting place, a hollow to 
‘drop into. This will relieve the pressure on the 
“thump” and produce considerable relief and may be 
accomplished in a number of ways. 

First, select a shoe at least a width wider than if 
there were no “hump,” and insert a soft felt innersole 
under the hump; cut out a circular piece, but be sure 
the edges of the circle are chamfered (skived) to a 
feather edge toward the center. Cut it large enough 
to admit the whole “hump” in place. If it does not 
rest securely in the cavity, the foot will wobble about 
in walking and cause irritation. 


How to Countersink Innersole 


Another method, if the felt innersole is objected to, 
is to countersink the innersole under the ball. A 


pretty effective way to accomplish this is as 


follows: 

Take a last and have your shoemaker build a leather 
ball on the bottom, at the exact point where the hump 
in the foot will come; wet the innersole and drive the 
last into the shoe, after which pound on the outer- 
sole until you have imbedded the leather ball on the 
last into the innersole. 

The innersole being wet, you can easily make an 
impression on it, resulting in a perfectly counter- 
sunk cavity for the “hump” on the foot to settle in. 
Allow the last to remain until the shoe is thoroughly 
dry. This method obviates fitting the shoe wider 
than the customer might care to wear it. 


Sell a Comfortable Shoe 


This, of course, takes time. The sensitive foot 
wants instant relief, so it is better to sell your shoe 
comfortable, taking no chances of your customer 
limping back to you. 

Another method, even more simple, is to take an 
innersole stretcher and shape a cavity in the innersole. 
The foot is really master of the situation after all, and 
if there are ““‘humps”’ in the sole they will, in time, 
embed themselves in the innersole. 

The quickest way if you have a conforming machine 
is to dampen the innersole, then make your indenta- 
tion, being careful not to use too much pressure or 
the shoe will be damaged. Shake a little French chalk 
in the shoe if still damp and your customer wants to 
wear it at once. 

When there is no sensitiveness, well and good; but 
when the ball is extra prominent and tender, the 
simple expedients suggested will, if followed out, prove 
of value in saving that which otherwise might have 


been lost. 
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Current Style News 


Light Shade of Tan Leather Selling in 
Street and Sport Shoes 


Fine fabrics and fine footwear come to- 
gether in the bright Springtime. With 
sidewalks clean, and free from Winter’s 
rain and snow, people are putting on again 
footwear light and stylish. 

White shoes are in the stores all over the 
country. There are dressy shoes of white 
kid, white buck leathers, and white fabrics, 
and white sport shoes of white buck, white 
calf and white fabrics. 

Novelty styles in sport shoes are made of 
white buck leather, with trimmings of tan, 
brown or black. 

A new light shade of tan calf leather is 
selling in New York. It is used in street 
and sport shoes. 

A dressy sport shoe that is selling in New 
York is of Tony Red calf. It is made over 
a long and rangy last, and has a spring 
heel, beveled. It is suitable for wear on the 
street, or at the country club. 


Some Western firms are offering shoes en- 
dorsed by the Y. W.C. A. They are made 
over straight line lasts, with broad, low 
heels, and a straight inside edge. 


Brogue styles of the dark shades of tan 
calf continue to seli among men. 


Combinations of patent vamps and satin 
quarters are in the women’s lines of street 
shoes. 

The rivalry between American and French 
toes continues. The French patterns, 
showing straps, are in many lines. 


Pumps of beaver buck were worn with a 
coat trimmed with beaver by a fashion 
model the other day. That suggests a new 
combination. A few years ago, shoe men 
tried to match shoes to pony skin furs, then 
in vogue. They even made shoes with 
pony skin tops. But the style didn’t go. 


The new idea of matching low shoes to ; 


fur trimmings looks interesting. A Chicago 
firm recently reported that its women em- 
ployes who wore low shoes and low-neck 
waists the past Winter were healthier than 
those who dressed more warmly. 
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Italy Also Has a Standard Boot 


Materials, Retail Profits and Retail Price All Specified by the 


Government 


N American going to Rome would certainly 
consider it a hardship to do as the Romans do 
especially in the matter of footwear. Since 

early in the war the people of Italy have been obliged 
to wear Government shoes, which are described in the 
following language by H. C. MacLean, United States, 
‘Trade Commissioner in Rome: 

“The National Shoes put on the market by the 
Italian Government are substantial rather than 
beautiful. In their construction the material and the 
lasts have been selected entirely with a view to pro- 
viding the greatest wearing qualities in proportion to 
the price. While they do not appeal to men or women 
of fashion, it has been a great boon to the poorer 
classes to be able to ob- 
tain a serviceable foot 


1918, the retail price of shoes was limited to an in- 
crease of 25 per cent over the actual manufacturer’s 
price. At the same time, a provision was made that 
shoe manufacturers must devote a portion of their 
facilities to the production of shoes manufactured 
either entirely or partly of leather substitutes. 

“For the distribution of the National Shoes, a sys- 
tem of warehouses was established throughout Italy. 
These warehouses receive the shoes from the manu- 
facturers, inspect them to see that they conform to 
the specifications issued by the Government, and dis- 
tribute them to the retail merchants who have been 
authorized to sell the shoes to the public. 

“In order to insure distribution to those most in 

need of shoes and least 
able to pay large prices, 





covering at a reasonable 
price. The prices asked 
for shoes manufactured 
and sold privately are 
nearly double the Gov- 
ernment’s established 
price for National Shoes.” 


Retail Selling Price on 
Shoes 


The regulations re- War. 
garding the manufacture 





Italy’s Standardized Shoes 


The article on this page is interesting in view 
of the fact that somewhat similar action was taken 
by the British Government during the war. The 
English war shoes and the method of merchandis- 
ing them were described in a recent article in 
the “Boot and Shoe Recorder.” The trend toward 
standardization of style and price is one of the 
most significant of the many results of the World 


and to prevent specula- 
tion, the National Shoes 
are delivered only in ex- 
change for a ticket good 
for one pair of a specified 
type. These tickets are 
issued by the local pre- 
fectures and are valid 
only for a limited period; 
they must be taken up at 
the time of purchase, can- 
celed by the merchant 








and distribution of these 

“National Shoes”’ are in- 

teresting to the outsider and must be extremely 
onerous to the shoe manufacturer and dealer in Italy. 
Concerning this situation Mr. MacLean says: 

“The concentration of the Italian factories on the 
manufacture of Army shoes caused a great scarcity of 
civilian footwear and consequent exorbitant prices. 
In order to afford relief from this distressing condition 
the Government in August, 1917, took measures to 
oblige the Italian factories making shoes for civilian 
wear to conform to certain specifications both as to 
raw material and finished product, and to insure a 
proper relation between consumption and production. 
The Government also undertook to provide for the 
sale of shoes manufactured for its account to the 
poorer classes on a preferential basis. After October 1, 
1917, it became obligatory to stamp both the name of 
the maker and the retail selling price on all shoes, 
including those imported. 

“Effective July 31, 1918, the height both of shoetops 
and of heels was limited by law and after August 1, 


and returned to the pre- 
fecture. 

“In authorized shops a list of the various types 
and prices of National Shoes must be displayed at all 
times, and under no circumstances can any greater 
price be demanded. Furthermore, shoes other than 
National Shoes must not be offered to customers in 
such a way as to make them believe that they are 
National Shoes. 

“Having gone into the shoe business owing to the 
exigencies of the war, the Italian Government ap- 
parently intends to continue its activities for the 
present at least. From a comparatively small begin- 
ning it has increased the number of factories working 
for its account until National Shoes now constitute 
nearly 50 per cent of the total domestic production. 
There are at the present time 54 firms, about 80 per 
cent of whose production, or 37,050 pairs per day, is 
for the account of the State. 

“The only change of consequence from the specifica- 
tions originally adopted is in the discontinuance of 

(Continued on page 57) 
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The Royal Road to Happiness 


By CURTIS M. JOHNSON 


| HERE are several things that go to make up 
T happiness. The first of these is enthusiasm. 

The center of enthUsiasm is you (U). If there 
is anything wrong with your community, town, 
State or nation, you are to be blamed for it. There 
is nobody else to blame. We are going to quit passing 
the buck. We don’t work as we should. We don’t 
get pleasure out of work. The word “work’’ doesn’t 
even sound pleasant. Every man is as Jazy as he 
dares to be—and some women. 


sion and sense the grouch, and they dive under the 
couch and don’t come near me. 

At supper, the bacon is too greasy and the potatoes 
aren’t fried right. I eat them in this mood and get 
indigestion. I go in and pick up the evening paper, 
and sit down by the fire. The fire dies down and 
goes out. My grouch increases. I read my paper 
and decide that this is an awful world. 


Then the Janitor Gets It 





Ambition is another 
thing that goes to make 
happiness. There are two 
“I’s” in ambition, and it 
takes two eyes looking 
forward all the time to 
make ambition count for 
anything. There was 
once a small boy who 
painted a football white 
and hung it in the chicken 
house. He put a sign on 
the ball: ‘“‘Look at this, 
hens, and do your best.” 
And the hens did. Their 
ambition had been stimu- 
lated. 


Belief Is Half theBattle 


Optimism is another 
great factor in happiness. 
Optimism also has two 
eyes—in the center. It 
takes two eyes looking 





Produce the Wealth 


That’s the Way to True Prosperity, Says 
Gov. Coolidge 


Gov. Coolidge, of Massachusetts, sums up 
the New England idea in these words: 

“I think if we look into the economic 
question carefully we will see that the best 
way to secure the distribution of wealth is 
the production of wealth. The sooner we 
realize that, the better off we shall all be 
from an economic standpoint. 

*“*We need capital because we need an en- 
hanced production. And unless business is 
carried on at a profit it won’t be carried on 
atall. That has been a great trouble in our 
transportation business. It has been as- 
sumed our enterprises could go on and on 
without capital. They should have a sur- 
plus of earnings that will give them stand- 
ing and respectability with the investing 
public. That is especially true of the 
transportation business.”’ 


So I go to bed, and toss 
and toss and get up the 
next morning with a 
deeper grouch. I yo 
down and unlock the 
store. There is some dust 
on the floor. I wish all 
kinds of miseries on the 
janitor’s head. Every- 
thing is wrong. 

Bill Jones comes in with 
a wash boiler that we 
sold him four weeks ago 
for a dollar and a half— 
and it leaks. He wants 
me to give him his money 
back. “What do you 
think we are going to 
do,” I shout—**guaran- 
tee these $1.50 boilers for 
lifed”’ 

He takes the _ boiler, 
full of grouch (Bill—not 
the boiler), and puts it 
beside him in the buggy, 


for the bright side to 








and goes down the road 





make up optimism. 

We can’t win unless we 
believe we are going to win. The fact that we are 
afraid of failure gets us into failure. The fear of the 
thing attracts the thing itself. Don’t fear the thing 
you don’t want to come. Get happiness by believing 
the thing you want is the thing you are going to get. 


The Poor Little Dog 


Supposing I leave my store with a great big grouch 
’ in the back of my head. I go down the street with this 
grouchy look on my face, and the little dog that comes 
running down the street to meet me sees this face 
and smells that grouch, and passes me by for more 
congenial company. I come up the walk, and my two 
kiddies have their noses pressed flat against the pane 
waiting for me to come home. They see this expres- 


with a grouch on, cussing 
me out, and merchants in general. His wife sees him 
coming with the old boiler, and she has held up her 
work waiting for the new one, so she hits her husband 
over the head with the broom handle. 


A Little Afternoon Hate 


She gets a grouch; goes to the Ladies’ Sewing Circle, 
and talks hatred, and rails against me and merchants 
generally, and the ladies get to gossiping about it and 
forget to go home until six o’clock, and when the men 
of the community come home, none of their suppers 
are ready, and so the whole community is in a grouch. 

But supposing I lock up the store the next night, 
hide my grouch under a smile and start home. This 
same little dog comes running up to me and I pat him 
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on the head. My two little children run out to meet 
me. I take one on my shoulder and hold the hand of 
the other, and we go on in and sit down to our supper. 
The bacon and potatoes are fried to a nicety. I enjoy 
my supper. Then when I go in and sit by the fire, 
it blazes up. When I read the paper, it looks fine. 


The Seats of the Mighty 

Well, isn’t that great that they have decided what 
to do with the Kaiser! What’s this? The telegram 
the Czar of Russia sent to the Emperor of Germany— 
“Dear Bill, isn’t it awful to be one day seated on your 
throne, and the next day thrown on your seat?’”’ So 
they think to banish the Kaiser by sending him to 
Ireland and freeing Ireland. Good! 

Then I go to bed, have a good night’s rest, and pro- 
ceed to the store in good spirits. I don’t notice the 
dirt. My eyes are seeking a higher object; they areon 
a level with my head. 


Here Comes That Boiler Again 

In comes Bill Jones with his old $1.50 wash boiler; 
says it leaks. ““Too bad,” I say, patting him on the 
back. “Too bad; of course you can have your money 
back; we didn’t make but $1.12 on that boiler, 
anyway.” But, I suggest, the manufacturer had an 
object in making that little hole in the boiler. You 
know, I say, when things boil over they mess up the 
stove and the floor; but with this boiler the hole is 
just large enough to let enough water out to keep the 
water from boiling over. Bill Jones is delighted. He 
will keep the boiler. Then he sees on the top shelf 
a nice, shiny copper boiler. 

‘‘What is the price of that one?’ he asks. I tell 
him that it is only $9. ‘‘Well, I’ll take that,” he says. 
I take it down from the shelf and Bill Jones looks at 
its shiny surface on one side and sees a big man, and 
I look on the other side, and see a big man. 


Supper Is Ready, James 
‘Take it on home with you,” I say; “I'll charge it. 
Pay me when you get ready. If you charge it, I'll 
know you are coming back; but if you pay cash, I 
may never see you again.” 
So he puts the boilers in the seat of his buggy, all 
full of good feeling, and drives on home to his wife. 
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She sees the glint of something bright against the 
stove, and looks out the window, and you know she 
can see the brightness of that copper boiler half a mile 
away, and she straightens up her hair, and brushes 
down her apron; and when her husband comes in he 
kisses her—something he had forgotten to do for ten 
years. Then everyone is happy, and she goes about 
her work singing. That afternoon she puts on her 
best dress, and goes to the Ladies’ Sewing Circle, and 
talks love, humanity, philosophy, and no one forgets 
to go home at five o'clock and get the suppers ready, 
and all the husbands come home, and everyone is 
happy. | 

Then there is efficiency. That is another word that 
has two eyes in the middle. But there is something 
else that is even more important than efficiency, 
ambition, optimism and enthusiasm. It is the thing 
that made America great to the world—service to 
others. 

We can bring happiness into our homes, our State 
and our communities just according to how hard we 
work to put it there. We are advertising all the time; 
so let us advertise for the best and work for the best. 
There is no royal road to happiness—no road except 
the one paved with enthusiasm, optimism, efficiency, 
ambition and service. And the greatest of these is 
service. Live for your fellow men and they will 
live for you. . 

(Extracts taken from a memorable address made by Mr. 
Johnson before the Minneapolis convention.) 





ITALY ALSO HAS A STANDARD BOOT 
(Concluded from page 55) 
the manufacture of infants’ shoes for Government 
account. 

“An examination of the prices asked discloses the 
fact that the profit to the retail shoe merchant has 
been limited to approximately 10 per cent. This is 
considered by the Italian Ministry of Industry, Com- 
merce and Labor sufficient. In a recent circular 
attention was called to the fact that many private 
firms throughout Italy are offering shoes for sale with 
no larger margin of profit, and that abroad, especially 
in France, where provisions very similar to those of 
Italy have been adopted, the merchant’s profit is less 
than 10 per cent.”’ 


Interior View of Hector’s Shoe Store in Copenhagen, Denmark 
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Vermont Convention High Lights 


United States District Attorney Bullard Says Not a Single Case of 
Profiteering by Retail Shoe Merchants in Green Mountain State 
---First New England State to Conduct Shoe Style Exhibit 


HE Wednesday afternoon, April 14, session of the 
Fifth Annual Vermont Shoe Retailers’ Association 
Convention was a most interesting one. President 
Boynton gave an address of welcome, in which he said in part: 
‘**As I look upon this assembly, I wonder if we realize how 
important our profession is. I say profession, for the retailing 
of shoes is that today. We are entrusted with and are re- 
sponsible for the health and proper development of the grow- 
ing foot. We are also responsible for the proper advice as to 
the shoe for the adult foot. 
“The object of this association is promotion and the larger 
development of the retailing of shoes. 
To accomplish this, we must strengthen 
our organization by co-operation, ex- 


“IT would like to see every member of our association who 
is not affiliated with the National do so at this convention. 


Read a Trade Paper 


“Again, as I said last year, every member should take 
a trade paper. It is as important as a farmer taking his 
paper or a surgeon his journal, etc. The expense of attend- 
ing any convention, association dues, and subscription to 
trade papers should be reckoned in your overhead. If you 
have one clerk and he reads your shoe journal, you will be 
more than repaid if he is worth anything. 

“TI am proud to have been the presi- 
dent of this association for the past year 
and a half, particularly after the show- 





ing we made at Boston in January. 





change of ideas and a greater and better 
service to the public. 


Do Not Criticise Competitors 


‘‘When you get a customer who has 
been in the habit of purchasing his shoes 
elsewhere, do not criticise the store from 
which he purchased, or his footwear, 
particularly as to fit. If fitted short, 
and you tell him or her so, it will lower 
that man or woman’s estimation of the 
shoe craft; they may think your knowl- 
edge is no better than the other fel- 
low’s. Just go toit and give them ‘fits’ 
—I mean a better fit, thereby better 
service. 

“In some cities, store service and 
profits are increased by an exchange 
bureau, particularly on rubbers, etc.— 
it means reducing stocks and increasing 
turnovers and, again, more profit. 








Benefits of State Association 


‘‘We today have a State Association 
to be proud of and are reaping benefits 
from organization and co-operation. 
The past year has shown a large in- 
crease in membership, due to the 
splendid efforts of our membership 
committee and efforts of individual members and helpful 
work, time and money spent by your officers. Another 
benefit to us all is the good fellowship and the vacation we 
get when attending meetings and conventions. The biggest 
and most successful retailers of the country belong to State 
and national associations, spend money and time for organi- 
zation work and see benefits from such work. 


Advocated National Membership 


“The national organization should be an inspiration for 
larger and better State organizations. I would like to see the 
man from Vermont who was not repaid for the time and 
money he spent attending the last N. S. R. A. Convention 
at Boston in January. The fact that our members affiliated 
with the N. S. R. A. while at this convention is a proof that 
they were benefited. 


rae 


We outnumbered New Hampshire, 
Rhode Island and other larger States 
and our members were faithful in at- 
tending the business meetings of the 
convention. 


Pas 





Attend Milwaukee Convention 


“I would suggest that if you are to 
take a vacation this year at any time, 
put it off until next January during 
dull season and attend the N. S. R. A. 
Convention at Milwaukee. You, who 
have never been in the Middle West 
will surely get an inspiration, as some 
of the biggest tanneries and other shoe 
and leather industries are located 
there. — 

“TI hope that it will be possible to 
have another shoe outing this coming 
Summer, and that every shoe store 
may be closed on that day, so that we 
may all invite our sales forces and 
bring our ladies. 
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BURT M. SHEPARD 


Member of Executive Committee, 
v. &. Rh. BR. 


Advocates Publicity Committee 


“T wish our association might have 
a Publicity Committee, the chairman 
of which would appoint a member on that committee 
in every town where a newspaper is published, their 
duties to be to see to it that every time an article appears 
in the daily press that reflects on the shoe retailer or articles 
which are not facts regarding the shoe industry as a whole 
are printed, that an article is published which will enlighten 
the public as to facts and true conditions and _ situations. 
We retailers should be intelligently posted at all times regard- 
ing our own line of business. The complaints and criticisms 
come from the purchasing public, and the retailer is the only 
one in the industry who meets the public face to face.” 


Message from President Orr 


A message from J. P. Orr, president of the National Shoe 
Retailers’ Association, was read. Mr. Orr stated in part as 
follows: 
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E. S. CRAM 


former Treasurer of 
oo Se A. 


**I wish that it were possible for me to be present and 
deliver a message in person. Not being able to do so 
at this time, however, I take this method of sending 
you greetings. 

‘It is a source of deepest congratulation that the re- 
tailers are awakening to the necessity of organization, 
and that they are actuated by the same spirit from 
Maine to California. Hardly a mail does not bring word 
of new organizations being formed, and old ones being 
strengthened. 





*‘It is needless for me to speak of the necessity 
of it, or of the manifold advantages. The retail 
craft is facing the greatest crisis in its history. 
We are being called upon to bear the brunt of the 
Government crusade against high prices of foot- 
wear, when, as a matter of fact, we are least re- 
sponsible. 











‘*At our last convention we outlined a plan calling 
for the appointment of a nation-wide Vigilance Com- 
mittee, undertaking to ferret out and eliminate the 
profiteers in our craft, if there be any. This proposition 
has been accepted, and the names of the committee 
have been submitted to Mr. Figg. As soon as the writer 
gets a letter confirming our appointments, the names 
will be released through the trade papers, and our cam- 
paign inaugurated. 


Organize for Mutual Protection 


‘‘In the meantime it is incumbent upon us to or- 
ganize in every community for mutual protection. If 
there is any persecution of individuals, the N. S. R. A. 
guarantees to stand behind that individual, if he is 
innocent, to the last of our resources and our man 
power. 





Cc. S. ANDREWS 
Barre, Vt. 


uth 
——— ee 
* 


T. J. HENDEE 


former Secretary of 
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**I am hoping that it will not be long before the ad- 
ministration becomes cognizant of the fact that we are 
honorable merchants, striving only to make a fair 
profit, aiming to keep prices down, and abandon this 
persecution. In the meantime it is incumbent upon us 
to exercise extreme vigilance, and present a united 
front against intolerant and unjust “‘fair price’? com- 
missioners. 

‘I think it well, too, in our community organiza- 
tions, especially, that we agree to get behind any man 
against whom charges have been preferred, if in our 
judgment that man is innocent. We don’t want to 
make capital out of anyone else’s misfortune, and it is 
much better for the community that the impression 
prevail that there are no profiteers, as the natural con- 
clusion would be that if one man is profiteering the 
balance are in the same boat. 

**I trust your meeting will be a record-breaking one, 
and that untold good may be accomplished.”’ 


GREEN HIDES AND SKINS 


By A. J. Canning, Manager of the Consolidated Render- 
ing Company, Burlington 


A. J. Canning, manager of the Consolidated Rendering 
Company, Burlington, gave an interesting talk on green 
hides and skins, known as “‘country hides.”’ 


WOMEN’S SHOE STYLES FROM A WOMAN’S VIEW- 
POINT 


By Helen M. Haney, Associate Editor of ‘“‘Boot and 
Shoe Recorder”’ 


The next speaker at the Wednesday afternoon session was 
Helen M. Haney, associate editor of the “‘Boot and Shoe Re- 
corder,”’ who took for her subject ‘““‘Women’s Shoe Styles 
from a Woman’s Viewpoint.” Miss Haney illustrated her 
talk with Fall models of the most approved types of women’s 
high and low shoes, as to color, length of vamp and height 
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of heel. She showed pictures of sketches made in a recent 
style survey, also submitted as curios a typically French low 
and high shoe and an Australian shoe, some colored drawings 
of French shoes and Italian shoes. 

Miss Haney said: in part: 

Some fifteen years ago women did not pay much atten- 
tion to the way they were shod, but with the advent of the 
short skirt women have realized that their shoes could either 
make or mar their costumes. 


Retail Merchant a Style Authority 


Women are often blamed for erratic and freakish styles in 
all departments of costumes, but it should be remembered 
that as a general thing they do not create these styles, they 
take what is presented to them. 

Women are obedient creatures in general and their ac- 
ceptance of some style is a matter often of patient endurance 
and not altogether of choice. They always ask, do they not, 
“Is this fashionable?” They ask the question. They want 
to be assured by authority. What better authority than the 
retail shoe merchant. 

When radical changes occur in fashions there is always a 
reason somewhere in the background. It may be only the 
desire to get away from monotony or a desire for change for 
its own sake. It may be a desire to get away from some dis- 
agreeable feature. It may be that the styles have swung too 
far in some one direction and a radical change is simply the 
swinging back of the pedulum. 


High Boots Should Have Pliable Tops 

One element at least in the present example before us is a 
change from the extra high cuts to the low cuts. There is 
among women a reaction against the personal discomfort of 
extra high boot tops. These tops have oftentimes been made 
too high. They have been stiff and uncomfortable and un- 
necessarily heavy. They have involved.extra lacing and much 
time and discomfort in lacing as well as extra cost in their 
making and in the buying of the extra long laces. There were 
too many eyelets and the American method of making tops 
scant required very long laces. The American shoe designer’s 
ideal woman is oftentimes not of a Venus-like makeup, but 
rather, literally, an attenuated, not to say scrawny, specimen. 

Women have endured the uncomfortable sensation of 
stuffiness in the needlessly heavy and high boot tops for 
several seasons—apparently because nobody asked their 
opinion. They talked about it to each other fast enough, but 
they neglected to tell the retail shoe merchant or shoe 
designer. 

But was it not the duty of the retail shoe merchant to 
have found out the practical objection of the women and to 
have counteracted it by passing the objection along to the 
shoe manufacturer and the pattern manufacturer asking 
them to reduce the very high boot tops and to make them 
more light and more flexible, also to cut down the number of 
eyelets? 

Women Interested in Practical Details 


Why not ask the women occasionally their opinions as to 
the practical qualities of the shoes they are buying. Ask for 
their criticisms. Ask for their personal experiences. Ask 
their personal preferences. Get at their views of the matter 
as your customers. 

It has been said and truly that women will stand almost 
anything for the sake of being in fashion, but vastly more 
women than may be supposed are really interested in practi- 
cal details. Take the matter of the over-eyeleted boot top 
with from forty to sixty eyelets in each boot. This might be a 
small matter to women who have maids who help them dress, 
but just how ‘many American women in a thousand keep a 
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personal maid? Apropos of lace shoes, it may be pertinent 
at this presidential election time to state that James Madison. 
one of our first Presidents, introduced lace shoes for women as 
a shoe of fashion. His wife was the famous Dolly Madison, 
noted beauty and society leader, who patronized the shoe 
industry in its early days, and who decided that lace shoes 
should be worn at the White House functions during her 
reign as the first lady of the land, so of course President 
Madison acquiesced. 

If extraordinarily high boot tops are to be fashionable— 
although the best makers are not showing over eight and a 
half to nine inches—there is no good reason why the tops 
should be made stiff and clumsy and a source of discomfort to 
the wearer. There is a possibility of women’s boot tops 
being made of very much lighter material than anything that 
has yet been used. There is need of solid material and firm- 
ness over the instep and around the ankle, and firm material 
should be used there, but the rest of the topping can be 
principally ornamental. 

Approved Height of Tops 

As I have stated, the most approved heights for women’s 
boots for Fall are eight and a half to nine inches. You will 
make no mistake if you stock with boots of those heights. 
However, there are some exceptions in the way of lower tops. 
When in Brooklyn last month I made a call at one of the big 
factories where women’s modish footwear was being manu- 
factured for Fall. Among the models was a six and a half 
inch boot top in a brogue pattern with heavy brass eyelets. 
The leather was a soft Norwegian medium tan grain. It 
carried a three and a half inch vamp and an English heel. It 
was designed for hiking purposes. Another shoe with a five 
and a half inch top, designated as the College Boot, is being 
shown by a Western house in a dark shade of Russia calf with a 
wing tip, perforated toe, vamp, quarter and foxing, ten-eight 
straight heel, brogue last. 


French Women Want American Lasts 
The French woman of fashion is today demanding Amer- 
ican lasts. It should not be forgotten that America is the 
style creator for the world in footwear. Just as Paris sets 
the fashion in women’s gowns, so the style centers of Amer- 
ica set the fashion in women’s footwear for the world. 


THE LEVER ACT EXPLAINED 


Talk by the Hon. V. A. Bullard, U. S. District Attor- 
ney, before Vermont Shoe Retailers’ Convention 


United States District Attorney, the Honorable V. A. 
Bullard, was the final speaker of the afternoon session. Mr. 
Bullard took for his subject ‘“‘The Lever Law.” He said in part: 

The Lever law was framed by Congressman Lever of North 
Carolina. The first law passed in 1917. The object of the 
law as I saw it at that time was more for the purpose of get- 
ting information in reference to business than to prosecuting 
anybody. Shoes were not mentioned in the original law 
Flour and food of all kinds were mentioned—the supply of 
these items was to be investigated—the consumption of these 
necessities. It is important that we know about these items, 
even when we are not at war, so that knowing the demand 
and the supply, we can understand you better. When you 
see those awful things in the paper about me, you will under- 
stand that I know these things are different, especially after 
we have had these investigations, so don’t believe more than 
a quarter what you read about me. 

When we came to the point where we wished to know 
about the shoe and clothing business, it was found that these 
things had been left out entirely from the original Lever law 
—consequently, we have the amendment of October, 1919, 
which included shoes and clothing. 
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Word ‘‘Profiteer’’ Does Not Appear 


I do not think that you can find the word “‘profiteer” in 
any of the war-time measures. Certainly, it does not appear 
in the Lever act. There are certain things prohibited by the 
Lever act and I am going to call these things to your atten- 
tion, because out of them has grown what is called by the 
public ‘‘profiteering.” 

‘Profiteering”’ is simply a popular term, used by the people, 
but just what profiteering is, you have got to look into the 
law and the terms of the law, for because as Ihave said 
“profiteering” is not used. 

This great law provides that it shall be unlawful to monopo- 
lize. Now, here is the punch of the law—if you get this in 
mind, you will never have any trouble—it is unlawful to 
monopolize, or attempt to monopolize, either locally, or 
generally, any necessaries of life; it is also unlawful to engage 
in discriminatory and unfair or in any deceptive, practices, or 
device; or to make any unjust, or any unreasonable rate in 
handling or dealing in any necessity or necessaries. 

That is all there is and all the Lever law contains. You 
have no right to make discriminatory rates—you have no 
right to engage in unfair practices. What those practices 
may be and whether or not they.amount to “profiteering” 
is left to the court to decide. A man to be a profiteer must be 
a dishonest man, a man who engages in these fraudulent 
practices, who gets his customer into the store and tells him 
things that are not true in regard to the merchandise which 
he is trying to sell—that man comes under the heading of a 
gouger, according to the name given him by the law. 


Vermont Business Men Honest 


Gentlemen, I think that I can truthfully say that, not a 
larger percentage, but a very large majority of the business 
men of the State of Vermont are honest men and conduct their 
business in an honest way. (Applause.) 

I want to assure you personally, gentlemen, that such men 
will never receive any trouble from me. I know the names of 
most of you and names mean a great deal to me, so that if a 
man comes into my office and complains of a man up here, 
and says, that man is “profiteering,”’ I will pause, because I 
have met that man, I have known that man, and I know 
that he is an honest man and does not attempt even to engage 
in fraudulent practices. I want you to remember, gentlemen, 
that never will I trouble any man who is carrying on an 
honest, straightforward trade. 

When a man is engaging in fraudulent practices, when he is 
defrauding his customer, when he is telling things that are not 
true in regard to his merchandise, then that man is liable 
and you do not have to resort to any new statute for it. 


Federal Reserve System 


One of the greatest banking systems in the world has been 
our Federal Reserve Bank. We couldn’t get along without it. 
If it had not been for the Federal Reserve Bank, we would 
have been floundering during the war—there is no question 
about it. But we cannot have a condition continue such as 
we had in war times, with the Reserve Bank taking care of 
us. The time is coming when that bank cannot supply the 
money at the rate we are traveling. The Federal Reserve 
Bank is today one of the great causes of inflation. It cannot 
be otherwise—that is one of the things that has occasioned 
the great increase of currency up to 71 per cent. 

The banks which had their notes discounted at the 
Federal Reserve Banks had them discounted at a rate less 
than you have been paying—this also increases inflation. 
The Government said recently that it has come to the con- 
clusion that it has paid out all the money it should pay 
out. Consequently, about six months ago, it increased 
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the rate of discount—so that local banks are not inclined now 
to put out so much of their money with the Federal Reserve 
Bank. While this action on the part of the Federal Reserve 
Banks has not as yet got back into the trade, there will not 
be such a very long time until another increase in the dis- 
count will be made, and a reduction in what notes they will 
accept—when the discount gets so high that the local banks 
prefer to handle the notes themselves than to pass them along 
to the Reserve Bank, you see what has got to come almost 
immediately—prices must come down, and when they break 
confidence is lost and we go to smash. 

The time is coming when the notes which you put into the 
bank will not be passed through by our local banks to the 
Federal Reserve Banks, because the discount will be so high 
that they cannot afford to do so; and we will then have to 
depend upon our local banks, deflation will set in and prices 
go down—and if they go down with too much of a smash, 
we will all go to ruin. 


Fair Price Commission 


_ Ihave had great trouble in getting a Fair Price Commission 
appointed in Vermont. I have been asked by the Govern- 
ment on several occasions to arrange in some way to get a 
Fair Price Commission for Vermont and I have at last got 
a splendid man to head the commission—Orlo E. Luce—well 
known throughout Vermont, and absolutely honest. He has 
asked me if I would not arrange with your association today 
to have you appoint a man to go on his commission. 

As a result of the election, G. N. Tilden of Barre, the new 
president of the association, was elected to the Fair Price 
Commission for the State, to serve with Mr. Luce. 


Mr. Bullard further stated before leaving—in reference to 
a discussion which had arisen in regard to adverse publicity 
which had appeared in the papers: ‘‘Not an arrest of any 
kind has been made by the United States for any profiteering 
in Vermont—investigation has been made for the purpose of 
getting at facts, but absolutely no prosecution—and, gentle- 
men, there will not be any until I am satisfied that there has 
been a violation of the law. I will further state that we have 
examined the books of the merchants in Burlington—in all 
cases we have received the most courteous treatment, and 
in all the other investigations we have made, we have been 
treated in the most gentlemanly way, and have been given 
such information as we desired.” 

Mr. Bullard’s talk closed the afternoon’s session. 


Banguet and Entertainment 


The evening was devoted to a banquet and an entertain- 
ment which was most enjoyable. A song rendered by an 
artist from one of the local theaters contained many local 
hits on Messrs. Hendee, J. Arnie Wood, W. W. Jones, John 
Foss, Burt M. Shepard, G. N. Tilden and Clarence Brown. 
B. M. Shepard acted as assistant song leader to F. M. Bell, 
bass soloist. The singing was remarkably good. 

James P. Taylor, secretary of the Burlington Chamber of 
Commerce, presided well as toastmaster. Talks on business 
conditions were given by George J. Lovely of the Dalton 
Company, Brockton; J. Ralph Baker of the J. Ralph Baker 
Shoe Company, Bridgewater, Mass.; and Chris Briel of the 
Boyden Shoe Manufacturing Company, Newark. 

The address of G. T. Durbin, representing the Scholl 
Manufacturing Company, on “Fitting of Shoes and Shoe 
Complaints,” was well prepared and was exceedingly well 
received. The party did not break up until the early morning 
hours of Thursday. All were unanimous in the opinion that 
the Fifth Annual Convention of the Vermont Shoe Retailers’ 
Association was the most instructive and most inspiring 
event in the association’s history. 
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Sam Curtis “Nurses” His Feet 


How a Farmer and a Shoe Merchant Both Found Added Prosperity 
in the Wake of a Bunion 


By E. C. LOGAN 
Western Editor “‘Boot and Shoe Recorder’’ 


HE degree of prosperity of any community is 

governed by the degree of efficiency of the 

individuals composing that community. Each 
person who is incapacitated from performing the 
duties rightly devolving upon him becomes a burden 
upon the community to the extent of his incapacity. 
Somebody else must perform extra labor, both 
physical and mental, in order to provide the necessi- 
ties and luxuries enjoyed 


shoe merchant with whom he traded. And Mrs. 


Curtis did likewise. 


Here Come the Bunions Again 


The Curtises were what would ordinarily be called 
“frugal” people. They had a good farm and a good 
house, and they had two daughters of whom they were 
justly proud and whom they were educating and— 

but they both had bun- 
ions. 





by the one who is not 
able to provide for him- 
self. 

Every merchant, 
either directly or in- 
directly, bears his 
share of this burden. 


* * * * 


Sam Curtis was a 
farmer living in a hill 
country. Nothing es- 
pecially novel about 
that because there are 
thousands of farmers 
living in hill countries. 

Mr. Curtis had bun- 
ions—fearfully sore, in- 
flamed, aching bunions. 
There is nothing novel 





One Saturday the Cur- 
tises went to town to 
do their weekly shop- 
ping. One of Mr. Cur- 
tis’s principal errands 
was to buy a pair of 
dress shoes for himself. 
It had been his custom to 
buy cheap shoes, not be- 
cause he could not afford 
to buy better ones, but 
because he thought he 
couldn’t and _ because 
cheap shoes would 
“stretch out of shape” 
more readily and so be- 
come somewhat the shape 
of his feet. 





He Knew How to Sell 





about that, either, be- 
cause there are thou- 
sands of men who have sore, aching bunions. 


““Me, Too,” Says Mrs. Curtis 


Mrs. Curtis also “enjoyed” bunions that were 
equally as painful and as irritating as those possessed 
by her husband. (In fact, it was quite evident that 
she enjoyed them because she never stopped talking 
about them.) 

There is nothing particularly strange or novel 
about that, either, because thousands upon thousands 
of women on farms, in villages and in cities have 
bunions—and they all talk about them, fluently and 
with an air of supreme authority. 

But Sam Curtis was philosopher as well as farmer. 

He increased his efficiency. He produced more and 
added to his prosperity and to the prosperity of the 


On this particular Sat- 
urday the shoe" merchant, by much persuasion, in- 
duced Mr. Curtis, over the protests of the frugal 
wife, to buy a pair of Vici Kid “Bunion Shoes.” 

These shoes, of course, were extra wide at the 
ball, with ample toe room and extra narrow in the in- 
step and heel. So they fitted snugly in the back part, 
protected the foot from slipping forward and held the 
heel from working up and down. 

Sunday he donned the new shoes, went to church, 
and for the first time in years, heard the choir and 
the preacher instead of listening to his feet. 

The next day he went visiting and again wore his 
new “Bunion Shoes.” They were two days of solid, 
uninterrupted joy and pleasure. 

The next day he put on his old “Grain Creoles’ 
and went out to plow. The sun was hot and the 
ground was stony. He would plow a while and then 
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lie down under a shade tree, take off his shoes and 
nurse his feet for a while. The old Creoles were loose 
at the heel and instep, and every step he took jammed 
his feet farther up into the toes and added just so 
much to the torture. 

Each time that he stopped to rest and nurse his 
feet, he became more dissatisfied with his lot and less 
inclined to work. He was approaching the point 
which all despondent men reach when they say, 
“What's the use?” 

Then he thought of his new Sunday shoes. He 
recalled the ease, comfort and ‘foot joy”’ of the past 
two days. 


Sam as a Mathematician 


He made a mental calculation of the time he had 
lost that day by being incapacitated through aching 
feet; how much time he had lost day after day during 
the year from the came cause. 

He made a mental estimate of what that time 
would have been worth had he been working instead of 
nursing his aching feet. He calculated the extra 
wealth he might have produced. 

Then he reduced his calculations to terms of shoes. 
He didn’t give himself credit for the hours of suffering 
he had endured, the hours of sleep he had lost or the 
sermons he had missed. He didn’t charge himself 
with the cross or angry words he had given his wife 
and children, the jerks and blows he had given his 
horses, although all this might have entered into the 
calculation. He, being a frugal man, thought only 
in terms of dollars and cents—the debit and credit 
side of the ledger. 


Mrs. Sam Curtis Butts In 


But—he went to the house, took off the old Grain 
Creoles and put on his Sunday shoes. 

Of course Mrs. Curtis protested, was horrified at 
his extravagance and even questioned whether he 
had not gone plumb crazy, but Sam knew where he 
was at. He had figured it all out. 

By Friday night he had demonstrated that he was 
right. The next Saturday the shoe merchant was 
dumbfounded when Mr. Curtis came in and asked 
for another pair of Bunion Shoes just like the pair he 
bought the week before. As he was being fitted he told 
the story. 


A Lesson in Manufacturing Costs 


The difference in price between the Grain Creoles 
which he had been wearing for every day and the 
Bunion Shoes was $2.25. 

The time he lost each week resting his feet was 
easily worth double that amount—so he could buy a 
new pair of shoes every week and still be money ahead, 
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but, of course, he didn’t buy a pair every week or 
every month. In fact he spent no more than in former 
years when he bought cheap shoes. 

But he earned more money. Instead of wasting his 
time resting his feet, he employed the time running 
more furrows and doing other productive work on the 
farm. Instead of his mind being centered on his aches 
and pains, it was busy planning his business and his 
pleasures. He had increased production and decreased 
his overhead. (Or should we say—underfoot?) By 
increasing his own efficiency he had added to his own 
prosperity and to the prosperity of the shoe merchant. 


Mrs. Curtis Does Likewise 


But that was not all. Mrs. Curtis needed a new 
pair of shoes. Like her husband, she had been buying 
cheap shoes that would stretch to fit her feet. 

This time she was fitted with a pair of bunion last 
shoes—soft, velvety kid on a combination last. The 
price was, of course, higher than she was accustomed 
to pay, but price had ceased to be the chief matter of 
consideration. Comfort and efficiency had begun to 
be factors in the calculation. 


And Her Bunions Disappear 


The shoes were right—the inflammation disap- 
peared from her feet, the excruciating pain was re- 
lieved and Mrs. Curtis was better able to attend to 
her household duties. 

The shoe problems of the Curtis family were 
solved. There was no question where the next pair 
was to be bought or what kind they were to be. 
They became lifelong customers of that store. 

There are many ailments that impair the efficiency 
of men and women besides foot troubles, but a very 
large percentage of both men and women do have foot 
troubles that impair their health, their mental con- 
dition and their earning capacity. 


Now for the Moral 


Take a look at the feet of the people who walk up 
the street ahead of you—especially the women. 
Notice the “wobbly” ankles, the rundown heels and 
the flat arches. Not one of these people is 100 per 
cent efficient. Somebody is paying the difference. 

Just to the extent that each can be made more 
efficient and his earning power increased, to that ex- 
tent he becomes a better and more beneficial memher 
of society and more profitable to the merchants of 
the community. 

There is a foot appliance, a shoe or a method that 
will improve every case of foot disorder. There is 
compensation, both directly and indirectly, for the 
merchant and the store which render the proper 
service. 
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How to Increase Your Turnover 


Merchants at Pennsylvania Convention Hear an Able Exposition 
of This Subject 


By C. D. BROWNELL 


ao 


HIS is, as a large percentage of merchants fully 
realize, one of the most important points to be 


considered in merchandising. In the first . 


place, to carry out stock turnover ideas, one must first 
have good records and use them. Many have records 
but never examine them. 

What is turnover? To 
my mind. turnover is the 
number of times you ac- 
tually turn your average 
monthly inventory by the 
cost of your sales, not 
gross sales. So many, 
many merchants say, if 
they do an annual volume 
of $50,000 and have at in- 
ventory period a stock of 
merchandise of $20,000, 
that they have turned 
their stock two and a half 
times. Is that correct? 
Absolutely not! For on 
that basis they would 
only have a turnover of 
1.6 times. 


Sales Cost—Not Gross 
Sales 


Someone may ask, 
‘‘How do you make that 
out?” I will illustrate. 
Take the $50,000, the 
amount of your gross 
sales, and from it deduct 
the amount of your 
profit on your sales which probably would aver- 
age close to thirty-three and a third per cent, and 
you will have approximately $33,000. Conse- 
quently, one has actually sold only $33,000 worth 
of merchandise at cost price. 

Therefore, to determine your real turnover, simply 
diyide the amount of your sales at cost price by your 
$20,000 inventory and you will have practically 1.6 
times turnover. There may be other ways of deter- 
mining this, but. the above way seems simplest to me. 


Turnover in Pairs 


Shoe prices, we earnestly hope, have reached the 
highest peak. The day of reckoning is bound to come. 


Hector’s—One of the Big Retail Establishments in 
Copenhagen, Denmark 


When or how soon, I do not know. So in order to have 

full control of one’s stock, it is very profitable to 
consider the turnover in pairs as well as in dollars. 

A man whose stock will never exceed in number of 

pairs more than a three or four months’ sale condition 

will warrant, is bound to 

turn his stock three or 

four times per annum, 

and that being a fact, it 

will give him a _ higher 

rate of turnover in dol- 

lars. It will also help to 

keep his house in apple- 

pie order, when the rapid 

downward trend of prices 

comes. There is no 

better barometer for busi- 

ness than a pair analysis. 


Fewer Styles—More 
Sizes 


One of the all-impor- 
tant factors to have con- 
stantly in the buyer's 
mind is plenty of sizes 
on as few styles as pos- 
sible to meet the de- 


mand of the largest 


number of people. Pick 
the right ones and buy 
often. Then again, when 
buying, have a complete 
list of sizes and widths 
of all shoes in your 
stock that will fit in 
rather closely with the shoe under considera- 
tion; then ease up on buying those sizes that you 
already have on hand. That will help a bit in not 
over-buying, for over-buying is disastrous ‘to turn- 
over. 

Stock turnover versus new styles is another thing 
to consider. I will illustrate by using a ladies’ de- 
partment. Suppose you are carrying forty-five styles 
of ladies’ boots and are planning on putting in five 
new styles. What should you do? Dispose of five of 
the styles then on hand so that when the five new 
styles arrive you will have but the forty-five styles 
regularly carried. Too many styles always kill the 
turnover. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


PEDIGO-WEBER SHOE CO. 
Fine Shoes for Women—*‘Pedigo Style”’ 


PETERS SHOE CO. 
Peters “‘Diamond Brand” Shoes 
Diamond Special, Classic, Jewel, Weath- 
erbird. 


BROWN SHOE Co. 
_— oN White House and Buster Brown 


oes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess and Blue Jay 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Shoes. 


JAMES CLARK LEATHER CO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
fe Se Distributors of Mudge Old 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 


Fine Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 


the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
sana, Super-Tred and Billiken 
oes. 


ROBERTS, JOHNSON & RAND SHOE CO. 
apenas, Society and “Tess and Ted’’ 
oes. 


SAMUELS SHOE Co. 
Young Women’s, Girls’, 
Infants’ Specialty Shoes. 


TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 

WIZARD LIGHTFOOT APPLIANCE CO. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Boys’ and 
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MONG the trademarks which have given St. Louis 
an enviable and world-wide reputation as a Shoe 
Manufacturing center, none has added a brighter 

lustre nor stands for a more popular line of Shoes than 


Lane. 


A high grade specialty line, catering to men of dis- 
criminating taste and good judgment of Shoe values, 
the LUNDIN Shoe took a commanding position at the 
start and has steadily increased its prestige by un- 
falteringly upholding the standard of LUNDIN Quality 
regardless of variations in the prices of Leather and 
Labor. 
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ol Worlds Shoe Market: 
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Delia Footwear 
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STAMPED ON THE SOLE OF EVERY 


GENUINE Billiken. SHOE. 
A 
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HE Shoe buying public has learned that LUNDIN 
Quality is not .variable—that it can be abso- 
lutely depended upon at all times and under all 
conditions. And the good taste of the men who wear 
LUNDIN Shoes has stamped them with an approval 
that counts. 











These high grade Men’s Dress Welts embody dis- 
tinctive Style—they are made after our own designs— 
and are unusually Comfortable and Durable. They are 
finished with extra care, made from carefully selected 
Materials and their reasonable Price always attracts 
favorable comment. 


The LUNDIN Shoe is right all through 


LUND-MAULDIN Co, 


MANUFACTURERS 












SAINT LOUIS 
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ST. LOUIS 


THE WORLD'S SHOE MARKET 





The A. S. Kreider Co. 


Manufacturers of 


Best Shoes for Boys, Girls and 
The Babies 


Palmyra, Pa. 


Annville, Pa. Lebanon, Pa 
. 


Elizabethtown, Pa. Ply s ‘ 
ot be Bs CE, Li Middletown, Pa. 
ial 


IN STOCK DEPARTMENT 
Saint Louis, U. S. A. 
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The ‘‘Biltmore’’ 


A “‘Baby Louis’’ Strap Pump that 
is decidedly new— 


No. 1750. The Biltmore Pattern of select 
kid in the new Chestnut Brown shade. 
Brooklyn made turn with the daintiest 
of Baby Louis Covered Heels. Cross 
strap with pearl buttons. 


In Stock AAA to C 
Price $11.50 


No. 1752. White Washable F.B. & C. Kid 
—in same pattern. 


In Stock AAA to C 
Price $11.50 


Leo Gordon Shoe Co., Inc. 


ST. LOUIS, MO. 
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cin Wik = 
Buliker. 


ILLIKEN is the ‘Ace’ of the 
B myriad lines of children’s shoes; 

Billikens have broken all sales 
records in these lines. 


Retailers from coast to coast also are 
establishing new sales records with Bil- 
likens. 


Billikens exemplify the latest imagina- 
tive touch of genius for the comfort and 
proper growth of the Kiddies’ feet. 


If you havent the 

Billiken franchise 

write for our booklet 
and proposition 


M‘Elroy-Sloan Shoe Company 


ST.LOUIS 
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B1723—Patent Vam 
18-8 Full Louis Heel. A. 


B1721—All Brown Ooze. AA to C 


B1722—All Black Kid. AA toC.........cscccecccece $8.00 
B1615—All Patent Leather. AA toC................ $7.50 


G. E. LIPPMAN SHOE CO. |) 


1627 Washington Ave., 7th Floor St. Louis, Mo. 














ap 














All Popular Colors—Mercerized and Silk 


RIBBON TIES 


BLACK — BROWN — WHITE 





LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., St. Louis, Mo. 
THE HOUSE OF SERVICE TO YOU 























FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 


your message. 


Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 


pamphlets, etc. 
Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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“Decidedly Thompson’ 
CARRIED IN STOCK 


No. S-601 


CODEWORD 
“NAVAL” 
DARK CHERRY RUSSIA CALF BAL’ 
“CLASSIC” LAST, SINGLE SOLE. RUB- 
BER HEEL. 
WIDTHS, AA TO D 
SIZES, AA 811, A 7-11, B 6-11 
C 511, D 5-11 
PRICE $10,25 
PER PAIR 


























Other “Decidedly Thompson” Men’s Numbers 
are Carried In Stock. A Cordovan Bal “Classic” 
Last, Tan Calf Bal “Classic and Statler Lasts.” 
Send for Stock Style Folder of all numbers. 








@ __'THOMPSON BROS..SHOE fo 


MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK CHICAGO 
930 Marbridge Building 207 Essex Street 35 South Dearborn St. 
Address all communications to Brockton (Campello), Mass. 
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Richard Young’s Color B_ (Beaver) 
Buck, 8% inch Ladies’ Dress Boot, 
Patent Leather Front Stay, 244 inch 
Wood Covered Louis Heel, Goodyear 
Welt, Imitation Turn Sole. 
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Give them 
more style and— 


See your business grow 


This Fall your customers are going to demand more dashing style than ever, so give 
them what they want and see your business grow. We have a real merchandising 
and advertising proposition for you dealers who want to link up with a line that is 
making customers every day. The Emmo Shoe for stylish women. 


Here we picture one of the many patterns America’s most successful merchants are 
buying. Learn more about us. Drop us a line. One of our salesmen will call and 
give you the facts. Do this before placing your Fall and Winter orders. 


THE MANSS-OWENS CO., Cincinnati, Ohio, U.S.A. 


New York Office Chicago Office and Salesroom 
703 Marbridge Bld¢g., 1431 Republic Bld¢., 
W. L. Costello, Mgr. Fred C. Earl, Mégr. 
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uNULe Imnersole 


OTHING but the sheer merit of the product itself accounts for the 
fact that one out of every twenty-five shoes made today contains 
a Korxole innersole. This shows how firmly Korxole innersoles are estab- 


lished. 


There are certain buyers who will have no other innersoles placed in 
some lines of their footwear. They know exactly what to expect from 
Korxole shoes—with their smooth, flexible, long-wearing cork innersoles. 


Place Korxole innersoles in some of your Fall lines. 
Write us for a list of manufacturers making Korxole shoes. 


Armstrong Cork Company, 132 Twenty-third Street, Pittsburgh, Pa. 


Branches in the Principal Cities 


Distributors in New England for Korxole and Allied Products 
Armstrong Cork Products Company, 207 Essex Street, Boston, Mass. 














“THE FLEXIBLE CORK INNERSOLE THAT’S BUILT INTO THE SHOE” 
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OLDE TYME COMFORT 
SHOES IN STOCK 








PELLET Sa IE 





ALWAYS AN EVENT IN THE SHOE 
WORLD—THE APPEARANCE OF A 
NEW CATALOGUE OF YE OLDE TYME 
COMFORT SHOES, BECAUSE. IT IS 
RECOGNIZED AS AUTHORITATIVE, 
JUST AS YE OLDE TYME COMFORT 
SHOES ARE NATIONALLY KNOWN, 
THE STANDARD COMFORT SHOE OF 
THE WHOLE COUNTRY. THE NEW 
BOOK FOR SPRING AND SUMMER IS For Your Toes’ Woes 
DONE, READY. WRITE IF IT DOES NOT 
ARRIVE PROMPTLY. 


DON’T 
OVERLOOK 
THE 
NEW LASTS 


Notify Us, and a Salesman Will Show 
You the Full Line 


LUNN & SWEET CO. 





























AUBURN, MAINE 
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TRADE MARK 


IN ~ } OCK Patent Leather Mary Jane, 
Plain, Turn. 


Fairy 309C&D11%to2 $3.25 
THESE DESIRABLE faisiwcsbses | 
aut Patent Leather nomen NUMBERS FOR” "” ™ 
TE Tk ee yee 
Fairy 7D 1105 2.40 DELIVERY 


GRIEB SHOE MFG. COMPANY 


* 531 Market Street 
PHILADELPHIA, PA. 


























: NEW YORK SALESROOM Sea Island Mary Jane, Plain. 
BOSTON SALESROOM te. 1012 Marbridge Building, Fairy333D 11%to2 $2.50 
183 Essex Street, Vineland, N. J. Broadway and 34th Street. Fairy 233 D 84%toll 2.00 


Room 409. Palmyra, Pa. Fairy 133D 3to8 1.55 
Phone Greeley 3966 Fairy 33D lto5 1.30 




















. Theo Tie! 
Certainly! 
Wemakit! 


Wire Your Order—At Once Delivery! 


605—Black Ooze Calf . ..°. .. . « $10.00 
606—Brown Ooze Calf. . . ... . . 10.00 
604—Chrome Patent Leather .... . 7.50 
506—Black Glaze Kid. . ...... 8.00 


Widths AA to C—High Grade— Turn Soles 
Full Louis Heels 


Atlantic Shoe & Slipper Corp. 


133 Essex Street Boston, Mass. 
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You Know How mato 
a ae coe $2.25 
Hard It Is Ne. 1649. Misses’. 1134-2, 122. 
NE aS dio bb k & bbe G wae ae 
to Get Good No, 1650. Children's. 824-11, 9-1 
“Mi ARY J ANES” Eh 5s be 4 deddcetieg oe $1.8 


oe A and Misses’ zines 
pairs to the case, Growing Girls’, 
But Look at These ; 36 pairs to the case. 


OTe ett Ts 


SUUUUaNUNUConaneenuNN Co nnnenusuNNNNcouenuaaonNnN cat 


TOLL 


Fiemme mmm msm mmm mnt = i 


Get the Habit of Coming 
to Us For Shoes You Must 
Have At Once—At a Price 


Remember--this is “The House That 


Undersells.”” That’s our slogan and we 
live up to it. We sell in case lots only. 


Samuel Cohen | 
72 Lincoln Street Boston, Mass. 


re 
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The Season’s Most 
No. 1600. Wos.Sea Island 2 eyelet 


Te, tum. Full Lous Heel, B,C Popular Style in 
wide, 214-614, 314-614, 3-7. White Sea 


No. 1599. Same with 13-8 Cuban 
Heel, B, C&D wide, 214616 34. Island 
Ces Baw 2 Pigysis gente aie A Real Investment at 


Our Prices 


SUNOCO 
TTT eM ene MUU e 1 
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GROVER cp \ GROVE R> 
¢ SOFTQHOES § = Hady Constance § 


(| SRTENDER rect £OMrort sue 7 
Soft Shoes fer Tender Feet 


TWO OXFORDS 
IN BLACK KID 
pe ng 


No. 7821 


No. 6954 1316 
Kid Oxford on No. 68 Last, Medium A T yooh Posi ie Kid i Blacher Oxfordfon fo Box 
Toe, Kid Tip, 14-inch Heel, Flexible 4 aon <7 1 ‘<-inch Heel. 


_ Price $7.35 Deliv ) Price $8.00 
In Stock, AA to E In Stock, AA to E 


J. J. GROVER’S SONS CO. 


LYNN, MASSACHUSETTS 


Boston New York 











S333 35:59. 9355; 
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ee «=, a ee ee ee 91.85 
3016—White Washable Kid 85 
3001—Brown Cabretta 
3003—Patent Leather, WhitejCabretta Top 
3005—White Cabretta 
3007—Patent soathet, ap Cabretta Top 
3009—Brown Kid, W abretta Top 1.35 
3011—Red tn ggg Se ree 1.35 
3101—Patent Leather Mary pm. A 
3103—White Canvas Mary Jane... 
3015—Brown Vici Kid. . 
3017—Patent White Wash Kid.. 
3002—Black Kid 
3004—Patent Leather, Mat Top. } 
3006—Patent Leather, — 1. 
3008—Patent Leather, C Cab. Top.. 1.35 
3010—Brown Kid, Champ. “~~ Top 1.35 
3012— White Canvas 


All the above numbers, sizes 1-4. 


Henry Kleine & Co. 


208-214 W. Lake St. : : Chicago 
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The above shows a pair of our strictly all solid leather 
shoes in Men’s Welts with Goodyear ‘‘Wingfoot’’ 
rubber heels. 


We are using real leather and we’re not afraid to ask 
a price for that sort of merchandise. 


“or Z REILL, MASS. 


Makers of Shoes That Everbody Can Afford to Buy 
Boston Office and Sample Room ‘143 Lincoln Street 









































A NEW DESIGN IN 


Showing one of our new cut-steel effects— 
made in both bronze and steel, that can 
be retailed at $5.00 a pair. 


The ‘‘Dalco”’ Device creates greater Buckle 
Sales! 


The “Dalco” Device has proved to be the 
most practical way of attaching buckles to 


Buckles 


women’s shoes. No metal or other material 
comes in contact with the foot. 


It is no longer necessary for a woman to 
wear one set of buckles continuously—The 
“Dalco’’ Device solves the problem. 


You cannot afford to be without these 
late Dalco Buckles, one of which is illus- 
trated above. 


Dalrymple-Pulsifer Company 


SOLE MANUFACTURERS 


HAVERHILL 




















- MASS. 
































April .24, 1920 BOOT AND SHOE RECORDER 


Must hright 


mene SHOE 
































Principles of | In all outward 


the utmost ad . respects like 





importance Feil the best 





involved } and most stylish 


in construction . shoes 











“Wright” Arch Preserver Shoes 


**The Shoe with an Anchored Arch’”’ 


The ‘‘Arch Preserver’’ Shoe fits men’s feet in ways and That wonderful ‘‘feel’’ is the result of the best ideas of the 
in places that they have never before been fitted. They do foremost Orthopedic Surgeons of the world. 
not “‘prop”’ the feet, but they do provide the feet with a firm Sampling and selling tells the story better than any words. 
treadbase, of real bridge construction, which relieves the We are supplying the trade with five ‘“‘Wright’’ Arch Pre- 
feet from the stretching, straining, rending action of which so server shoe styles. No. 156—Cocoa Brown Calf Bal. 
many feet complain. Sizes, AAA, 71% to 12; AA, 7 to 12; A, 6 to 12; B, 
Never before in the history of shoe making has 5% to 12; C, D, E, 5 to 12. Price $11.50. 
there been a shoe that gave a man such a sense of 4 N No. 137—Gun Metal Calf Bal, Mat Calf tip, 





absolute, all-over fit and supreme comfort the in- AAA, 7% to 12; AA, 7 to 12; A, 6to 12; B, 54%to 
stant the foot slides into it. 12; C, D, E, 5 to 12. Price $11.50. 

The ‘“‘Anchored Arch’’—the real bridge construc- No. 139—Black Glazed Kid Bal, Kangaroo Top, 
tion—built into the shank of the ‘“‘Wright ’ ‘‘Arch 13 iron edge, AAA, 7% to 12; AA, 7 to 12; A, 6 to 
Preserver’’ Shoe gives the heavy man his first real 12; B,5144 to 12; C, D, E, 5 to 12. Price $11.50. 
a of finding comfort for his feet. No. 145—Black Glazed Kid Blu, - Kangaroo 

his shoe is the original and only “stand-up” Tip. Sizes AAA, 7% to 12; AA, 7 to 12; A, 6 to 
shoe. Its graceful and sturdy lines are maintained 12; B, 5 to 12; C, D, EB, 5 to 12; EE, 6 to 12. 
as long as the shoe is worn. The special Trussed and Price $11.50. 
Anchored arch does the trick. No. 150—A narrow last, No. 4, Russia Calf, oxford. 

No other shoe is built like this. No other last ever used pos- Sizes, AA, 7 to 12; A, 614 to 12; B,§5 4 to 12; C, D, 5 to 12. 
sessed any of the special features of the ‘Arch Preserver”’ last. Price $10.50. 











Send for Spring and Summer Stock Shoe Style Book 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


BOSTON NEW YORK * PHILADELPHIA CHICAGO DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Republic Building WashingtonjArcade Pacific Building 


Send All Orders to the Factory 
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ADMIRATION! ! ! 


In every country where modish footwear is a 
style essential—there you will find women who 
would greatly admire 


“HOLTERSHOES” 


This is particularly true of America and is dem- 
onstrated by the wonderful growth in the de- 
mand for our product— 


Style, Fit, Service— 
Welts—Turns—McKays 


The Holters Company 


Cincinnati 


Branch Offices: 


New York Chicago 
Marbridge Bldg. Room 304, Lees Bldg. 


Los Angeles Minneapolis 
Room 400, Lankershim Bldg. 616 First Ave., North 


HOLTERSHOES 


FOR WOMEN 
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Shoes thevuce: longer 
make longer wearing’customers 


To sell shoes that wear longer 
means, to the dealer in shoes, a 
more stable business. 


It means, in every way, a 
more satisfactory business. 


And in the last analysis it 
means a more profitable busi- 
ness. 


The shoe dealer is the shock- 
absorber, so to speak, between 
the manufacturer and the buy- 
ing public. 


It is the dealer who must 
ory the “kicks” hot off the 
at. 


He it is who first suffers if 
shoes do not stand up. 


Dissatisfaction hurts his busi- 
ness. Satisfaction helps it. Dis- 
satisfaction lessens his good- 
will. Satisfaction builds it up. 


“‘Red-line-in” shoe lining 
creates satisfaction because — 
It makes shoes wear longer. 
It insures greater comfort. 

It saves stockings. 

It keeps shoes nearer their 
original shape. 

And all this is so because 
“‘Red-line-in”’ reinforces 
the whole shoe. 


It eases the wear on both 
seams and leather. 

It is an inside reinforcement 
that keeps the outside in 
shape. 

It makes the shoe last longer. 
And it’s the longer-wearing 
shoes that make “longer- 
wearing” customers. 


The Saturday Evening Post, 
read by at least six million peo- 
ple every week, is carrying the 
story of ‘“Red-line-in” to the 
shoe wearers of the country in 
the interest of better shoes and 
a relatively better business. A 
full-page “‘Red-line-in” ad ap- 
pears in The Post every four 
weeks. 


Remember, you do not have 
to order special shoes to get 
“Red-line-in.” Your manufac- 


turer can line ANY of your, 


shoes in this way at a small ex- 
tra cost—if he is not already 
using ‘‘Red-line-in” in his regu- 
lar lines. 

Specify “Red-line-in”’ lining. 
The small extra cost is an invest- 


ment which pays big dividends 
in customers who come back. 


Farnsworth, Hoyt Co. 
Established 1856 BOSTON, MASS. 








ASK_ 
Vvour 


Manufacturer 


3 for ie 
Rete w 
Lined Shoes 
They give from 
fifty cents to two 
dollars worth 
more wear at 
a small extra 
cost.The good- 
will return will 
show in your 
cash drawer. 





Strongest by test- heaviest in cotton -most satisfactory in wear 


Makes shoes wear longer 














(Sats Foe HEN ANS Boys 
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More Work Shoe Profits! 


Get them with BARKER BRAND Shoes! A 
Specialized Line that provides a work shoe for 
every service—a particular shoe for a definite 
purpose. This means that you can carry a 
smaller stock to doa larger work shoe business! 
Send for the BARKER BRAND Catalog. It shows the 
completed Specialized Line of QUALITY WORK 


SHOES (price list attached). Every number designed 
to build up a larger work shoe trade for YOU. 


You’ ll also be interested in the HUNTINGTON Selling 
Plan. Write today for Catalog and Full Particulars. 


HUNTINGTON SHOE & LEATHER CO. 


Manufacturers 


HUNTINGTON - INDIANA 


OO aw One 
“OZ BZZ_AZSZ 


BOE EZACL Zs FE x LS 
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COLORED CALF AND SIDE 
LEATHERS 


have attained a position 
of world renown and are 
found in the high grade 
footwear of discriminat:- 
ing people of all nations. 


For Quality 


























UXVK LINE 


Tannery and General Offices 


THE OHIO LEATHER 
COMPANY 
GIRARD - OHIO 











Boston - 33 South Street 
The Ohio Leather Corporation 


Philadelphia, 325 Arch St. 
The Ohio Leather Company 


New York, 29 Spruce St. 
Oscar Scherer & Brother 


Milwaukee, 258 4th St. 





A. R. Mueller Company 


St. Louis, 1602 Locust Street 
Arthur S. Patton Leather Co. 





A VALUE THAT TYPIFIES THE 
BIG CITY IN WHICH IT IS MADE 
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The Original 
Full Grain 
Glazed Horse 





HM 


TRADE MARK 
REGISTERED 


In Blacks all Colors 


STRONG AS HORSE 
SOFT AS KID 


Pleases the Wearer 
Profits the Retailer 
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Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 





| 
Nimes 


= | 


























Manufactured Solely by 


B. D. EISENDRATH TANNING CO. 


Chicago Tannery Boston 
130 N. Wells St. RACINE, WISCONSIN 195 South St. 














MAINA 





a 








| 
| nt 
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TWO REAL SHOES 


INN STOCK 


No. 781 No. 692 


781—Men’s Chocolate Retan, 4% Double No. 1 Oak 692—Men’s Chocolate Milo, Full Vamp, Soft Tip, 
Sole. Metallic Fastened Blucher, Soft, Durable Single No. 1 Oak Sole, Goodyear Welt, Munson 
Stock, $4.00. For Farm, Shop or any Hard Service. Last. A Dressy, Hard Service Shoe, D & Eat $5.15. 


Quick Service on These or Other 


For Men nell _ al In Welt 
and Boys Fy 4: 4S ___—s and Nailed 





Like the Famous ‘“‘One Hoss Shay”’ 
They Are Good In Every Way. 


Made in Milwaukee, U. S. A. 


BY ALBERT H: WEINBREN NER CO. 


Send for Catalog, Samples, or Salesman to Factory or 
DISTRIBUTING BRANCHES . 


New York City . Pittsburgh, Pa. Chicago, IIl. 
148 Duane St. . 422 First Ave. _ 112 & 114 So. Wells St. 


# 














You can always de- 
pend on HAMTON 
for SERVICE! Fo: 
VALUES! For JUST 
THE SHOES YOU 
WANT! 


HAMTON offers to 
merchants the most 
distinctive values in 
shoes. Buying from 
HAMTON means 
buying for less. In 
these days particu- 
larly, HAMTON can 
be of tremendous 
benefit to the shoe 
merchants of Amer- 
ica. 








The shoes you want when you want them! Popu- 
lar priced shoes for women and felt slippers. You 
can get them on time—at savings that 
will enable you to sell for less—at good 





pr A 





Order samples of these and 
be convinced of their supe- 
rior value. They’re typi- 
cal HAMTON offerings— 


unequalled anywhere! 


5223—Brown Russia Oxford, Cuban Heel, Goodyear 

Welt, B to D widths, 3 to 8. Price $6.85. IN STOCK. 217—Brown Suede Oxford, Two-Eyelet Tie, Half 
5224—Black Kid Oxford, same as above, BtoD widths, Leather Louis Heel, Goodyear Welt, B to D widths, 
3 to 8. Price $6.85. IN STOCK. 214 to8. Price $6.85. IN STOCK. 

5199—Brown Kangaroo Kid, same as above, C to D 5218—Black Suede Oxford, same as above, B and C 
widths, 244 to 8. Price $6.85. IN STOCK. widths, 244 to 8. Price $6.85. IN STOCK. 


SAVE TIME — SAVE MONEY — ORDER NOW! 
monn » H 26 S. Wells Street 
: Chicago 


« 


oe agat 
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sous" BOYS’ SHOES IN-STOCK ey 
| 


SOLID — GOOD LOOKING 
—WELL FITTING LINE wwaniiine ai 
OF BOYS’ SHOES — EVERY PAIR” 


100—Boys’ Brown Calf Bal, White Fibre Sli 
———* Rubber Heel, West Point Toe, 





ESSEX LAST 
(Little Men’s) 











275—Boys’ Gun Bal, E 





YORK LAST 
(Boys’) 





354—L. M. Brown Bal, Newton Toe, 10-134. . 
374—L. M, Gun Bal, Newton Toe, 10-13% ere 7 
74—Boys’ Brown Bal, English Toe, Xe: 
75—L. M. Brown Bal, Essex Toe, 
27—Boys’ Brown Calf Oxford, Wingfoot 
Heel, West Point Toe, 1-5% 
28—Boys' Brown Ox, West Point Toe, 1-5%.. 
Brown Ox, West Point Toe, 10-1314. 











“HONEST W EAR IN 


—« __ MARSTON & BROOKS COMPANY 
Manufacturers 
Pee HALLOWELL, MAINE 


BOUDOIRS IN STOCK 


Send us your orders and we will prove to 
you that ours are the best you ever had. 


BLACKS $1.60 REDS $1.75 
Less 2% ten days—Net thirty days 


Satisfaction Guaranteed 
We also make Strap Sandals, High and Low Heels 


THE CONSOLIDATED SLIPPER CO., Haverhill, Mass. 















































HUB GORE---Romeos and Juliets 


ARE THE STANDARD— 
THEY SELL 


HUB GORE— INSURED 
FOR TWO YEARS 


EVERLASTIK, Incorporated 


HUB GORE MAKERS 


BOSTON NEW YORK 
52 Chauncey St. 395 Broadway | 
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SEASONABLE STYLES—IN STOCK 
PRICED FAIRLY—TO MEET A KNOWN DEMAND 


Theos—Pumps— Colonials— Oxfords 
In Every Desirable Leather 




















231—Black Suede Theo Tie, Cov- 

ered Full Louis Heel, A-D.... $9.00 
232—Brown 25 Nubuck Theo Tie, 

Covered Full Louis Heel, A-D. 8.00 
233—Beaver 23 Nubuck Theo Tie, 

Covered Full Louis Heel, A-D. 8.00 
236—White Kid Theo Tie, Cov- 

ered Full Louis Heel, A—-D.. 7.50 
235—Black Kid Theo Tie, Cov- 

ered Full Louis Heel, A-D..... 7.50 
205—Dull Kid Theo Tie, Leather 

Louis Heel, A-D 5.50 
204—Patent Theo Tie, Leather 

Louis Heel, A-D 5.50 


267—White Kid Fedora, Cov. tyle 267 
Style 235 : Louis Heel, B—D Style 
265—Same in Bright Kid, A-D.. 
266—Same in Patent, A-D 


221—Patent Pump, Cov. 

Louis Heel, McKay, A-D 
222—Same in White Kid, A-D.. 
220—Same in Black Kid, A-D.. 
299—Black Suede Pump, Cov. 

¢ Full Louis Heel, Turn, AA-C. . 
— in Patent Leather, 


294—Same in Dull Kid, A-D.. 
246—Patent Pump, Leather Louis 
Heel, A-D 5 




















211—Dull Kid Colonial Cuban 
Heel, A-D 
a in _ ~ oom oo ae 
Style 221 —Same in Patent, A- a 
- 210—Same in Patent : Style 211 
201—Dull Kid Colonial, Leather 
Louis Heel, A—D 6.00 
200—Same in Patent, A-D 


227—Patent Oxford, Leather Louis 
Heel, Welt, A-D 
i in Black Kid, Welt, A- 














D 7 

283—Black Kid Oxford, Leather 
Louis Heel, McKay, A- 6.00 

281—Same in Patent, A-D 

at © eae in Havana Brown Kid, 


297—Patent Oxford, Full Louis 
Heel, Turn, A- 6 
218—Black Suede Oxford, Cov. 
Full Louis Heel, A-D 9.00 


Xe .+ = ws Cateet. Im. as 
Style 227 ip, Cuban Heel, A- . tyle 268 
P 277—Same in Mahogany Calf. . es 
275—Same in Havana Brown Kid. 6. 50 
276—Samei in Black Kid 6.00 
224—Same in Black Suede 
228—Patent Oxford, Plain Toe, 
Cuban Heel, Welt, A-D 6 


Send for Price List of High and Low Shoes In-Stock 


THE BOARDMAN SHOE CO. 


564 Atlantic Avenue, Boston 9, Mass. 
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A STYLE THAT'S 
LIKED BY MEN WHO 
PREFER A HIGH 
SHOE FOR YEAR- 
AROUND WEAR 
O ©2646 @ @ 


Stock No. 953—“Panama Last” 
Havana Brown Vici Bal. Single Sole. 
9-8-inch Broad Heel. B, 6 to II. 
C and D, 5 to II. 


aH & & & am 


ALL STOCK STYLES UNBRANDED. 
ON REQUEST WE WILL SEE THAT 
ANY SHIPMENT CARRIES THE 
“BARRY” TRADE MARK. 


Price - - - $11.00 


TERMS NET 30 DAYS 
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T. D. BARRY COMPANY 
BROCKTON, MASS., U. S. A. 
ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS, 


BOSTON NEW YORK CHICAGO LONDON 
200 Fifth Ave. 187 West Madison Street 44St. Mary Axe. 





SAN FRANCISCO 
Market & Fourth Streets, Pacific Building 


BUTT 
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Scherer Colors 


In Present Demand 


HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 


CHAMPAGNE No. 18 y= can convince your customers of the 


TERRA COTTA No. 3 , . ' 
BRONZE No. 34 quality of your shoes if you are particu- 


WINE No. 6 lar to see that they are made of Scherer’s 
MIDNIGHT BLUE No. 14 Kid. 
BELGIAN BLUE No. 21 








Its superfine softness, combined with 
colors of distinction, is unmistakable 


66 f evidence of fineness through and through 
M akes — 
“Scherer’s Kid makes better shoes still 
Better better.” 


Shoes 
Still Oscar Scherer & Bro., Inc. 


29 Spruce Street, N. Y. 


B FACTORY: NEWARK, N. J. 
ef t er. Originators of and Leaders in Fancy Colored Kid 
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THE RUSH FOR ANKLE STRAPS 


WILL SOON BE ON—BETTER BUY NOW! 


Our in-stock department can fill your order for these quality shoes—for Misses, Children and Infants— 
immediately! 


Remember Mr. Merchant, when you buy shoes from us you are buying quality footwear —at the right 
price—shoes that you can sell with confidence—knowing that satisfaction will always result. 





























IN STOCK {ae SHIPPED AT ONCE 


= r 4200—Misses’ Patent Instep Strap Pump, oes Heel. 
ke Det = > instep Strap Pump, a tod, \ McKay, D-11% to 2 Price $2.85 
/ 4201—Child’s Patent Instep Strap Pump, Ra ing ied, 
4216—Child’s Gun Instep Strap Pump, Spring Heel, ¢ McKay, D-8%4 to 11 rice $2 
McKay, D-8% to 11 Price $2.40 { gg ow Instep Strap Pump, 
\ McKay, D-6 
4217—Infants’ Gun Instep Strap Pump, Spring Heel, ) po ta Gin Patent Instep Pump, English — 
McKay, D-6 to 8 Price $2.15 McKay, D-2% t Price $3. 60 

















MERCHANTS SHOE COMPANY 


110 SUMMER STREET, BOSTON 9, MASS. 

















IN STOCK PINGREE .SHOES 


PINGREE SPECIAL SHOE 


Our Triple and Double A Shoes are 
Made Over Triple and Double A Lasts 


FINEST SURPASS KED 


ON OUR 
Famous Combination Last 


HAND LASTED ALL LEATHER 
$11.00 


1% 10 days. Sizes over 11, 50 cents extra 


F. C. PINGREE SONS CO. 


Makers of Men’s Fine Shoes 
Stock No. 111 


g-12 DETROIT MICHIGAN 
6-12 e-12 Chicago Office Salesroom, 19 So. Wells St. 
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of POSNER: > 


HOES 


Hl or 
Children and Young Ladies 























CANVAS PUMPS 


No. 100—No Heel, 1 to 6 ; . 
No. 102—Spring Heel, 3 to 8 are the firm foundation upon which hun- 


No. 104—Spring Heel, 814 to 11. dreds of successful children’s Shoe De- 
No. 106—Drop Heel, 11 to 2 . . 


Also made in Patent Leather, Gun Metal, 
Tan Vici, African Brown. 





partments are built. 


Merchandise and Service 





are but two of the many reasons why you 
should carry this excellent line of 


TURNS and WELTS 


A life-time of good shoemaking has built 
up a tremendous consumer demand. 


A few of the season’s best sellers, ordered 
NOW will increase your business. 








CANVAS SHOES 


No. 200—Button, No Heel, 1 to 6. ..$1.75 
No. 201—Lace, No Heel, 1 to 6 
. 202—Button, Spr. Heel, 3 to 8.. 2.15 
- 203—Lace, Spr. Heel, 3 to8.... 2.15 
- 204—Button, Spr. Heel, 8% to 11 2.85 
- 205—Lace, Spr. Heel, 844 to 11. 2.85 


° or? OSNE 
SEND FOR CATALOGUE H 0S I far 


OF OVER 300 STYLES has brought new business to hundreds of 


CARRIED IN STOCK shoe stores. : ‘ 
A card will bring you details. 



































DR. A. POSNER, SHOES, INCc. 


140 West Broadway, NEW YORK CITY, N. Y. 


Factory: Roebling and Hope Streets, Brooklyn, N. Y. 
Trade Mark 
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White Linen Welt 
OXFORD 
IN STOCK 


Style B 448 $5.00 ’ re 
Trade papers predict that the coming 


months will herald the greatest white 
season that has ever been enjoyed by the 
shoe industry. 


Will You Be Ready? 
Our In Stock Catalog Sent On Request 


White Ivory Sole, 14-8 Military Heel, 
Imitation Tip. In Stock. 


Terms: Net Thirty Days 





C. P. FORD & CO., -- Rochester, New York 


New York Office, 127 Duane St., E. H. Talbot, Jack Galway 


OMe eT TMM linnenmniiniineniiiiireniiiniiit enti 
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HY do STEADFAST 7 
Shoes sell in greater vol- 
ume—season by season? 


The natural answer is, more 
people are constantly finding 
out how good they are. 


Priced lower than you’d ex- 
pect for shoes of such high 
grade. 


{uit Mets | Stay or } SMITH-BRISCOE SHOE CO. Inc. 
Pekin Gaif —— Makers of Good Shoes for Men? 


on our Pri- 


ority Last. LYNCHBURG, s 7 - VIRGINIA 
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The 
Nunn-Bush 


Panama Last 





A wonderful fitter —so much so that 
you and your salesmen will, uncon- 
sciously, fall into the easy habit of 
fitting everyone in this Nunn-Bush 
shoe. 

Illustrated is a Chocolate Kid, 

Cap Bal, SS with Goodyear 

Wingfoot Rubber Heel, the 

heel, upper stock and _ last 

combining to make a wonder- 

fully easy shoe. 


More money will not buy a 
finer shoe. Ask for samples. 


$11.75 


Same Shoe in Cocoa a with Good- 
year Wingfoot Rubber Heel 
$8.00 


Nunn, Bush & Weldon 


Shoe Company 
MILWAUKEE, WIS. 


Nationally advertised in the Saturday 
Evening Post 


Hundreds of inquiries are received each month 


and turned over to our dealers. 
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| 
NATIONAL BANK OF BOSTON 


A Boston Account 


Will be found very convenient and helpful for houses doing business with 
New England. An account with us will prove of the greatest value be- 
cause we can furnish you with the most extensive and efficient service, 
not only in New England, but — the United States and in 


foreign countries. 





Deposits : ; , $171,000,000 
Resources, over . ; ; $280,000,000 


Branch at Buenos Aires, Argentina 








Patent Seamless 


Mary Jane Button 











Two Leaders 
from the 


Domino Line 


Domino Turn Popular Priced Shoes for Children are made in every desirable style and leather, in no heel, 
spring heel, and wedge heel. Sizes 2 to 5; 4 to8; 8% to 11. 





Our Mr. C. Frank Hunting is now on the road showing our 1921 line. A post card to us will direct him your 
way. Some territory is still open. Write immediately for details of our unusually attractive exclusive dealer’s 


proposition. Samples gladly sent you on request. 


SLIPPER CITY SHOE COMPANY, t< 


Manufacturers for the Wholesale Trade 


HAVERHILL, MASS. 
BOSTON OFFICE: 173 LINCOLN STREET, BOSTON 
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Our Calfskins, Veal Sides and Sides 
In Most Every Known Finish 





Find Their Place In 
Every Line 





Next Fall and Winter the Public 
Will Demand a Fine Shoe at a 
Moderate Price. 


—LOZANT= 


Dull Calf in Black and Veal Sides, 
Colored and Black, are especially 
adapted for shoes of that charac- 
ter. They have the appearance 
and wearing qualities that give 


satisfaction and retain customers. 











Our Brands 


Lozant — Waukegan — Kenwood — Elkwood 
Waukegan Grain — Wilmette 


ft 


THE GRIESS PFLEGER 
TANNING CO. 


TANNERIES: CwHicaGco—WAuKEGAN, ILL. 


CINCINNATI, 810 SYCAMORE ST. BOSTON, 179-193 SOUTH ST. 
CHICAGO, NO. BRANCH, HALSTED ST. NEW YORK, 178 WILLIAM ST, 


CABLE ADDRESS: GRIESS 
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GILCO 
Pump Buckles 


ilco 


GILCO 








Send For 
Illustrated 
Folder 








Style 6704 Jet. 
Jet Nickel Edge $7.20 doz. pair with fast- 
eners altached. 


The appearance of pumps can be improved 
tremendously by the addition of a Gilco 
Buckle. 

Let’s send you samples of our wonderful 
line of gun metal, nickel steel and imitation 
silver buckles. They’re profitable mer- 
chandise. 

$4 to $10 Doz. Pair 


Pumps need not slip at the heel. Simply 
moisten the gummed surface of a Gilco 
Shoe Retainer and stick it in the back of the 


low shoe. 


Equally effective in Men’s or Women’s 
shoes—in Black, White, Tan, Gray. 


$1.75 a Doz. Pair 


E. T. GILBERT MANUFACTURING COMPANY 
ROCHESTER, N. Y. 


Shoe Retainers © 


April 24, 1920 
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DOUBLE FELT HEEL 


HIGH GRADE LEATHER 





Retailer: 


You can increase your profits with little additional 
overhead by putting in a stock of “The Dayton” 


Cushion Insoles. 


Their comfort and health-giving properties are un- 


excelled. 


Write for a trial order. 


The Dayton Felt meniante Company 


123 MILL STREET - 


- DAYTON, OHIO 


. 
’ 
F 


_— 


IOC SOOO se ae 





—— = = eo os 

















—- a a os 


























BOOT and SHOE 


RECORDER | 


GREAT NATIONAL SHOE WEEKLY 


INDINGS EQUIPMENT. ana 
2EPAIRING DIVISION _ 


——— 











Articles in this Issue Worth Noting 


“*'Tisn’t As John Would Have Done ’”’ 


A.Shoe Store Mirage 





The Show Card Writer’s Brush 





Jacob Ball’s Success 





Competitive Shoe Display 











News and Notes of the Findings, Equip- 
ment and Repair Fields 
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$6,097,291.69 


Delivered During Three Months, January, 
February and March, 1920 


We give the above facts for two reasons only: 
First: To let the world know that the demand 
for the “ONYX” Brand of Hosiery is increasing. 


Second: To show our customers that we. are 


doing our utmost in the face of this unprecedented | 


demand to speed up deliveries. 


Another point we wish to make is that under 
these conditions, we will not abandon our Stand- 
ards of Quality to increase our business. To us 
it is of first importance that “ONYX” in Style, 
Service and Quality should represent Only the 
Best and Always the Best. 


Emery & Beers Companylne 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 


San Francisco Office 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 




















THERE’S 
A’ REASON 











The Shop of C. A. Shuart!Company, 
Seattle, Wash. 


Why Exclusive Shops 


Like the above buy only 


AMERICAN 


Interlocking 


Shoe Store Chairs 


The above letter, which is typical of many we have received, mentions a few points of superiority 
of these chairs over other types of seating, namely, their attractive appearance and durable con- 
struction. 

If you desire to equip your shop with seating that will invite patronage because of their comfort, 
economize space, because of their interlocking construction and outlast any other type of seating 
made— investigate the merits of American Interlocking Chairs. 

We maintain an Architectural Department who will be glad to lay out your shop for you to the 
best advantage upon request. 


AMERICAN SEATING (OMPANY 


General Offices 1016 Lytton Bldg. CHICAGO 
New York Office; Room 601, 119 W. 40th’St. 
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lhe Right 


LACE 


for the 
Shoe ~ 








demand is increasing. 
Worn by those who are particular, they naturally want the right 


Wi eemand doubt the “BROGUE” is popular and what’s more, the 





lacing. 
We ae them using Cordo-Hyde No. 890, the popular flat lace, and Cor- 
do-Hvde No. 220, the wide flat lace, but one was too narrow and the other 
too wide, so we designed No. 891, just between the two, the happy medium 
for this type of shoe. 
We all know ““BROGUES” are hard on laces! Their heavy construction 
demands a better !ace than the ordinary. 
You will make friends by offering the Cordo-Hyde—the lace that out- 
wears by months the ordinary—and especially please your customers 
that wear Brogues if you give them No. 891. 
When you sell a pair of Brogues equipped with fabric laces, show the 
customer Cordo-Hyde, for they will soon need them. 
—PRICE LIST— 

ss 63a? Ue’ OM xs a oe: 6 ae CaF LS gs 
No. 891........ 4.25 4.59 4.76 5.10 6.12 646 6.80 7.65 9.18 10.71 12.24 
Colors: Black, Tan, Mahogany, Cocoa and White. Samples and complete price list 
for the asking. 

NOTE: 
Some manufacturers appreciating good things are send- 
ing out their shoes with Cordo- Hyde Laces. Ask yours. 


LACE DIVISION 


O. A. Miller Treeing Machine Company 


Brockton, Mass. 
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Findings, Equipment and Repair Division 


OF THE 


BOOT AND SHOE RECORDER 


The Great National Shoe Weekly 


April 24, 1920 


“°Tisn’t as John Would Have Done!’ 


Being the Story of a Rising Young Business Man Who Started Rising 


After Installing a New Store Front 


(Founded on Fact) 


- A JOHN” had been dead for some years, and 
his son Hiram conducted his shoe store with 
conscientious adherence to his sire’s princi- 

ples. Whatever progressive ideas he might have had 

were quickly suppressed by his mother’s loyalty to the 
time-honored methods of her 

deceased. 

“°Tisn't as John would 

have done,” was her ever- 

ready objection to what- 

ever efforts were made to 

supplant the inertia of the 

business with anything like 

speed, and besides, there 

was the expense. 

No—the business did not 

pay enough for the family 

to live on, but there was 

the vegetable garden which 

Father John had always 

tilled after hours in the long 

days of Summer. Hiram 

was no better than his 

father, and what had 

brought success to him, as 

the old lady thought, was the proper course of action 

for the son. Thus she was constantly anchoring Hiram’s 

ambition to the past. ‘’Tisn’t as John would have 
done,”’ was the battle cry of her fight against progress. 

But son Hiram had ideas of his own, even if his 
mother did her best to suppress them. He had ambi- 
tions of getting out of the side-line class, of making the 
business stand on its feet. 

One day a live shoe salesman from New York 
dropped in at the store and tried to sell Hiram a bill 
of goods that would help pay the carfare to Hiram’s 


p-h-AY- ARE ¥' RUWAIW’ 
qHIS STORE T' MAKE Mowey 
oR JUST T' KEEP ouT o' 


town. Business would not warrant an order. Hiram 
searched his mind for a precedent in his Father John’s 
career. ‘‘’Tisn’t as father would have done,” was 
ringing in his ears. 

The traveling salesman tried a new tack. He put 
his hand on _  Hiram’s 
shoulder and brushed a few 
flecks of dust off his lapel. 

“What you want todo,” 
he said in a brotherly way, 
“is to make a real store 
out of this. You’ve got the 
location and the population 
to draw on. All that is 
needed is a modern front, 
fresh paint and neat dis- 
plays. 

“See this book,” and the 
salesman reached into his 
sample case and pulled out 
a copy of the “Boot and 
Shoe Recorder.” “It’s full 
of ideas.”” He turned to 
the Findings, Equipment 
and Repair Division. 

“There’s what you want,” he said, pointing to a 
sample sketch of a modern store front. 

‘Read that article,” he continued, pointing to one 
on fixing up the store. 

‘“‘Now read that,” he added, referring to an article 
on how one merchant trebled his business. 

The salesman gave Hiram a chance to scan through 
the articles and look at the pictures. Then he pre- 
pared for “‘strong arm’”’ tactics. 

‘‘You want to come out of your trance,” he said, 
bringing his fist down on the edge of the showcase 


MISCHIEF ? COME ouT oO’ 
YOUR TRANCE Boy — 
OVRE ASLEEP STAND’ 
vP- 
AA BARREL O° pair 
AN’ FIX YOUR PLACE 
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until it groaned. “You're asleep standing up. Now 
what you want to do is to order a new front at once. 
The address of the manufacturer is in the ‘Recorder.’ 
Hire the town painter to liven up the store. Order a 
few foot comforts so you can give real service to these 
people who want to trade with you.” 

Hiram became convinced, then enthusiastic. He 
gave the salesman an order, which was for him “the 
gamble of the age.” Without undue delay the new 
front was installed, the store painted, the shoes 
arrived, and the bunion protectors took their place in 
the display. 

Father John’s widow did not hear the news until it 
was too late to object. Hiram spent so many of his 
evenings away from home (fixing up the store, of 
course) that his mother thought he must be “taking 
on evil ways.” 

Business increased after the first month the changes 
were made; the next month showed even a greater 
increase, and the third month he did four times the 
business of the same month the year before. Hiram’s 
mother was consoled, but she still insisted that it was 
not as John would have done. Truly it was not, but 
Hiram hired a man to do his gardening. That was 
proof enough for him. 


Display Man’s Color Calendar for 
May and June 


May. Mothers’ Day (12th). Memorial Day 
(30th)—Apple Blossoms, May Flowers, Tulips and 
Lilacs call for any of the fresh spring shades. White 
and pink for Mothers’ Day. Red, white and blue 
are always safe on patriotic days. 

May 5, lilac. 

May 20, coral pink. 

June. Flag Day (14th)—The Month of Roses, 
Brides and Graduates. Use local college or school 
colors, Orange Blossoms, or any rich rose color 
from pale yellow, pinks, or blues, to old rose and 
deepest reds. Flag colors are O.K., but not neces- 
sary on the 5th or 20th. 

June 5, dark red. 

June 20, red, white and blue. 


Philadelphia Hotel Bar to Be Shoe 
Repair Shop 

The bar of the Colonnade Hotel, Fifteenth and 

Chestnut Streets, Philadelphia, Pa., has been leased 


for a shoe repair shop. 


Representing the hotel company, William A. 


Conner has closed a lease with the Philadelphia 


Shoe Repairing Co., Inc., for the bar space for ‘‘a 
term of years,” at a rental aggregating $25,000. 
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—“The wise shoe merchant should put a little 
color into his display window, otherwise the contem- 
plation of his receipts at the end of the day will give 
him the blues.” 


* * * 


—‘‘Motion in the window display will start the 
onlooker’s motion into the store.” 
* * K 
—‘Failure to sell a customer a pair of shoe strings, 
a bottle of blacking, or some article of findings is 
like refusing a discount when you pay cash.”’ 
* * * 
—‘*‘Make as much noise as you can in printers’ 
ink. It brings customers into the store. 
ok ok * 
—‘‘The shoe salesman who does not understand 
a customer’s feet will never be able to properly in- 
fluence his mind.” 








Get Behind the Bunion Protector 


The customer with a bunion is hard to handle. 
He imagines that the protrusion is much worse than 
it actually is. Every shoe he tries on not only causes 
him excruciating pain, but seems thrown out of line 
by bunion. 

The bunion protector should not only thoroughly 
protect the sore spot but maintain the lines of the 
shoe. The ability of the salesman to satisfy his 
bunion-afflicted customer wins him as a steady 
patron and booster. 

The Fischer Manufacturing Company of Mil- 
waukee, Wisconsin, manufactures a protector of care- 
fully selected strap leather, so constructed as to give 
the relief and service to the wearer. 

It fits over the stocking inside the same size shoe 
that one would ordinarily wear without a bunion. 
It is self-adjusting, requires no buckling or strap- 
ping. 

Also, ample aid will be given by the Fischer Manu- 
facturing Company by advertising this little article. 
A big advertising campaign has been planned, which: 
will create a greater demand for them. 


Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, April 24, 1920 


A Shoe Store Mirage 


A Man Who Knows Tells How Fixtures and Equipment Lure 
. the Passer-by 


By KENNETH CURTIS 
of Curtis-Leger Fixture Co. 


N planning a shoe store the logical place to start 
is from across the street toward the new (imagi- 
nary store). It is early evening—the workers are 

hurrying past on their way home, most of them won- 
dering what the old woman has on the stove for 
them. Probably none 
are thinking of shoes— 
except those who have 
been ‘“‘sold’” on a pair of 
shoes that hurt. Rather 
than hurry, these men 
are limping home. 

I see a window across 
the street (imaginary dis- 
play window of the new 
shoe store). Of course, 
there are many other 
windows across the street, 
but I see only one—and 
this one fairly breathes 
the word comfort. The 
lighting makes the dis- 
play fairly “leap out” to 
greet me. The reflectors 
are concealed by a val- 
ance which spells pros- 
perity. The display is 
easy to look at. The 
shoes are placed on 
stained wood fixtures of 
a period design arranged 
neatly and attractively 
in the window. Not a 
maze of shoes greets me— 
a choice few that are ar- 
ranged with taste. In 
brief, they rest on beau- 
tiful period display fix- 
tures with apparently 
the same ease with which 
we rest when we slip into our cozy chair alongside 
the fireplace. 

There is warmth in the window. I rack my brains 
to account for it, as it fairly warms me up as I cross 
the street. I’ve got it—flowers, of course. The little 
basket of real—no, on second thought and knowing 
artificial flowers, I recognize them to be artificial 
flowers. Few would guess they were not real. They 


seem to liven as well as warm up the windows. There 
are not many of them. Only a couple of baskets set 
slightly back of the display sort of peep at me from a 
pleasing location. 

I must change my decision—as I get nearer, I see 
that it is not the flowers 
alone that are lending 
their noticeable warmth 





Louis X VI Period 


to the window. That 
dark-green plush which 
is so attractively 
“crinkled” up at the 
base of the display fix- 
tures. Yes, the window 
trimmer has even trailed 
plush over the edge of a 
small plateau in a sort 
of haphazard way as if 
it was a mistake. I get 
it now—it is this little 
simple touch which seems 
to break down the for- 
mality of the window 
and which makes the 
Louis XVI design of fix- 
tures appear in an ap- 
propriate Surrounding. 

I have now reached 
the sidewalk. I see the 
name of the store. It is 
in the window on a 
bronze tablet, alongside 
of the goods on display. 
I would not have no- 
ticed it if it had not 
been there, as my atten- 
tion has so far been held 
by this appealing display. 

The lighting comforts 
me (I do not at this time 
credit the lighting for doing this, but it dawns on me 
later that this is what is doing it). You say I am crazy 
to make this statement. My comeback is that to me 
a direct light hanging where it unconsciously knocks 
my eye out is uncomfortable. The effect I am experi- 
encing is comfortable because the light source is con- 
cealed. The room is flooded with an even light and at 
first I can’t make out where the deuce it is coming 





























































































































































































































































































































Complete Equipment 


for the Ideal Shoe Store 


The ideal shoe store of today must only carry shoes that harmonize with 
the season, but its interior and exterior arrangement must harmonize - 
in character with the shoes. 

Fitting the modern shoe store requires special study—the kind that the 
Curtis-Leger Fixture Co. has been doing for many years. In Curtis- 
Leger Display Equipment we have assembled an array of original, dis- 
tinctive and harmonious window display fixtures, fitting stools, seating, 
traveling ladders, plush, valances, artificial flowers and other material 
that in individual units or as a complete outfit is adapted to every shoe 
store. Effective window lighting is a specialty. 

“DISPLAY EQUIPMENT FOR FOOTWEAR” is a profusely illus- 
trated book, containing 72 pages, presenting our entire line. It contains 
many suggestions. Write for it. 


CURTIS-LEGER FIXTURE CO. 


226 W. Jackson Blvd., Chicago, Ill. 
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from. I notice the absence of shadows and the fact 
that even with the usually dark cubby holes where 
the shoes come from, there is light. 

I ask the happy-looking clerk who greets me with a 
smile what kind of lighting it is. ‘Eye Comfort, 
indirect illumination,” he explains. “It sure is pleasing 
to work under. Why I go home at night and my 
eyes are still good for a couple of articles in the 
Police Gazette and for a few glances at my wornout. 
copy of LaVie Parisien.” 

He waves me a seat in a real chair. Comfort again 
slaps me on the back, as really I am sitting in a com- 
fortable shoe chair. “Ah! this is a treat,”’ I say to my- 
self. “I will just sit here a while and get rested up. 
Bring on the footstool.” Here it comes. It is swing- 
ing from the left hand of the happy clerk. The way he 
handles it, the thing can’t weigh much, as he’s just 
a‘ little guy. 

Ah, I again hear the call of Turkish cigarettes and 
pillows to lay on (regular harem comfort). The clerk 
has placed my foot on the footstool. He also looks 
comfortable, as the other end of the footstool is padded 
and he’s sitting on it. A soft job, I say to myself. 

I notice the clerk draw something from his hip 
pocket with the same grace that Jess Hart draws his 
six shooter, or our friend Bill draws his flash. He’s 
fooled me, it’s only a shoe stick. He fools me again 

by measuring the length 
and width of my foot 
in record-breaking time 

with the same stick. 
The first act is in 
progress. The clerk sure 
is some acrobat. Notice 
the way he pushes off 
as he jumps aboard the 
moving ladder and runs 
up to the topmost step, 
grabbing a box of shoes 
off the shelf. That’s 
some ladder if he puts 
his-confidence in it that 
way—and not a squeak 

) Se from the ladder. 

“ in : a - - I'll have to get one of 

r. in w nimm ° 
Trailed Plush Over re Edge those things ion — 
of a Smal) Plateau in a Sort MUrsery for the kids to 
of Haphazard Way as if It Play with. Why, it runs 

Was a Mistake along like a kiddy car, 
minus the squeaks. 

The clerk has two pairs of shoes. This fellow must 
have taken a correspondence course in psychology, 
as he knows that the first pair of shoes he puts on my 
feet will probably not sell. Yes, I’m a particular- 
looking customer. I wear long hair, glasses and 
everything. 

The second pair (as I predicted) fits to a tee. I 


111 


walk along and have a hard time, as the new shoe 
skids like a busy banana peel. The new shoe has 
class. I’m sold. The clerk still wears that same 
smile. 

Before going out, I give the place the once-over. 
The chairs and footstools match in finish. By the 


By the Way, That Footstool Is Something New 


way, that footstool is something new. Never saw one 
just like it before. Wonder where they bought it? 

The interior of the store has the same warm appear- 
ance. Yes, flowers, and there are a few artificial palms 
hiding something back at the other end of the store. 
I wonder if it’s a private still. I pass the all-glass 
showcase in going out. Didn't notice it when I came 
in. Golly, if that case isn’t lit up just like the front 
windows, with little silvered glass reflectors. 

“Need a pair of socks>”’ asks the clerk as he flits a 
pair of light purple socks under a little thing that 
looks like a reading lamp. ‘‘Note the beautiful color. 
It’s a TruDaLight effect I am showing you. These 
socks ought to go swell with a pair of scarlet spats.” 
I don’t need these socks, but I pause to note what the 
deuce makes the daylight effect come out of that 
little lamp. 

“You see,” explains the clerk, ‘“‘the glass of this re- 
flector is blue, and when the red rays of the light go 
through the glass and hit the mirror and are reflected 
out through that blue glass again, they forget they are 
artificial light and walk out of the reflector, just like 
regular daylight.” 

“Sounds ’phoney,” I argue. ‘Well, take those 
socks to the door and see for yourself,”’ he said. I do, 
and, by Jove, he’s right. I buy a pair of orange socks, 
as I haven’t any scarlet spats to go with the purple 
ones. 

As I leave the store, I again glance at the window 
and I’ll be hanged if it didn’t smack of that ancient 
proverb, “I told you so!” 

If a store has 40,000 customers, including transients, 
and sells $1 worth of findings annually to each of | 
its customers, there is a business of $40,000 a year. 
Think it over. 








Oo INACTIVE BUSINESS 


























A good dose of snappy~ fresh~ 
seasonable display cards in- 
jected into your windows 
will create a spirited circu- 
lation of new business. 
Show Cards, the “year 'round” 
business stimulant.Try them. 


| STANDARD SHOW CARD SERVICE, Jrc 
5 n St., Chicago, Il. 
Pd Are you acquainted with our service plan? 
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“ 
Your interests are protected, for the reputation of a 
successful, efficient Fibre organization is behind every 
sheet of Board sold for counter or innersole purposes. 


Demand that your shoes contain the product of | 








the West Virginia organization. 





West Virginia Pulp & Paper Co. 


Pulp Products Dept. 
200 Fifth Avenue 732 Sherman Street 
L New York 


Chicago, Ill. 
N 
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Good Service Makes Good 


Friends 


A little incident that happened not long 
ago in the shoe store of Wm. Hahn & Co., 
Washington, D. C., illustrates the value of 
fair dealing with customers. A _ lady 
brought her daughter in, asking, ‘Please 
fit my daughter.” 

After carefully measuring the daughter’s 
foot, it was found that she had been wear- 
ing a shoe a size and a half too short. 
The proper shoe was brought out and fit her 
perfectly. The salesman, Fred Gorman, 
then looked at the foot and found that the 
metatarsals were fallen. Without a word 
he produced a pair of the proper appliances 
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and put them in the shoes. When the 
daughter stood upon them she actually ut- 
tered a cry of delight at the instant feel- 
ing of relief they afforded. 

The mother remarked that no shoe man had ever 
so much as suggested that anything might be amiss 
with the little lady’s feet. 

There was an extra sale, a well-served, satisfied 
customer and a Hahn Booster—all produced through 
a little thoughtfulness. It was so very easy because 
it was so palpably the thing to do. ' 















































Frame for Show Card 


The above is a frame made of wallboard painted in 
pale blues, reds, gold, etc., which can be used as a 
permanent container for the show cards. 





People may spend as much as $500,000,000 a year 
for findings. That would be only $5 per person. A 
business of $500,000,000 a year looms up big. Are 
shoe merchants getting a share of it? 


Movable Background That Will Fit in Any Window 


The above is a simple background that will fit into 
any window. It represents a night moonlight scene 
painted in pale green, gray and pink tints. The 
border around the oval isin gold. The entire oval is 
made of wallboard, and reinforced in back by two 
narrow strips of wood running respectively perpendicu- 
lar and horizontal. 

The supports on either side of the oval are eon- 
structed of wallboard painted gray with a gold border. 
The horizontal strip of wood reinforcing the oval also 
extends to the supports to hold the entire scheme 
together. 

A garland of wistaria is arranged at the top of the 
supports and allowed to hang gracefully. 





Message on Bundles 


Quite a few ‘‘Foot-Fitter’’ merchants are rubber- 
stamping all bundles which leave their stores. This 
stamp reads as follows: 
“Will you be in again 
tomorrow?” 

The clerk stamps 
this message on each 
parcel just before it is 
handed to the customer 
as it is desirable that 
the customer see the 
message placed on the 
bundle. In _ practically 
every case, the customer 
will ask, “Why do you 
want to know if I will 
be in tomorrow?” Then they can be told in a few 
words about some special offering which might be 
effective at the time. 


Stamp Your Bundles as 
They Go Out 
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“These 
Dr. Secholl’s 


‘Nu-Grip’ Heel Liners 


are what you need to put a stop to the rubbing of holes in your stocking heels. Without them, dainty hosiery cannot 
withstand the friction it is bound to receive from Oxfords or slippers.” ' 

These few words are all of the “‘selling talk’’ ever needed in selling Dr. Scholl’s ‘‘Nu-Grip”’ Heel Liners. Everybody 
who wears low shoes needs them, and they sell themselves whenever the attention of your customers is called to them. 
There is no easier or simpler way of increasing profits and pleasing customers at the same time than this. They are a 
Summertime necessity and are recognized as such by all who once use them. Live dealers everywhere can make a 
material increase in their profits during the coming season by pushing Dr. Scholl’s ‘“‘Nu-Grip”’ Heel Liners. 


Easy to Sell—Sure to Please 


Dr. Scholl’s ‘‘Nu-Grip”’ Heel Liners are made of velvety rubber and are attached to the heel lining of the shoe or slipper 
with cement that accompanies each pair. They positively prevent slipping of the heel, with consequent irritation of 
the skin and wear of the hose. Made in two sizes, large and small, and in black, tan and white to match the shoes. 


Each pair in carton with full directions. Retail at 25c per pair. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Appliances in the World 


213 W. Schiller St., Chicago 339 Broadway, New York 
Toronto London Paris 
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4 Series of Show Cards for the Shoe Merchant Painted Especially for the ““Recorder’’ by Abley & Co., of Boston, Mass. 


The Show-Card Writer’s Brush 


Part of the Success of the Card Writer Depends on the Care He Shows 


in Selection and Use of Brushes 


RUSHES are made especially for show-card 
writers, and a show-card writer’s brush is 
necessary to do show-card writing well. The 

best brushes are made of red sable, have round fer- 
rules, in which the hair is fastened in such a manner 
that there is a flat side to the brush. A script brush 
is made round and pointed; a show-card brush is 
made flat and square at the end. 


Brushes today are something like shoes were in years 
gone by. They are designated by sizes, but there is 
so much difference in the sizes and so many ways of 
measuring the sizes that it is almost unsafe to advise 
the beginner to purchase a certain size by number. 
A No. 12 brush has hair 15-16 inches long and the 
strokes are 5-16 inches wide. This brush is capable 
of taking care of practically all the brush lettering the 





Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, April 24, 1920 


RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 





REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch’’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. Early stocking-up is 
advised. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Me johnces |, eer 124 Main 
Brockton, Mass nn, Mass 306 Broad 
Cincinnati 708 Broadway asibero, Mass. .......00 11 Florence 
Chicago.............18 South Market Milwaukee 258 Fourth 
Haverhill, Mass 145 Essex 216 Chartres 














show-card writer in the shoe store will need to do. 

Only brushes in tin ferrules are of any use; brushes 
in quills are absolutely useless. There are a number of 
good makes of show-card brushes on the market, so 
that the beginner should have no trouble in securing a 
good brush. If he cannot get one in his home town 
and does not know where to send for one, the editor 
of the “Boot and Shoe Recorder”’ will be glad to give 
the addresses of reliable dealers. 

If the card writer can purchase a brush in his home 
town he may be able to secure better brushes—after 
he learns to know a good brush. 

In picking out a brush, dip it in water (never put it 
in the mouth, because you do not know who did that 
same trick the last time with that self-same brush), 
then squeeze the water out as you draw the ‘brush 
between the thumb and finger, bringing the hairs to a 
flat chisel edge. If the brush has an even edge and 
the hairs hold together and do not “split’’ apart into 
two or more sections, it is a good brush, unless the 
hair is “dead.” A good show-card brush must have a 
flat chisel edge, the hairs must hold together and not 
split up into sections; the hairs must be all of the same 
length and be springy. To test for deadness, bend 
the brush as if using it, while still wet. If the hair 
springs back into place quickly, the hairs are alive. 
If it remains curled, it is worthless. 

A good brush deserves good treatment. Here are 
several brief rules for the proper care of a show-card 
brush: 

Never let the color dry in a brush. It should be 
washed carefully and clean after every time it is used. 
If, through inadvertence, this should happen, do not 
bend the brush while dry or try to peel or roll the 
color off. This will spoil the brush. Soak it in water 
until the color is dissolved, then clean by washing. 

Never allow the brush to stand in the bottle or in 
water with the brush-end down; this will curl the 
hairs and it will be practically impossible to straighten 
them out again. 

Never clean the brush with hot water; use cold or 
lukewarm. Heat will ruin the brush. 

After cleaning the brush, squeeze the hairs into the 
flat position by drawing it between the thumb and 
forefinger, and leave it to dry that way. 





Competitive Show Display at I1.A.D.M. 
Convention 

The twenty-third annual convention of the In- 
ternational Association of Display Men will be held 
at the Arcadia, Detroit, July 12, 13, 14, 15. 

Chas. F. Wendel, chairman of the I. A. D. M. 
Program Committee, has announced competitions to 
be conducted in conjunction with the regular con- 
vention program and which promise to provide the 
most interesting and instructive feature ever pre- 
sented at an I. A. D. M. meeting. 
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Among the many competitive displays that will 
be offered for the judgment of the convention are: 


Ladies’ Shoes 
This class provides for unit display, with not more 
than twenty-four pairs of shoes to be used by each 
contestant. Accessories allowed. 


Unit Display, Women’s Hosiery 
No limit set on amount of merchandise to be used. 
Shoes as accessory permissible. 


Men’s Shoes 

Shoes for displays to be furnished by Detroit Con- 
vention Committee. Hosiery, buckles, etc., may be 
employed as accessories in this class. Not more 
than eighteen pairs of shoes to be used in each dis- 
play. 

Show Cards and Sign Painting 

This group will be divided into three classes as 
follows: 

A—Price tickets (pen or brush), sizes 2 by 2 inches, 
3 by 5 inches and 5 by 8 inches. 

B—Descriptive cards—3 of each. Sizes 44, 4 
and 1% sheet. 

C—Two full sheets. 

This group will be judged on quality of work and 
attractiveness of completed tickets and cards. Cards 
in three sub-divisions will be judged collectively. No 
single section of group will be considered. 

Any display man, a member of I. A. D. M. in 
good standing, and a member of Branch Organiza- 
tion in his city (if such organization exists) is eligible 
to enter application in display demonstration con- 
tests. Beautiful prizes will be awarded winners of 
each display unit. 





Stocking Repairing 
A New Enterprise, to Encourage Thrift in 
Hosiery 

Stores that sell fine stockings are establishing 
stocking repairing departments. They mend stock- 
ings, making them look like new, the same as old 
shoes are made to look like new in the modern re- 
pair shops. Also, they dye stockings to match 
shoes or gowns. ; 

A New York store, that recently opened a stock- 
ing repairing department, told its customers that 
fine silk stockings are likely to be more expensive, 
and advised them to take good care of their supplies 
of stockings, and have them repaired when torn. 

Market conditions point to a big season in silk 
hose. 


“The most fashionable hose today,” it was ex- 


plained, “‘is of sheer silk, which is almost transparent. 
The popular colors include black and dark brown. 
The vogue is not changing to any extent. 
hose is fashionable for Summer.” 


White 
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FOR TIRED AND ACHING FEET 


RECOMMEND 


P & V Shoe Powder 


Neutralizes and relieves excessive perspiration. Pro- 
tects the leathers from perspiration cracks and dis- 


coloring. 


Give your customers foot comfort during the Summer 
months at a fair profit to you. Order this attractive 
display stand containing 2 dozen 25c cans and 100 
circulars, all for $3.50. Write your jobber or place 
your name and address on the margin of this adver- 
tisement and send it direct to 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE, WISCONSIN 





CSelnentey 


sr 1852 


Makes a Strikingly Effective Display 
HIS “silent 


salesman” used 
by many of the 
smartest shops. 
Palm Shoe Stand 
No. 4, lower cross 
bar and rear arm ad- 
justable on standard. 
Palm Shoe Holders 
all hinged. Every- 
thing clever for win- 
dow and interior dis- 
plays. Write for 
catalogue. 














J. R. PALMENBERG’S SONS, Inc. 


NEW YORK CHICAGO 
63-65 W. 36th St. 204 W. Jackson Bivd. 


BOSTON BALTIMORE 
26 Kingston St. 108 W. Baltimore St. 








Order 


TRUFIT SPATS 
NOW 











NDICATIONS point to 
i] a marked rise in prices 
next season. We still 
have on hand, lines of the 
present season, with prices 
unchanged, and we strongly 
advise the immediate 
placing of orders. 
All desired shades 
in stock in box 
cloth and felt. We 
cannot, however, 
promise complete 
delivery on all 
lines. 





Samples and Prices Upon Request 


Laing, Harrar & Chamberlain 
43 N. Third St., Philadelphia 
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Jacob Ball’s Success 


A Shoe Merchant Who Believed in Advertising and Using the Repair 
Department for That Purpose 


lay claim to greater or more substantial success his first year, he emerged with not one cent of profit 
in that line than Jacob Ball of Utica, proprietor on the right side of the ledger but a stronger faith in 
{ Ball’s Shoe Store, and the qualifications 
hich have combined to make him an out- 
inding figure in his line are originality, 
eat faith in advertising, good judgment and 
1e courage to back it up all the way. 
\Ir. Ball has established a business which 
»mbines three branches of the shoe industry 
retailing, repairing and shining. In con- 
nection with the retail business, he carries a 
full line of findings. It is probable that the 
idea of combining these three branches was 
original with others in the business, but Mr. 
Ball and the writer have never heard of it. It 
is. but one indication of his originality. 
How many men are there who individually 
would be willing to spend $2,500, or more 
than they earned in their first year of business, The Delivery Car of Ball’s Shoe Store, Utica, New York 
for advertising alone? 
Jacob Ball, energetic and young, but far-sighted, did the business and real enthusiasm—and a few debts. 
this 13 years ago. He used up his entire capital of But he knew the idea was right and that people 


$1,500 for furnishing his little shop with up-to-date wanted a quick shoe-repairing establishment. He 
spared no effort in advising 


them that the commodity 
was at hand and Ball was 
back of it. He let them 
know in various ways that 
Ball’s meant quick action 
and good service. 

How many men would 
consider it good business to 
put $3,000 into a delivery 
car when they could buy a 
Ford for less than $500 and 
make it serve the purpose? 
Ostensibly the only purpose 
Mr. Bal) would have for 
such a car would be to col- 
lect and deliver old and 
worn shoes. 

Jacob Ball did this seven 
years ago, but he made the 
car sell his service, as well 
as do the collecting and de- 
livering. He says it is the 
best investment he ever 
made. Business friends 


Entrance to Ball’s Shoe Store, Showing Prominence Given to Shoe Repairing and ; 
Shoe Shining Departments called him extravagant and 
119 


} EW men in the shoe repair business today can machinery and starting the business. At the end of 
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The Mark of Good > 
Shoe Dressing 


“EAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 
aim of “EAGLE BRAND” production. 


“EAGLE BRAND 


“A Perfect Dressing for Every Shoe” 


Quality is always a “‘repeater.”” And you want to sell a polish 
that is well known and has merit. 


All the popular and desirable colors and finishes for all styles 
of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 
The American Shoe Polish Company 


CHICAGO, ILL. 
FOOUOENQOUNQGQQUDOGQQUNOSGQUNOGQUUNEGOUONOQQUOOSAOUGOGOOUGESGOUOO0Q0U00840UN000000800000000U000900000000008000U00800U080000U008000008900000FOU000000800000000000N0000T1 
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regarded it as poor judg- 
ment. They said to him, 
“You must have money to 
burn when you buy a car 
like that just to deliver 
shoes. You could get the 
same results with a Ford at 
much less expense.” They 
did not get the point at all. 

Invariably Mr. Ball 
would come back at them 
with, “But there’s no kick 
to a Ford. Anybody can 
collect and deliver shoes in a 
car like that, but it wouldn’t 
advertise their business. 
The chauffeur’s wages would be just the same whether 
on a Ford or a Cadillac. This car is an investment in 
advertising. Every time it goes over the street, 
people turn to look at it because they have never seen 
anything like it, and that’s a great Klaxon we have on 
it.” 

Mr. Ball has proven that his judgment was good, 
for men, women and children of that vicinity can 
identify the car ata distance. The driver is skillful 


and quick and uses the big Klaxon generously and 
frequently. 


The appearance of the car is decidedly 
attractive. In visiting neighboring cities, Mr. Ball 
was careful to observe various types of cars, with the 
idea in mind of “something different’’ for his business. 
His favorite color is white and he saw no white cars 


Interior of Ball’s Shoe Store, Showing Conveniently Located Shoe Shine Stands 


121 


The Repair Department of Ball’s Shoe Store, Utica, New York 


anywhere. As a result of his observations, he pre- 
sented specifications to a Utica concern for a body 
designed by himself, and the car of immaculate white 
made its appearance in 1913 and still holds its own 
for beauty and attractiveness on the streets of Utica 
and vicinity. 

Jacob Ball’s faith in newspaper advertising was 
again demonstrated recently by the appearance of 
full-page advertisements in each of the Utica papers. 
They carried the message that it was Mr. Ball’s 
thirteenth anniversary in Utica. The advertisements 
also called attention to his retail business as well as 
the repair line. 

The idea to increase the scope of his business to 
include shoes at retail, repairing and a shine parlor, 
struck Mr. Ball about a 
year ago when he purchased 
a good-sized business block 
in the heart of the city. He 
has had the lower floor of 
the building entirely re- 
modeled to suit his conven- 
ience, and it is a fine 
example of that type of 
business place. There is no 
element of service lacking 
in any department. An 
expert fitter has charge of 
the Retail Department and 
a desirable space has been 
converted into a shine par- 
lor. 

For the benefit of those 
who may be disposed to 
believe that there is con- 
siderable good luck about 
the success of Mr. Ball, it 
may be said that there is no 
part of it but what is born 
of hard work and thought- 
ful planning. The proprietor 





wears white boots or shoes 
knows and buys 


The WHITE CLEANER 
Keeps White Shoes White 


Everybody who buys new white footwear will 
need “BLANCO,” and no one who has ever used 
it will ever be persuaded to take a substitute, for 

“BLANCO” dees its work, does it well 


—and easily—no trouble, no messiness, 


“BLANCO” quality will take care of 
your reputation—“BLANCO” profits 


are as good as #fs reputation. 


So with every consignment of White 
Footwear order a consignment of 
“BLANCO”—“to keep those white 


shoes white.” 
Order now from your Jobber 








Manufactured by 


JOSEPH PICKERING & SONS, LTD. 
SHEFFIELD, England. 








Eee nites OES aes Ta Ee 


¥e-2\% 
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is a young man of keen judgment, which he is not 
afraid to back up by the goods that talk—money. 
The manner in which the success: of Mr. Ball has 
been achieved particularly commends itself to those 
in the shoe industry. From the little room at 5 
Liberty Street to the spacious and well-equipped 
place at 130 Genesee Street, in 13 years, may in itself 
be considered an accomplishment, for one would go 
many miles to find a better or more complete place 
of this kind. The foundation of Mr. Ball’s success is 
faith in the business and well-directed advertising. 


His start was made with one man to > help him. He 
now has a staff of 14 men. 

Before coming to Utica, he built up a small busi- 
ness in Syracuse, which he subsequently sold to his 
father and brothers. His success in Utica gave him 
the incentive to open a business in Schenectady 10 
years ago, which he sold to a brother. 

Mr. Ball is a native of Russia and 38 years of age. 
His success in the shoe repairing business has placed 
him in a position of independence, and: it has com- 
mended him to Uticans and the trade in general. 


Sell Better Shoe Laces 


A. P. Baxendale, the Cordo-Hyde Lace Sales Manager, Believes That 
the Customer Wants to Be Educated on Shoe Laces 


ET behind good shoe laces! That means 
(5 real service, the kind your customer wants. 
A shoe lace is a shoe lace to buyers until you 
show them the difference. Shoe laces may always 
look alike unless they see one that stands out as 
particularly good. Once the shoe salesman has sold a 
customer on a good shoe lace he has sold the customer 
on his firm’s service. 

“The discriminating customer of today wants good 
shoe laces,” said A. P. Baxendale, sales manager of 
Cordo-Hyde Laces. ‘“The good shoe lace fulfils three 
fundamental requirements — durability, appearance 
and service, the latter being the ability to stay tied. 
Because of the comparatively low price of a shoe lace 
the customer is always willing to pay the price of the 
best grade when he feels that he is obtaining some- 
thing of merit. 

“The good lace is not restricted to any class or 
character of stores. It is a universal seller,’’ continued 
Mr. Baxendale. ‘Everyone seems to be interested in 
wearing a better shoe lace. Even outlying districts 
buy the best. Waterproof laces are manufactured 
especially for farmers to resist the dampness of the 
farmyard. Manufacturers of sporting shoes are 
equipping with laces that stay tied and stand hard 
usage. Ball-players choose laces that will not untie 
just as they are about to make a home run. 

“One well-known high-grade lace is impregnated 
with a material which gives the feeling and wear of 
leather. This added material is part and parcel of the 
lace, and not merely a surface fiaish. These new laces 
find favor on account of their wearing qualities and 
appearance. They take a polish just like the leather, 
and enhance the appearance of the shoe. 

““A good shoe lace should blend with the color of the 
shoe. Some merchants have made a feature of their 
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window displays by displaying high-grade laces in 
connection with their better grade of shoes,’’ con- 
cluded Mr. Baxendale. 

You will find that stocking high-grade shoe laces 
and having your sales force tell customers about 
them will increase not only your findings business but 
will also bring new faces into your store. 





Store Ladders Add to Store Efficiency 


Are you utilizing all the available space in your 
store? If the frontage is small and the depth is not 
great, there is only one way to go, and that is up- 
ward. Your shelves can 
extend up to the ceiling if 
you provide the means to 
reach them quickly and 
silently. 

The store ladder in com- 
mon use in many shoe stores 
provides this means of in- 
creasing the efficiency of a 
limited store space. The 
floor wheels and the track 
wheels have a rubber tread 
which makes them noiseless, 
and harmless to the floor. 

The accessibility of the shoe cartons which the 
ladder affords prevents the wear and tear resulting 
from reaching to the out-of-the-way shelves. Further- 
more, the shoe salesman can handle his customers 
faster if the entire range of the stock is thus made 
within easy reach. 

The illustration shows a ladder constructed es- 
pecially for shoe stores by the F. E. Meyers & Bro., 
Ashland, Ohio. 





A Modern Shoe Store 
Ladder 
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Get Ready For Your White Business 


There are no better or better known dressings 
for all kinds of white shoes than GRIFFIN 




















GRIFFIN WHITE KIDINE GRIFFIN PEUERWHITE CLEANER 
For all white kid shoes. A perfect white p hector yyy toe kid. A thorough In white, b a 
septal —— 3 1-2 oz. Folding Top Carton— Cleans, sof! 


Small (15c) Size, $14.25 Gross, $1.25 Doz. $14.25 Gross, ¢ $1.25 Doz. 





5-oz. Size Neck Box— leather what 
3 oz. Size, $21.00 per Gross, $1.80 per Dos. 





Large (25c) Size, $21.60 Gross, $1.90 Doz. $21.60 Gross, $1.90 Dos. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET - NEW YORK, U.S. A. 




















“HUBTIP” “XoMe™.71"” SHOE LACES 


“WOVEN TIP”’’ 





I RERE is no mietai in the oe of “HUBTIP” Shoe Laces 
remiain aiways a permanent biack . Never Siig iP: 


Made pt eoid, will wear twice as long 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’ s or yee = 36 in. s P py gene or —_ 
27 i in, per gro. trings m in. per gro. trings. ° in. per gro. Strings.... .$3.85 
30" “2:80 40° 360) 54 ee See eee Then 
Men’s 63 in. per gro. Strings. : 4.801 © ASSORTMENT CABINET] D ASSORTMENT CABINET 
72 - 5.25 3 “ 18 36 i 
36 pair 36 in pair in 
F ASSORTMENT CABINET 94 * 45 * 40 ‘ 
< pair 2 in ? i ial ie 
A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in ORDER A TRIAL CABINET 


36 pair 36 i in 18 * 45 * . wit 
86 * 45‘ : 18 “ 54 “ COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO. --Mfrs.--Boston and Chicago, U. S. A. 
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Will not rub off! 


He 


LING WHITE—as the name implies—is a 
white that clings—DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 
Auburn, Me. Ponem City. N. Y. 


Marlboro 


Cincinnati Milwaukee 
Haverbill New York 





A Trained Foot Expert # 
Your Store 


G'VES you a powerful influence—a grip upon the buying 
public—who want a relief from foot troubles. One of your 

salesmen can be trained—quickly—without cost—in the Wiz- 

ard Lightfoot Method of foot correction. This is done by 

means of our complete course in Orthopraxy 

of the Foot. Your part is simply to get one 

of your men to study the course. The pub- 

lic is being educated to come to you for foot 

relief as well as shoes. Don’t disappoint 

them! Have YOUR OWN foot expert—in 

your own store — to 

render a skilled profes- 

sional service to your 

own customers. The 

result is more 


SHOE sales. 
Customer Confidence 


is inspired by the knowledge that in your 
store expert shoe fitting is supplemented by 
adequate relief of foot troubles. Our Diploma, 
issued when our Course is completed, is a sign 
and signal to the customer that your SERVICE 
has been extended to include complete and 


prompt relief from pain and discomfort resulting from misplaced 
bones, broken arches, run over heels, etc. We will gladly explain 
the whole matter if you will simply write us and ask for details. 
Do that today. Here is a source of entirely NEW profits—easily 
available to you. Take advantage of it. 


WIZARD LIGHTFOOT APPLIANCE CO. 
1759 LOCUST STREET - ST. LOUIS 
960 Marbridge Building, New York 


Pe 
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NO METAL 
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OXFORDS 
Ready to Ship 





Stock Style No. 591—Cherry Calf 
Varsity Oxford, Winchester Last, AA 
and A, 7 to 11; Band C, 6to1l1; D, 
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SMART STYLES OF FINE MATERIALS 





Stock Style No. 594—Winchester Last 
Cherry Tan Calf Varsity Oxford, Wing 
Tip. Sizes and Widths AA and A, 7 to 


11; Band C,6to11; D,5toll. 
Price $9.25 

















Send for Catalogue 


THE DALTON COMPANY, INC. 


Makers of Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


CHICAGO: 1415 Great Northern Building 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building 
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The Donald Shoe Company 


Philadelphia 


105 — 


IN STOCK — READY TO SHIP 


No. 104—Pat. Chrome, as illustrated. No. 105—Sea I. Duck, as illustrated. 
D and E, 2/5 Sewed Seat. D and E, 2/5 Sewed Seat. 
C, D and E, 4/8 Wedge Heel. C, D and E, 4/8 Wedge Heel. 
B, C and D, 8/11 Wedge Heel. B, C and D, 8/11 Wedge Heel. 
A, B, C and D, 11/2, 4/8 Heel. A, B, C and D, 11/2, 4/8 Heel. 


DONALD’S TURNS OF QUALITY. 
Philadelphia Made 


IN STOCK — READY TO SHIP 


No. 100—Pat. Chrome, as illustrated. No. 101—Sea I. Duck, as illustrated. 
D and E, 2/5 Sewed Seat. D and E, 2/5 Sewed Seat. 
C, D and E, 4/8 Wedge Heel. C, D and E, 4/8 Wedge Heel. 
B, C and D, 8/11 Wedge Heel. B, C and D, 8/11 Wedge Heel. 
A, B, C and D, 11/2, 4/8 Heel. A, B, C and D, 11/2, 4/8 Heel. 


Prices Cheerfully Furnished—Salesmen Will G ladly Display Fall Samples 


MR. HARRY RACE—South. MR F. P. SWETTING—Wisc., Iowa and Minn, 
‘ A. H. ELLIOT—N. Y. City * J G DUNCAN—Indiana, Kentuckey 


; State and New England. é a and Tenn. 
‘ KARL HEIMBERGER, Himself, “ MARK BROWN—Pacific Coast. 


Wm. Penn Hotel, Pittsburgh, Pa. “ EUGENE HANSZEN—Tezas, Oklahoma. 


THE DONALD SHOE COMPANY 


239-241 No. 6th Street Philadelphia, Pa. 
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AN ALL fYEAR MEDIUM TOE WITH 
WALKING GRACEFUL, WELL 
SHOE FITTING 

ARCH 
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IN STOCK NOW Meise 
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No. 1100—Norwegian Pebble Brogue, AA to D,................ $9.25 
No. 1105—Dark Russia Calf Brogue, AA to C,............. ice 


Low Heel. Separate Wing Tip 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET : * PHILADELPHIA 

















DO YOU KNOW THAT~ 

- PHILADELPHIA IS THE LEADIN 
GLAZED KID MARKET OF THE 
WORLD? 

















THE SHOE MERCHANT 
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That’s Why He Spec 


Brown’s Quality Calfskine 


KOKO 3 OTTER 12 RICH TAN 11 BLACK OOZE 
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For the Export Trade, No. 15, Plain or Boarded 


C. D. BROWN & CO, Inc. 
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Keith’s Konqueror Oxfords are Real Shoes 
and Real Sellers— 


YLE Oia Cordovan. Oxford Dunlap Last. AA-D, 5 to 11. 
er stock style catalogue 


The PRESTON. ‘B. ‘KEITH sn see = 
BROCKTON (Campello on), Mas 
w k Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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FOR FIr FORSTYLE FORWEAR 


| BEACON SHOES | 


THERE ARE NO BETTER 


Stock Styles Can Be Shipped With Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 


Below we illustrate some of our STOCK STYLES READY TO SHIP 


(SO STYLES IN STOCK } 


TREND LAST 








No. B510 Price $8.35 


Cordo Russia—Square Throat Oxford 
TREND LAST 
Leather Heel—Perforated Vamp 


A and B, 6-11 C and D, 5-11 


DOVER LAST 


No. B515 Price $8.50 


Wine Russia Oxford 
DOVER LAST 
Wingfoot Rubber Heel 


A and B, 6-11 C and D, 5-11 


F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. Manchester 
Chicago, Ill. New Hampshire 
Order from nearest point. Latest catalogue sent on request 











FOR FIT FORSTYLIE. FORWEAR 


BEACON SHOES 


THERE ARE NO BETTER 


Stock{jStyles Can Be Shipped with Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 





(50 STYLES IN STOCK } 





Stock No. 57 ; 
Price $6.50 Stock No. B056 


Price $5.50 
Burgundy Russia Oxford, Trend Last, Imitation Wing , 
Tip, Beacon Rubber Heel, B, 6-11; C-D, 5-11 Cordo Tan Russia Oxford, Dover Last, 
Leather Heel, C, 6-11; D, 5-11 


Stock No. B92 Stock No. BO80 
Price $7.05 Price_$5.50 


Burgundy Russia Bal, Trend Last, Imitation Wing Tip, Cordo Tan Russia Bal, Dover Last, Leather Heel, 
Wingfoot Rubber Heel, B, 6-11; C-D, 5-11 C, 6-11; D, 5-11 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. Manchester 
Chicago, II. New Hampshire 
Order from nearest point. Latest catalogue sent on request 





Another live, up-to-date number 


Heavy boarded calf,- waterproof 
construction, on perfect fitting last. 


Merchants, see our 
placing Fall orders. 


shoes’ before 


BROCKTON SHOE MFG. COMPANY, Ince. 


BROCKTON 


ANDUAAUONNEUCHAUENAGGAUNGECQONAUNEAONEHUCHUGUNAAOONONcCQNAUbOAONONOCuOuOdDONtONcQUNNAUOcOvONN eC esuocaboNNbOcoooosooedeeNdCoedtiNdHDS 


(Campello Station) MASS. 


RUSSELL’S “NEVER-LEAK’”’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right 


leather can be made. Suited for every kind of going, they 


| ,, ‘eather can be 10 comfortable and as water repellent as 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’ SEAMS 


are warranted not to break or open 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “going.”’ 


Catalog and merchants’ price list yours for the asking. 


W.C. RUSSELL MOCCASIN CO. 


BERLIN A 3 zt WISCONSIN 


co UT TT IMUM MUMUnem insite tet TTT 
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Sell More Shoes by 
Putting Them 
to Work 


We have created a unique for- 
mula that should do just this for some 
manufacturer of shoes suited to out- 
door wear. 


Mr. Danielson will show it to a 
manufacturer wha is acquainted or 
would acquaint himself with the ex- 
pectations and accomplishments’ of 
advertising. 


DANIELSON & SON 
Advertising 


Established 1886 


PROVIDENCE « RHODE ISLAND 


io N Sits 


& 
WOMEN’S COMFORT OXFORDS 


PRICE - - $2.15 


—Women’s Cabretta Plain Toe 
Osford, Rubber Heels, Cushion Innersoles, 
Packed 36 pair tocase. Sizes 4 to 8, 5 to 8. 


No. X400—Same as above, with Stock 
Tip. Price. . : $2.15 


TERMS: Net 30 days, F.O. B. Boston 











ELIOTT SHOE CO. 


677-679 Atlantic Ave., 
BOSTON 9, MASS. 








Showing section of Monroe 
dials on which answer and 
proof appear simultaneously 


“You Don’t Have 
To Figure It Again” 


CERTAIN executive of a shoe manufacturer de- 
cided he was ready to choose between two calculat- 
ing machines—the Monroe and one other. 

“‘We need five calculating machines in our office 
here,”’ he said to the machine representatives. ‘‘I know 
the claims for your respective machines, but I can’t de- 
cide which is the better. So I want to put you to a test. 
I will give you a problem to figure. Whoever gets the 
answer first and proves it to be dependably accurate, 
gets my order. Ready? Then multiply 20.125 by 

25.” 


“Finished!’’ said the Monroe man. 

“You're first on speed, ” said the executive to the 
Monroe man. ‘“But,’’ he continued, “how do you 
fellows know your answer is right? I suppose you have 
to figure it over again to be absolutely sure?” 

“Not on this machine,’’ replied the Monroe man. 
“T know my answer is right: here’s the proof of it. 
There’s my Multiplicand in the keyboard 20.125 
there’s my Multiplier . 425, in the upper dial and there’s 
my Answer, 8.553125, in the lower dial—all three fac- 
tors prove my work is correct. 

“You don’ t have to figure it over again if you have a 
Monroe.’ 





Says the A. E. Little & Co., makers of Soro- 
sis Shoes: 

“We finished our inventory this season in less 
than half the usual time required, and we at- 
tribute a large part of the saving to the Monroe 
Calculating Machine which has given us entire 
satisfaction since installed.” 








' The Monroe's speed, accuracy and simplicity of ee (no trained 
rators required), adapt it for use on every kind of figure-work in the 

office or in the cutting room. Figuring costs, payrolls, checking in- 

voices, figuring interest, discount and all figure work peculiar to the 

cutting room, the Monroe will readily assume the burden of your 

fi ure-work. Mail coupon for more complete information, contained in 
ook of Facts.” 


REG. U. S. PAT. OFF. 


CALCULATING 
MACHINE 


Calculating 
Machine Co. 


Woolworth Bidg. 
New York, N. Y. 


how your machine will save 
time on our figure-work. 
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Your customers of this season— 
can you 
count on them next season?r 
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To make customers stick to your store 


try this: 





A simple plan that many successful 


i HY do people “shop around” for shoes? 
Why do they buy here once and there the 
next time? Why is it that, last season, 

\Irs. Brown was your customer and, this season, 

1e bought of your competitor? 

Not customers with slight grievances—not those who 

inove away: they who are lost for such reasons are a 

nall fraction of the number. But the rest—those 
who by their number make the problem big and 
serious—why aren’t they steady customers? Why 
do they float around from store to store? 

it’s because most shoe stores in any community are 

simply ‘‘shoe stores’’—and folks can go to any one 

of them and get “shoes.” 


Cut prices, short profits, and 
customers for a day 


\lerchant B’s shoes are apt to be as good as Mer- 
chant A’s—they both trade on their own reputa- 
tions and they’re equally good. So when Merchant 
3 cuts his prices, why not buy from him? 
Price is the only strong talking point on unidenti- 
fied, unknown shoes, so customers that Merchant 
A thought were his, go over and buy from Merchant 
B. 
Perhaps you have been in Merchant A’s place. 
Perhaps your store has grown some but is still in 
the “shoe store” class, subject to short profits and 
unsteady growth. 
Then consider this plan. It has been proved out. 
Upon it as a sound foundation many of the most 
marked successes in the retail shoe business have 
been built—successes marked because of the speed 
of their growth, their commanding positions and 
the prestige they enjoy. 
Don’t buy four or five different makes and feature 
simply “shoes.” Pick out, instead, a few well-known, 
fast-selling lines and concentrate on them. 
Simple; but see what it does! 


More customers, better profits—and 
a trade you can depend on. 


‘Take your women’s department, for instance. 


merchants are using 


There you have the Red Cross Shoe. Because it 
is pre-eminently the known choe among women. 
Because, with its wide style and price range, it is 
a big enough line to fill every reasonable demand 
in its grade. Because it has won the title of “‘the 
most salable shoeéin America.” 


The reputation of the Red Cross Shoe, a reputation 
built up by years of advertising to the public, 
attaches itself to your store. 


Women recognize it as the one shoe which com- 
bines comfort and style; they recognize it as a 
standard of dependable value. (And, after all, 
these are the qualities the great majority of 
women seek in footwear: what they want most.) 
So your store, “where Red Cross shoes are sold,” 
attracts customers with a force that is stronger than 
your competitors’ who sell merely “shoes.” 


On each sale of the Red Cross Shoe you make the 
profit you deserve. 


And you bind your customers to your store by the 
strongest tie—complete satisfaction. You sell 
the Red Cross Shoe and your customers come to 
you for it. 


So, too, for your men’s and children’s departments, 
there are a few well-known, fast-selling lines upon 
which you can concentrate with much of the same 
assurance of success. 


These, we realize, are to you just bald statements. 


But all the evidence that you can want—proof of the 
soundness of the policy of concentration on shoes 
that people know—is waiting for you. Red Cross 
Shoe Accredited Agencies in small towns and big 
cities have tested it. We can give you concrete 
facts on what they’ve done—facts that will thrill 
you! 

We'd like to do it....Will you let us? Write or wire 
for an interview with one ‘of our representatives. 
It won’t obligate you. The chances are that it will 
show you a short cut to a permanent place of 
leadership in your community. 


The -Krobln=Fechheiaat Co. 


811 Dandridge Street 


% 


* 
= = 


- Cincinnati, Ohio 


Bes : 
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White Leather. 
Select a White Leather 
Thats Right . : a 
Specity The Whitest White LEVORS. 
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TANNERS OF CABRETTAS 





NEW J 
BOSTON ST. LOUIS 
KEE 
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Review of Leather 
Supplies and Prices 
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Leather Values Steady 


Tanneries Facing New Labor Demands and with 
Delayed Freight Are Firmer in Their Views— 
Tone Better Than Few Weeks Ago 


While there is no material change 
over last week in leather values, the 
handicaps occasioned by the railroad 
situation and fresh labor demands on 
the part of the tannery workers do not 
help any toward lowering leather pro- 
duction costs. Most of the leather 
workers in Eastern Massachusetts tan- 
neries have made a demand for largely 
increased wages to go into effect May 1. 
Tanners are also faced by similar 
demands in some other parts of the 
country. It seems to be the disposi- 
tion now of the tanners to fight these 
new demands and it is not known now 
what the outcome will be. 


With receipts from the tanneries de- 
layed again, it has meant buying from 
the warehouses and the market centers, 
and shoe manufacturers have continued 
the policy of buying materials rather 
close to their needs. They are holding 
back on placing large contracts, while 
retail merchants are not sending in 
orders in normal volume. 

The concensus of opinion is that we 
have reached the limit of low-priced 
leather for the present, at least. There 
have been fair sales the past week, and 
side leather dealers have had liberal 
orders. Colored chrome sides imita- 
ting the calf finishes are in best demand, 
especially in top selections. Trading 
in calf and kid has not been so active 
although back orders have absorbed 
much of the choice stock. The cheaper 
stock has been slowly accumulating, 
and prices range from 90c per foot 
down .according to quality. 


Calf Leather 


Purchasers of calf leather are con- 
fining their buying to their needs and 
are not inclined to contract ahead. 
Prices remain firm, however, with the 


best selections of colored calf offered at 
$1.25 to $1.30 per foot. This is about 
15 to 20 cents off from the high prices 
of last Fall. The heavier weights are 
quoted at $1.30 to $1.35 and good 
selections can be obtained around 
$1.15 to $1.25, with the cheaper grades 
at $1.00 to $1.10. The lower grades of 
colors can be obtained at 95c to $1.00 
per foot. Black calf runs about 5c to 
10c per foot lower than in colors. 
Ooze calf is still quoted up as high as 
$1.45 but good selections can’ be ob- 


ey v DRDDUEADRDADETOAAADSSORO SRE DARE ODED PLE = 


TT ae 
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Sa 
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tained from $1.25 to $1.35 per foot, and 
down according to quality. 


Side Leather 


The heaviest trading is in upper side 
leather. The demand for the medium 
priced shoes is bound to make demand 
more active for the various finishes of 
side leather. Tanners of kips with 
calf finish report better business and 
top grades of full grain colors are quoted 
at 70c to 80c per foot, with medium 
selections lower. The lower grain 
leathers run down as low as 30c to 45c 
and there are other selections all the 
way between this price and the highest 
price quoted. White buck is still held 
high with the best grades quoted at 85c 
to 90c per foot. The above prices are 
going to enable producers to make a 
medium priced shoe, ranging from $8 

(Continued on page 187) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 
Sole Leather 
1914 1919 1920 
Cents per pound 
56@57 56@ 
54@55 54@ 
85 @92 .10@1. 
80@85 92@ 
84@85 88@ 
80@83 85@ 
17@18 15@ 
23@25 20@ 
38@40 ' 36@ 
24@25 | 21@ 
27@28 27@ 
Cents per foot 
43 @50 60@ 6! 
—@50 —@ 60 
Upper leather quotations are not given, owing to the wide range of prices which 
depend on quality, grade and selection. 


—@30 
24@26 
47@50 
15 @46 
—@44 


Hemlock sole, heavy, No. 1 

Hemlock sole, seconds, mid.............. 
Oak sole, No. 1 bends 

Oak sole, No. 1 backs, all weights......... 
Se en ae ee 
Union cows, flat 

ee OI: ROOMS... 5.5 5c eee ewes 
Ce, Snes eeees.... so co cc eee. 
Offal, hemlock shoulders 

Union offal, heads 
ee 


Chrome, S. A. dry hide, 714 to 10 iron sides 
Chrome, green hide, 6 to 8 iron sides. .... 


Hides and Skins 


1914 1919 1920 
Cents per pound 
18 @18% 304%@31 
— @17% 29 @30 
15 @15% 21 @23 
Chicago City calfskins 214%@21% 45 @57% 
B. A. dry hides 2 — @38 


35@37 
—@35 
23@27 
45@65 
38@42 
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Customer Getters 


IN STOCK 


c Samples 
e ‘ 
, submitted. 
hesitate to 
%,. 
& 9, 


your order 
these splendid 





1207—Finest Grade, Selected Genuine White Kid, Doris Tie, Strictly Hand Turned, 


17-8 Kid-Covered Louis Heel, Hand-Worked Eyelets, Broad Silk Ribbon Bow. 


ke ee Eden ear rar nee a Rais Rae Ach Ewin a hactachs nce sak a $11.00 
3700 <--Slams an choveie Mine Getims POG acc 5 ick be cb 6btc Hi0 cies iedetesrcacn 8.50 
1206—Same as above in Brown Ooze Calf. Price.. ‘ . 10.00 
.10.00 


1406—Same as above in Color *‘S’”’ Grey Ooze Calf. led. ; 
168—Style as above only. in a Fine White Cabretta, lenitation leak very y flexible 


a Ce TA ts - I 6 oink 6.6 00-40 nde ebesndsdaedadartaae ence 7 00 


AAA AA A 


444 to7 314 to7 3 t07 
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cA.H.GAINES 


441 DUANE 
NEW YORK 
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GORDON CO Ine. 


STREET 
CITY” h 


Shoes That Will Sell Rapidly Between Now 
and Decoration Day 


IN STOCK 


on 
cheerfully P 
Do not at 
XS 
wire us yy 


on some of eo 


numbers 





654—Finest Brown Kid 5 Eyelet Oxford, Imitation Perforated Tip and Vamp, 14-8 


Leather Military Heel, Top Grade Welt Shoemaking. Price....................$8.00 
649—Same as above in Black Glazed Kid. Price................... 00. cece eeeee 7.00 
326—Same as above in Gun Metal Calfskin. Price.........................000.. 6.50 
152—Style as above in Black Glazed Kid, Fine Flexible McKay. Price.............. 5.00 
160—Same as above in Brown Kidskin. Price................. 0.0... c cece ce eeaces 6.00 
169—Same as above in Fine White Cabretta, 14-8 Military,Wood Covered Heel. 

_ Re Pigirae Feiet eree  ee el nee ro 
B Cc D 
3 to 7 2144 to7 2144 to7 


Terms: 2 per cent 10 days; net 30 days. 
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PLUS BUSINESS 
FOR EVERY DEALER 


eat retailers have long been 
seeking a comprehensive line 
of footwear that will lead them 
to plus business. The United 


States Rubber Company has 
long been working toward that 


goal with Keds. 
TODAY we believe that goal 


has been reached. There is 
scarcely any demand for work, 
sport, dress, or street wear that 
Keds cannot satisfy. 
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Active Rubber Market 


Many Orders to Be Filled for Stocking Up Whole- 
salers and Retailers—More Attention Paid 
to Style and Construction 


Factories are as busy as capacity will 
admit of, and it will probably be the 
busiest season on record in the manu- 
facture of rubber footwear of all de- 
scriptions. More attention is being 
given to new processes and the intro- 
duction of practical new construction 
methods than ever before. Scientific 
principles are being applied in every 
way possible to the manufacture of rub- 
ber boots and shoes in the large plants. 
The goods are increasing tremendously 
in the matter of quality and wear- 
resisting features combined with great 
durability. This applies especially to 
the heavy boots such as are used in 
quarries, construction works, for farm- 
ing, lumbering, around garages or 
water fronts, and in all places where a 
boot is required which will withstand 
acids, alkalis and chemicals. The boots 
and bootees for heavy work such as 
mining are made with net linings and 
leather insoles, and are otherwise re- 
inforced and strengthened. 

In the matter of style in the lighter 
goods for street wear, much attention is 
being given to better fitting and wearing 
qualities and also they are closely fol- 
lowing the new sboe lasts. There is 
more variety of style than has been 
noticed for some seasons past, and with 
stocks so depleted as they have been it 
will not be easy to fill the greater num- 
ber of orders which have been placed. 
Not since the shoe business has assumed 
its present proportions have wholesale 
and retail merchants been so closely 
sold out. Referring again to new 
features, more attention is being given 
to reinforcement where the wear comes 
the hardest. One line of boots has a sole 
consisting of five soles vulcanized into 
one. At the seam in the back where 
heavy strain comes, it is reinforced by 
ten thicknesses, and to prevent break- 


ing through at the toe, the boot has 
three heavy layers, the special toe cap 
and an extra sheet of high quality rub- 
ber on the inside. At the instep bend, 
six heavy thicknesses serve to strengthen 
the boot at that point. 


Outing Lines 

Factories making tennis lines and 
shoes partly of leather and canvas with 
rubber soles are very busy, and the de- 
mand for this class of footwear is con- 
stantly increasing. The sport footwear 
feature of the business is one that may 
be expected to expand and increase 
steadily, and retail merchants are pay- 
ing more attention to this end of the 
business. 

Crude Rubber 

The plantation rubber market has 
been dull the past week, and while there 
is an easy tone, prices showed no ma- 
terial changes. In fact, the liberal 
arrivals with little factory demand 
serve as depressing factors. There was 
some buying in the way of short cover- 
ing, but practically no demand came 
from factory buyers. Closing prices 
which were nominal were on the basis 
of 45c for ribbed smoked sheets on spot 
and near-by; 4534c for May arrival; 
1614c for June; 46%c for July; 4734c 
for July, August, September; 48%4c 
for July-December; 4934c for the last 
quarter of the year. Paras and Centrals 
continue neglected with prices nominal 
and unchanged. 
First latex pale crepe 
Smoked sheets 
POM OBOE 6.5565 Sse ord'mopale 
Up-river fine para 
Up-river coarse..............31} 
Go. a re 
Caucho ball upper........... 
Caucho ball lower........... 


| Bes tal 
Damme) 


‘ootwear 


The Market Situation - Prices and 
Style Information - Trade Notes 


BRE MA CC EEO bi 


xs PODDDDARBDRDEDALAODAADDADRA DORI OOD ARESITAITA) 


SUITE 


Centrals and Mexicans.......30 @32 
Guayule (20% moisture).....25  @27 


Scrap Rubber 

The situation continues dull with no 
special features of interest. There is 
virtually no change in prices from last 
week and reclaimers are not coming into 
the market as actively as usual. 
MOGtS ORE GNOOB 6.605605 cc oT 
Arctics, trimmed 
Arctics, untrimmed..........5 


TO IMPROVE MERCHANT COo- 
OPERATION 


U. S. Rubber Men Hold Conference 
to Discuss Subject 


Of more than casual interest to the 
shoe merchants of the country was the 
recent conference in New York of the 
United States Rubber Company’s Sales 
Service Managers. 

“Every sales service man is the daily 
point of contact between his company 
and the merchants. He must convince 
the merchants that he is their personal 
representative. It is his duty to see that 
they get. every bit of service possible. 
This can be done beyond a doubt. Now 
our task demands that we carry it 
through.” 

This is the definition of the object of 
the department as given by its super- 
visor, T. H. Young, at the conference. 

For the purposes of the department’s 
work, the country is divided into dis- 
tricts with a sales service man attached 
to each district. Distribution of adver- 
tising, price lists and catalogs among 
the merchants is one of the main duties 
of these men. Much closer relationship 
between the larger company and the 
merchants can be maintained by having 
a man in charge of this distribution in 
each district. It means more attention 
than could be given from the general 
offices in New York to the dealers as a 
whole throughout the country. 

Adjustment of complaints is another 
duty. The distribution of dealers’ 
helps, lanternslides and electros and 
suggestions for dressing window dis- 
plays are only a few of the many other 
items which come under his jurisdiction. 
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“CRUMBS or COMFORT” 


REG. U. S. PAT. OFF. 
EASY SHOES FOR WOMEN 


IN STOCK 
93 STYLES 


“LADY WASHINGTON” and “PANACEA” 
Cushion Sole, Turned 


“DAVIS NEW PROCESS,” A PATENTED CUSHION 
| SOLE McKAY 


x x x 


WRITE 
FOR 
CATALOG 


x x XK 


STOCK W 200 STOCK 476 
Kid Polish, Kid Tip Kid Seamless Polish 
Rubber Heel, Cushion Innersole Plain Toe, Rubber Heel 
TURNED Cushion Innersole, Turned 


$5.15 $5.15 


—MADE BY— 


A. H. BERRY SHOE CO. 


428-30 Albany Bldg., Boston, Mass. PORTLAND, ME. 
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HIS ToRY 


No. 2006 : 
Chocolate Elk, Hi-Cut Lace, 
Goodyear Welt Skuffer, Tred- 
shure Last No. 16. Sizes 5-8, 
D and E Widths; Sizes 8-11, 
D and E Widths. 


No. 2032 
Gun Metal, Goodyear Welt Skuffer, 
Tredshure No..16. Sizes 5-8,D and E 
Widths; Size 84-11, D and E Widths. 


a Good Welt Skuf. 
te Elk, year Welt Skuf- 
Choselevahere Last No. 16. Sizes 5-8, 
D and FE Widths; Sizes 844-11, Dand 


E Widths. 





K-Z Welts for 
Little Folks | 
Are 
Dependable 


Quality 
Is Our 
Motto 


Concentrate on the 
broad line of K-Z 
quality shoes and 
make your profits 
on quality. 


Kalt-Zimmers 
Mfg. Co. 
Milwaukee, Wis. 
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National Shoe Retailers’ Ass’n. 
George W. Baker Shoe Co. 
Bliss & Perry Co. 

Boot & Shoe Recorder 
Bristol Patent Leather Co. 
Brockton Rand Co. 

Brown Shoe Co. 

Arthur L. Evans 

L. B. Evans’ Son Co. 
Farnsworth Hoyt Co. 
Hazen B. Goodrich & Co. 
Hazen-Brown Co. 
Hunt-Rankin Leather Co. 
George E. Keith Co. 
Keystone Leather Co. 
Menihan Co. 

Morse & Burt Co. 

A. E. Nettleton Co. 

Peters Mfg. Co. 
Thomas G. Plant Co. 

Rice & Hutchins, Inc. 
Seamans & Cobb Co. 

Selby Shoe Co. 

Stetson Shops, Inc. 
The Shoe Retailer 

United Shoe Machinery Co. 
Dnited States Rubber Co. 
Wizard Foot Appliance Co. 
E. T. Wright & Co., Inc. 
Alexander & Co. 

Chisholm Shoe Co. 

Cohen Brothers 

L. S. Donaldson Co. 
William Filene’s Sons Co. 
R. H. Fyfe & Co. 

A. H. Geuting Co. 
Gilchrist Co. 

W. C. Goodwin 

Guarantee Shoe Co. 

F. A. Guinivan 

A. V. Holbrook Bootery Co. 
A. H. Howe & Sons 
a Peterson & Newhall Co. 
Crupp & Tuffly 

Lewis & Reilly 

ohn A. Meadors & Sons 

homas F. Peirce & Son 
Potter Shoe Co. 

Sherron Shoe Co. 

‘ Simmons Corp. 
Slade Shoe Shops 
Stelling-Nickerson Shoe Co. 
Vaile Shoe Co. 

Van DeGrift Shoe Co. 
Volk Bros. Co. 

K. W. Watters Co. 
W. W. Willson 
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ARTHUR L. EVANS, President and Editor-in-Chief. 
GEORGE F. HAMILTON, Managing Editor. 





The number of enrolments possible 
for us to care for now is limited 


Because — 


Thousands of retail shoe merchants and sales- 
men have sent requests for ““The Road to Ad- 
vancement for Retail Shoe Salesmen”— 


Enrolments for the Training Course are coming 
in so steadily from all parts of the United States 
and Canada— 


We are obliged to say this:—“There is a limit to 
the number of students that we can care for in the 
beginning. We can go just so far the first year. 
It is a case of ‘first come, first served’.” 


Make sure that you have your copy of “The 
Road to Advancement” by sending for it today— 
use the coupon below. And lose no time in 


sending your enrolment. 


Cut Out, Sign and Mail this Coupon Today 





RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Ave., Boston, Mass. 


Please send, without obligation, copy of “The Road to Advancement for 


Retail Shoe Salesmen.” 


If a firm, please give No. 
of salespeople 
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STRIKE AFFECTS PRODUCTION 


Shortage of Materials Develops as 
Result of Walkout 


Milwaukee boot and shoe factories 
have been working against almost in- 
surmountable handicaps and obstacles 
during the last two weeks because of 
the outlaw strike of union switchmen in 
all of the big railroad centers of the 
United States. The trouble reached 
Milwaukee on April 10, and since that 
time it has been impossible to move 
more than a few cars through this termi- 
nal. With foodstuffs given strict prefer- 
ence, boots and shoes, as well as other 
principal products of Milwaukee indus- 
tries, have been piling up on side tracks, 
while the stoppage of receipts of raw 
materials from other sections has 
affected production itself. 


Tanneries Hard Hit 


Tanneries at Milwaukee and other 
points in Wisconsin felt the extreme 
pressure of the railroad strike almost 
immediately, and unless an adjustment 
is reached within a short time, these 
industries will be forced materially to 
curtail operations. But a fraction of 
shipments are being received, while 
embargoes on outgoing freight also set 
up a formidable obstacle. The fuel 
situation has not been unusually severe 
up to this time, but supplies also are 
getting short. 


RETAIL TRADE GOOD 


But Merchants Worried by Non- 
Receipt of Shoes 


Shoe merchants in Milwaukee and 
throughout Wisconsin, who depend on 
Eastern factories for their merchandise, 
feel the pinch Of the strike. Very little 
has been received for nearly two weeks, 
while the Spring demand is getting 
under full headway and some lines are 
in need of immediate replenishment. 
Retail trade is of good volume now that 
the weather has become more seasonable 
thap it has been since the beginning of 
Spring. 
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Low cuts are moving with facility 
and white shoes are beginning to attract 
the attention of buyers, although it 
will be probably a month before these 
goods start to move, as warm weather 
does not usually arrive until late in May 
or early in June. 


NEW TANNERY PLANNED 


To Produce High-Grade Dress Shoe 
Leathers 


One of the largest and finest tanneries 
in the Middle West will be erected at 
Sheboygan, Wis., by the Armour 
Leather Company, operating in that 
city as the Badger State Tanning Com- 
pany. The Badger State plant was al- 
most totally destroyed by fire three 
months ago. The Production Depart- 
ments will now be rebuilt on a larger 
scale than before, a contract having 
been awarded to the Westinghouse, 
Church, Kerr & Co., Inc. When the 
new plant is completed, about Aug. 15 
or Sept. 1, the Sheboygan tannery will 
produce only high-grade dress shoe 
leathers. For 1920 the total Armour 
production will be in excess of 2,000,000 
hides, including the production of the 
new Sheboygan tannery. 


SAYS CREST IS REACHED 


Philadelphia Merchant Predicts 
Gradual Deflation 


Jacob Gimbel of Philadelphia, head 
of Gimbel Bros., Milwaukee, New York 
and Philadelphia, stopped in Mil- 
waukee last week on his way home from 
California, where he spent the Winter. 
In his opinion, the inflation caused by 
the war, and consequent abnormal con- 
ditions, have reached their crest, but 
the country cannot hope to return to 
normal until there are sufficient of 
nature’s commodities, principally farm 
products, to meet the abnormal demand. 

““Generally speaking, it would seem 
that prices have reached their peak,” 
said Mr. Gimbel. “I am just returning 
from the playground of America and 
my thoughts have been far removed 
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from business, but judging from condi- 
tions found on the Pacific Coast and 
here, it would seem certain that this 
inflation must be punctured. In my 
estimation an immediate return to 
normal is not at hand. The decline 
must be gradual. Production of neces- 
sities must catch up with the demand 
before actual deflation can set in. 
In this connection the disquietude of 
labor is an important factor.” 


NEW RETAIL FIRM 


Walk-Over Agency Becomes General 
Shoe Store 


The Stover Shoe Store, 137-139 
Grand Avenue, Milwaukee, originally 
established as the local retail branch of 
the George E. Keith Company, Brock- 
ton, Mass., blossomed out last week as 
the exclusive property of Floyd H. 
Stover and associates. Mr. Stover 
announced that the firm has “outgrown 
the restrictions that naturally go with 
merchandising one line of shoes. There- 
fore we have discontinued the sale of 
Walk-Over shoes and have gone into 
the open market and contracted for 
several lines of the world’s best and 
finest footwear.” 


New Store Is Opened 


The G. R. Kinney Company, 204 
West Water Street, Milwaukee, held 
the formal opening of its new store at 
211-213 Third Street beginning Satur- 
day, April 17. It is now housed in a 
large three-story building, with full 
basement, where there is room for ex- 
pansion and relief from the congestion 
of the over-crowded quarters on West 
Water Street, where the store has been 
located since the Kinney Company 
came to Milwaukee. 


George Martin, Jr., Dead 


A pioneer of the tannery and leather 
industry of Milwaukee, George Martin, 
Jr., president of the George Martin 
Leather Company, passed away on 
April 12 at the age of 75 years. Mr. 
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HARTMAN SHOE COMPANY Y 


{AVERHILL, MAS 





The Line of 100 St 
of Comf fort teen 
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TIMSON snoe. Ine. 
Besten, Mass. 








PHILLIPS-CRAM CORP. 
Successors to 


NASON & PHILLIPS 
Makers of 
Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Beston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 
Immediate Delivery 
Patent Chrome Hand- 


Pumps, 
I7-8 Cevered Leuis Heel, 
Cc,D. 2-7. 


$4.50 


Black Kid Hand Turned Seam- 
less Opera Pumps, Full Breasted 
Covered Louis _ Le. $5. 50 


B,C. « « « 

Same in eens a a 5.10 
Terms 2%-10, net 30 
‘BARNETT SHOE CO. 
118-112 Summer St. Boston, Mass. 
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In Stock Indian Moccasins 




















BOUDOTIRS 


HIGH-GRADE ONLY 

ine Cabretta, Blacks . $2.10 
Fine Kid » Blacks. . .. 3.25 
Fine Cab., Strap Sandal 
Make a Specialty of Colored Kid 





THE ORIENTAL BOUDOIR CO. 
61 Essex St., Haverhill, Mass. 
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Martin was born in Germany on 
Oct. 29, 1844, but came to America with 
his parents when he was eight years old. 
The present business was founded by 
his father in 1865. 


Black Cat Changes Name 


The Black Cat Textiles Company of 
Kenosha, Wis., widely known in all 
parts of the United States for its Black 
Cat hosiery and Cooper’s Bennington 
spring needle underwear, has changed 
its corporate title to The Allen A. Com- 
pany, retaining all of the old trade- 
marks. The change is made to add the 
names of the owners of the business to 
the corporate title. Allen is the name 
of the principal interest and “A” is 
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the standard mark of first and highest- 
grade products. 


Tanners at Convention 


The Milwaukee tanning and leather 
industry was well represented at the 
Spring convention of the American 
Chemical Society, held during the past 
week at St. Louis. A large delegation 
from the Milwaukee section went to the 
meeting under the leadership of John A. 
Wilson of A. F. Gallun & Sons Com- 
pany. Papers were presented by 
Messrs. Gallun, Kern and Wilson of the 
Gallun Company, also by Dr. Louis 
Levi, of the Pfister & Vogel Leather 
Company, who is chairman of the 
leather section of the National Society. 


St. Louis 


FEWER FINE GRADES SOLD 


Tendency Seems to Be Toward 
Medium-Priced Shoes 


The wholesale shoe district reports of 
selling for Fall and Winter, and in fact, 
in some degree on immediate business, 
indicate the development of a trend in 
the buying which is carrying the per- 
centage proportion of high-grade foot- 
wear business downward in its relation 
to the aggregate sales. 

The exact cause for this tendency has 
not been satisfactorily determined. 
Whether it is because the retail mer- 
chants are playing safe on their advance 
orders, or whether it is because the 
public is beginning to modify its ex- 
pensive tastes is uncertain. At the same 
time reports are coming in that the con- 
suming trade is in some degree more 
cautious than it has been in its pur- 
chases—that it is seeking more of the 
medium and popular-price goods and 
somewhat less of the high-grade foot- 
wear. This latter development seems to 
point to a modification of the generally 
prevailing indifference to cost which 
has actuated the buying public in 
this section for the past year. 


Price Reduction Indicated 


Manufacturers questioned in St. 
Louis the past week regarding the de- 
velopments noted were not inclined to 
commit themselves specifically, but 
there is an indicated tendency to look 
for at least a more stable condition in 
prices and supplies if not for actual and 
real reductions in price. One executive 
interviewed called attention to the fact 
that much of the high-price condition 
had been caused by the insistence of the 
public on having only high-grade goods, 


thus concentrating heavy buying on the 
small percentage of high-grade ma- 
terials. Any movement away from this 
condition, he said, was likely to steady 
and even lower the price of the high- 
grade lines and at the same time stabil- 
ize the business generally by developing 
additional demand for medium and 
popular-price goods on which the fac- 
tories had always been ready to supply 
more than had been called for by the 
trade. 


RETAIL BUSINESS SLOWER 


Pair Volume Lower—Due Partly to 
Weather 


Rather unseasonable weather during 
the past week has caused something of 
a slackening of retail business, although 
the aggregates reported are reasonably 
satisfactory. The volume of sales in 
pairs is still lower than in comparative 
preceding periods and there is not much 
expectation that this will change, at 
least until there is a change in price, 
for the very high levels attained in the 
better quality goods are confessedly 
having their effect on the buying of the 
public. 

There has been no accentuated ac- 
tivity since the pre-Easter buying, and 
while that in itself was reasonably good 
there, too, the number of pairs sold was 
on the wrong side of the comparison. 
Because of this condition as well as 
because of the caution which the larger 
retail merchants are exercising as re- 
gards the future, the buying for forward 
deliveries is being very carefully done, 
and the aggregate, it is declared, is 
being held down in the belief, or at 
least the hope, that there will be lower 
prices and with that a possibility of 


_ increased volume of sales. 
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Trying to Speed Deliveries 


T. Garrison Merfit of the Rice & 
Hutchins St. Louis Shoe Company and 
Harry Vinsonhaler of the Vinsonhaler 
Shoe Company, both of whom have been 
in the East in connection with the busi- 
ness of their respective houses, have 
returned to St. Louis. The purpose of 
their trips in both cases was to see what 
could be done to improve deliveries on 
merchandise under order as well as to 
look further into the Fall and Winter 
situation. 


Strike Situation Improves 


Theo R. Samuels of the Samuels 
Shoe Company spent the latter part 
of last week in Chicago in connection 
with the hastening of manufacture and 
delivery of some of the lines handled by 
his house, particularly flexibles. He 
returned to St. Louis the first of the 
week and resumed his attack upon the 
problems involved in shipping goods 
whose movement is interfered with by 
the rail strike under way in St. Louis, 
but which is steadily improving. 


Placed in Charge of Styles 


J. T. Johnston, formerly with the 
Hamilton-Brown Shoe Company, and 
more recently with the Pedigo Weber 
Shoe Company, to which concern he 
came after a short stay in the East 
after leaving the Hamilton-Brown Com- 
pany, will be connected with the Brown 
Shoe Company after May 1, in charge of 
style development. This will enable 
George M. Shanklin and others who 
have been active in this field to devote 
themselves more specifically to leather 
buying and its problems, which have be- 
come increasingly important of late. 


New Factory Is Busy 


Julian G. Samuels of the Samuels 
Shoe Company is devoting himself to a 
considerable extent to the personal 
management of the factory in his com- 
pany which it recently opened up in 
the building formerly occupied by the 
Ettelbrick Shoe Company. Mr. Ettel- 
brick, who remained with the plant for 
a time after it was taken over by the 
Samuels Company, has severed his 
connection with the concern to enter 
other business. The production of the 
factory is being brought up to its maxi- 
mum capacity and efficiency as rapidly 
as possible. 


English Shoes in St. Louis 


Something on the order of bringing 
coals to Newcastle has been in effect 
in St. Louis the past week in the spread- 
ing of a line of English-made shoes at a 
local hotel by Walter Crick, represent- 
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ing the house of Crick & Co. of England, 
handling the product of the British 
Shoe Manufacturers, Limited. an or- 
ganization of English shoe manufac- 
turers who are associated together to 
endeavor to get into the American 
market. A considerable number of 
jobbers looked over his lines, and it is 
said that some purchases were made, 
but the extent to which buying was 
done was rather inconsiderable, natur- 
ally. 


ST. LOUIS RETAIL NOTES 


News of the Stores—Styles and 
Prices 


Frank Ames, who has just recently 
given up the management of Brandt’s, 
will devote his entire time to his own 
business, which has for some years been 
operated under the name of the Ames 
Shoe Store. The interior has been 
remodeled and newly decorated. Mod- 
ern window backgrounds have been 
installed, as have also window lighting 
fixtures of the newest type. The Ames 
Shoe Store handles men’s shoes ex- 
clusively. Mr. Ames has with him five 
of the oldest shoe men in St. Louis, all 
of whom have been in his employ for 
many years during his management of 
Brandt’s. 


Big Run on Oxfords 


The semi-monthly meeting of the 
Walk-Over Boosters’ Club was held 
Tuesday, April 13, at the Olive Street 
store. Store service and salesmanship 
were discussed. Preparations are now 
under way to give a theater party on the 
date of the next meeting. The Walk- 
Over stores are having a big run on 
women’s tan walking oxfords, with a 
few light browns selling at $11 and $12. 
They are also doing a very nice business 
in men’s brogues. 

Among the various stores, Swope’s is 
featuring a trim tan Russian oxford with 
modified flat toe at $18. Walk-Over 
Store is displaying in the men’s line a 
special low cut with a little broader 
toe than last year. They come in three 
colors—oak, brown kid and _ sepia 
brown kid at $14 and black kid at $12. 


Patent Pumps Popular 


C. E. Williams Shoe Company is 
having heavy sales in women’s patent 
leather pumps at $7 and $8. In the 
men’s line it is running strong on Eng- 
lish low quarters in mahogany shade 
at $7 and $9. 

Sensenbrenner’s has just inaugurated 
a special sale of women’s shoes. They 
are offering four styles—‘‘Cleo”’ and 
Gibson ties, plain oxfords and pumps— 
in such leathers as dull, bright and 
brown kids and patent colt with covered 
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WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 
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‘. yom feny co. 
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> IN-STOCK 
BOUDOIK SLIPPERS 
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House Slippers and 
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ALGIER SHOE M’F’G CO. 
Phoe 
PARIS TISFi NEWYORK 


Highest Grade Women’s Shoes Turns and Welts 
138 Broadway, Brooklyn, N. Y. 

















Immediate Delivery 


SPARTAN OXFORD 
Brown Russia Oxfords, 
eo > Perfo- 


penltation 
Perf. Tip, Width B, C 
D, 26-7 ae 
One of our Popular Sellers 
BACON-ROLLINS CO. - Lynn, Mass. 
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Men’s Shoes 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 
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Louis, Baby Louis, leather Louis and 
military heels at the uniform price of $5. 


Tweedie Man on Trip 
W. T. Clemens, sales and advertising 
manager of Tweedie Boot Top Com- 
pany, is making an extended Western 
trip which will take him to the Pacific 


Coast. Mr. Clemens will visit all of the 
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largest cities in practically all of which 
Tweedie boot tops are sold by the lead- 
ing stores. The very extensive adver- 
tising campaign which is being aggres- 
sively carried on by Tweedie Boot Top 
Company in the business papers, as 
well as the national magazines, has 
created a demand for Tweedies which is 
taking the capacity of their factories. 


Cleveland 


BAD WEATHER—GOOD SALES 


Extra Care in Window Trimming 


Has Good Effect 


Even inclement weather with the 
streets filled with mud have not cut 
down to any extent the sales of shoes in 
Cleveland. For the past week, the 
days have been dark and gloomy, but 
the store managers smile. Good busi- 
ness is the cause of the smile. The 
women just can’t resist the appeal of a 
smart model in a carefully arranged 
show window. Managers of stores 
here seem to have caught the idea that 
the time for taking extra pains with 
their show windows is when the weather 
is gloomy. The display windows 
seemed unusually bright last week. 
There were plenty of flowers. Ex- 
quisitely draped paintings to carry out 
general decorative schemes were to be 
seen. The brightest models and styles 
were exhibited. 


STRIKE HURTS BUSINESS 


Thousands of Pairs of Shoes Are 
Marooned 

The strike of switchmen has paralyzed 
freight traffic here, and shoe merchants 
and jobbers are heavy sufferers. Al- 
though this is the home of several of 
the big brotherhoods of railroad em- 
ployes’ organizations, and heroic efforts 
have been made to induce strikers to 
return to work, the conservative labor 
leaders have made but little headway. 

Thousands of freight cars are idle in 
the yards. Hundreds of engines have 
remained cold in the yards for a week. 
Millions of dollars’ worth of freight is 
stored in the cars. Thousands of pairs of 
shoes are marooned, although mer- 
chants have started hiring trucks, are 
opening cars consigned to them and 
are carting to their stores the shoes 
found therein. 


PRICES NOT JUMPED 


Shoe Merchants Won’t Take Ad- 
vantage of Shortage 


Notwithstanding that merchants in 


other commodities have taken advan- 
tage of the strike to increase prices, shoe 


prices have remained stationary. Mer- 
chants in foodstuffs started a merry 
scramble for supplies the day following 
the opening of the strike, and within 
twenty-four hours prices went up. 
These rising prices caused a Fair Price 
Committee to be re-established, and 
that body is about to inaugurate the 
publication of fair price schedules. 


WHITE SHOES SHOWN 


Few Sales Yet, but Merchants Are 
Optimistic 

The show windows of the shoe stores 
offer signs of Summer. White shoes are 
making their appearance. And they 
are welcomed, too, by thousands of 
women who stop and admire the styles. 
There have been few sales of the white 
goods, and none have been seen on the 
streets, but merchants expect a good 
season. 

The demand for oxfords and pumps 
continued to be heavy the past week, 
with oxfords selling better. 

The American-French tie is having a 
big sale in this city, and it bids fair to 
be as popular as the narrow toe and 
long vamp were some months ago. The 
tie enhances the appearance of the low 
shoes, and women want them because 
they say they so nicely set off their new 
silk frocks. 


Tie Pumps Very Popular 


The Chisholm Boot Shop is having a 
big run on the American-French ties. 
Brown or black suede, white or black 
kidskin and white reignskin are the 
colors that may be had, and all hold 
about the same place in the consumer’s 
estimation. The shoes have genuine 
turn soles, covered French heels and 
materials as fine as the market affords. 

The Pocock-Wolfram Company is 
featuring new Summer styles, adver- 
tised to be delightfully smart, wonder- 
fully cool and comfortable. There are 
néw white pumps and oxfords in kid 
and in the finely woven reignskin fabric. 
The shoes have an extremely voguish 
appearance that harmonizes with new 
costumes and a cool foot comfort so 
desired during the warm months A 
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new black satin strap pump is being 
featured with good results at this store. 
The shoe has a medium vamp, turn 
sole, full French heel, covered, and sells 
at $14. 


Anniversary Sale Held 


Kline’s conducted an anniversary 
sale last Monday, offering special bar- 
gains for the day, and the salesmen had 
about all the business they could 
handle. Black suede tongue pumps, 
covered Louis heels, that formerly were 


WHOLESALE BUSINESS BETTER 


Orders Coming in More Freely from 
Retail Trade 


Following the slightly dull tendency 
which was characteristic of the local 
market in the manufacturing and whole- 
sale districts for the early part of the 
month, so far as bookings for Fall and 
Winter footwear were concerned, a very 
noticeable change has taken place. 

Orders from the boys on the road 
are being received in a much greater 
volume, especially during last week. 
Local sales managers are of the opinion 
that from now on the bookings for next 
season’s deliveries will take on more of 
a normal aspect with regard to size and 
number of orders. Thus far a consider- 
able portion of the business now on 
their books is made up of orders which 
are the forerunners of larger orders to 
come. 

One factor which has played a part in 
causing the local retail merchants to 
decide to place their orders a little 
later than usual this Spring, is the 
weather. With the exception of a few 
real Spring-like days before Easter, the 
weather here has been working against 
a normal retail business. 


INSURANCE BUSINESS GOOD 


Henry Hagemann Reports Progress 
in Placing of Policies 


Henry Hagemann, secretary of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation, has moved his Cincinnati office 
from 412 Johnston Building to 408 in 
the same building. Mr. Hagemann re- 
ports that since the completion of the 
organization of the Shoe Dealers’ Na- 
tional Underwriters, the fire insurance 
carrier of the National Association, he 
has made rapid progress. The Shoe 


Dealers’ National Underwriters are at 
present licensed in more than thirty- 
five States, and steps have been taken 
to secure licenses in the remaining 
During the first 


States of the Union. 
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priced for $12.50, were disposed of for 
$9.75; one-eyelet pumps in black patent 
were sold at $7.75, the former price being 
$10.00; a number of pairs of black kid 
or patent pumps in the new high- 
throat patterns with Louis heels were 
sold at $8.75 

The Travers Shoe Company has been 
enjoying a heavy sale of a one-eyelet 
tie in black dull kid. The shoe is 
priced at $10.00. The same model in 
dark brown kid and patent leather is 
on display. 





Cincinnati 


three months of 1920, Mr. Hagemann 
has written over one million dollars in 
fire insurance. Retail merchants in 
large numbers are being influenced by 
the argument that they can more than 
save the expenses of association affilia- 
tion on their fire insurance costs. 


SHOE MEN ALSO FANS 


J. P. Orr a Stockholder in Cincin- 
nati Club 

Every member of the local trade 
forgot the problems of the shoe business 
Wednesday, April 14, when the Cin- 
cinnati Reds began their 1920 series 
with a game with the Chicago Cubs. 
J. P. Orr, president of the Potter Shoe 
Company, and also president of the 
N.S. R. A., is a stockholder in the club; 
and Irwin Krohn of the Krohn-Fech- 
heimer Company is also a stockholder, 
and a strong supporter of the Reds. 
John D. Rockefeller, Jr., and Governor 
Milliken of Maine were the guests of 
Mr. Orr in his box at the opening game. 


Changes Time of Meetings 
The retail shoe selling group of the 
Chamber of Commerce has decided to 
hold its meetings at ten o'clock in the 
morning in the future, instead of having 
them immediately following the lunch- 
eon on Wednesdays at the Chamber. 
This change, it is thought, will make 
possible a much larger attendance, as 
many of the members find it incon- 
venient to be away from their business 

from one to two hours after lunch. 


Stock Offered to Public 


The Holters Company offered to the 
public last week a portion of their pre- 
ferred stock at $98.50 and dividend. 
The following information was given 
with the offer: Earnings eight times the 
first preferred dividend requirements; 
net current assets of two and one-half 
times the total outstanding first pre- 
ferred issue; special fund invested in 
United States Government bonds equal 
to a full year’s dividend on the first 
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Men’s Shoes 
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WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, oa" lace 
boots and shoes rite 
for catalog. 


REECE SHOE COMPANY 
Columbus, Nebraska 





















WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
Tongue and Back Strap. 

Send for booklet telling who 
you can sell these shoes too. 


A.H. Riemer Shoe Co. 
MILWAUKEE, WIS. 
Established 1887 








FINE FASHIONS 
FOR MEN 


Ready to ship, unbranded, plain cartons. 
Maximum style at minimum price. 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Ave., Boston 
301 Monroe St., Chicago 


Stock Dept. 5 <% 
Is at Your Service SS 


THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 
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Fs 135 STYLES 
Z) -~ IN STOCK 
8} MEN’S-WOMENS 
SEE OUR CATALOG 
wets mape _196 CHURCH STREET,N-Y 
erecrron <Siamond Shot 








THE “TOUGA: A S*s SHOE 


BETTER THAN 
Strengthen your line an a the ieee 
men’s ~~ we can send you. In stock. 
Made to ord 

GEO. rs TOUGAS ss co. 

161 Summer St., 











Where to Buy 


Shoes at Auction 




















HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 































Where to Buy 


Children’s Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














W°C.G@oodcer 


Manufacturer of 
Children's Dlexible Durn Shoes 
89 Allen St... Rochester, VD 








SOFT SOLES 
A Wonderful Line for the 
Wholesaler 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








Attention to Jobbers 
OUR TURN SHOES 

for Children and Misses 
ere scientifically constructed 

ea aature form lasts. 

SCIENTIFIC SHOE CO., Ine. 

11-17 Hope St., N. ¥. 
ton Office, 207 St. 
G. W. PFEIFFER, Rep. 








“ELAM”? 
Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rechester, N. Y. 











H.H.FREELAND 





Tredlite Steppers 
for Boys and Girls 

GUARANTEED 

FOR 75 DAYS 

Write for Particulars 

Henry Kleine & Co. 


Chicago 
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preferred; sinking fund provisions; 
stock free of taxes. 


De Weese in Cincinnati 


J. A. De Weese of the Onli-Wa Fix- 
ture Company, Dayton, was a visitor 
in Cincinnati this week. 
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Made Milwaukee Manager 
Owen Kearney, assistant manager of 
the local branch of the United Shoe 
Machinery Corporation, was transferred 
this week to Milwaukee, where he be- 
comes manager of that branch of the 
same corporation. 


Columbus 


BROWN MOST POPULAR 


Women’s Shoes Selling Best in This 
Color 

Miss Mary L. Roberts of the Women’s 
Shoe Department of the F. & R. 
Lazarus Co. states that the sales on 
women’s low shoes has been about 
equally divided on the different styles 
of brown shoes, this color being the 
most popular. The Louis heel type is 
being the greatest favorite in kid, satin 
and suede and the military heel in the 
brown calf. Miss Roberts also reports 
very satisfactory sale of black kid 
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T. H. SIEBERT 


Of F. & R. Lazarus Company, 
Columbus, Ohio 


shoes in both Louis and military heels. 
T. J. Seibert of the F. & R. Lazarus 
Company, president of the Ohio Valley 
Retail Shoe Dealers’ Association, has 
just returned from a visit to the West- 
ern markets. 


Banquet Is Held 
Two hundred employes of the Union 


Company were guests of the manage- 
ment Monday evening at a dinner dance 


at one of the city’s leading hotels, in 
celebration of the store’s twenty-sixth 
birthday anniversary. S. M. Levy, 
president of the company, and W. H. 
Reichel, manager of the Shoe Depart- 
ment, were the speakers. Bonuses 
covering the past year’s business were 
also distributed. 


TO REOPEN SOON 
Temporary Quarters Are Found by 
Morehouse-Martens 


The Morehouse-Martens Company, 
whose entire store was destroyed by 
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WILLIAM E. HAST 


Shoe Department Manager at More- 
house-Martens Co. in Columbus 


fire the latter part of January, is making 
hurried preparations to open the new 
store, which occupies a four-story build- 
ing directly opposite their old location. 
They will occupy this building until a 
new building is erected on the old 
site. 

The new Shoe Department will occupy 
a very desirable quarter on the second 
floor. The new stocks for this depart- 
ment are arriving daily and are being 
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placed ready for the opening, which 
took place April 19. 

V. C. Wene, formerly manager of the 
Morehouse-Martens Company Shoe 
Department, has severed connections 
with this firm and has accepted the 
managership of the Thomas G. Plant 
Company retail store at Cincinnati, 
O. William E. Hast, formerly manager 
of the Women’s Shoe Department of the 
Z. L. White Company, succeeds Mr. 
Wene. 

Record Increase Shown 


In these times of high prices it is 
quite easy to increase sales in dollars; 
but a 48 per cent increase in the actual 
number of pairs sold is worth talking 
about. In the month of March the 
Walk-Over Shoe Company sold 48 
per cent more pairs than in the month 
of March, 1919, all at regular prices. 


New 


BUSINESS INACTIVE 


Wholesale and Retail Circles Both 
Report Slack Trade 


Both in wholesale and retail circles, 
the shoe business in New York was 
more than usually inactive during the 
week of April 12 to 17. Inclement 
weather is given as the principal reason 
for the dullness in the retail trade. 

Wholesalers, including manufacturers 
and jobbers who have their establish- 
ments here, and representatives of man- 
ufacturers in other cities, assert that the 
New York retail merchants are slow in 
coming forward with Fall business. 
Some of the smaller shoe stores are said 
to have placed substantial orders for 
Fall footwear, but the larger establish- 
ments and the department stores in par- 
ticular have been hanging back. In 
contrast to this, road salesmen who 
send their reports to New York appar- 
ently are booking a good business in all 
sections of the country. 


Strike Delays Deliveries 


At the Bush Terminal Sales Building 
a number of shoe manufacturers’ repre- 
sentatives reported a fair business from 
out-of-town buyers who are beginning to 
arrive in greater numbers. During the 
week alluded to, the railroad strike pre- 
vented some buyers from reaching the 
market. 

The strike also delayed 
from factories in the Brooklyn and 
Newark districts. Some of the factories 
resorted to the parcel post, shipping 
packages of a dozen pairs in this manner, 
while others engaged auto trucks for 


deliveries, 
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V. C. WENE 
Now Manager of Thomas G. Plant 
Store in Cincinnati 


York 


delivery to city merchants and mer- 
chants in surrounding towns. ‘ 





- SHOE SALES STILL ON 


Price of $10 a Pair to Stimulate 
Business 

Sale shoes continue to be featured to 
stimulate business. Both men’s and 
women’s footwear are offered in good 
quality and in large quantities at prices 
around $10 a pair and in some cases even 
lower for high shoes, for which there is 
exceedingly small demand at present. 

Anent the high and low shoe contro- 
versy, many manufacturers assert that 
their early sales for Fall show a large 
proportion of low shoes ordered in both 
men’s and women’s styles. Brogues and 
other low-heeled, heavy-soled shoes for 
women are among the good sellers in 
Fall numbers, according to the manu- 
facturers. 


Women’s Brogues Featured 


The high-class New York retail mer- 
chants are featuring women’s brogues 
and walking oxfords with low heels for 
Summer and sports wear. Many of 
them are made of the lighter tan leath- 
ers and Norwegian grain is prominently 
featured. Brass eyelets are becoming 
more prominent in current sales, ac- 
cording to merchants. Cordovan is not 
as strong as it was in the Winter, it is 
said, but blacks are looming up better. 


Capital Is Increased 
The Worth Shoe Company, Inc., 
wholesalers, 136 West Broadway, has 
increased its capital from $10,000 to 
$20,000. 








Where to Buy 


Children’s Shoes 

















KO-REC-TOE 


TRADE mA qn 


mes. us. Par. 


THE L. D. rE ay Sw Co., Mfrs. 





IN-STOCK 


Infants’ Turn Shoes 


JOHN M. AHEARN SHOE CO. 
683 Atlantic Avenue, Boston 











The Pink of Perfection 
Little Beauty 
White Soiquee Strap Pumps 


for Children 
Sizes 2 to 8 


STEWART SHOE CO. 
4 Stewart Street HAVERHILL, MASS. 
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HE STOCK — Spec 
Es aaa Misses’ and Child 


Shoes, Slippers, Spats, etc. 








| Where to Buy 


Women’s, Misses’, Children’s 
and Rubbers 














BALLET SLIPPERS 
HIGH-GRADE ONLY 
HARD AND SOFT TOES 
WOMEN’S-MISSES’-CHILDREN’S 
All Widths and Colors 
The Hammond Shoe Co. 

7 Fleet St., Haverhill, Mass. 








BALLETS MSUMNEROMITH 


CHICAGO 











SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
is a purt of “Recorder” service to 
merchants. 
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Where to Buy 


Shoe Cuts 


emus FREE USE 


Of Shee Cuts ers, Borders, Etc., for your 
Booklet, ge or ot Folder | if 


ace the 
rinting with us; or we will Sell Siuwe 


SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St., Besten 
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 Whiewe to Buy 


Engraving, Printing and Dies 























COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out thie ad and mail for detaile of 
eur Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Keach 4949 - 4941 
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SLIPPERS AND SPATS 


Maid-Rite Felt Slipper Company 
Will Make These Lines 


A new organization has been formed 
for the manufacture of a full line of felt 
slippers for men and women, and a com- 
plete line of spats, in this territory, the 
new concern being the Maid-Rite Felt 
Slipper Company, 163-169 Livingston 
Street, Brooklyn. The officers of the 
company are Messrs. Leo Rosenwasser, 
president; Michael Miller, vice-presi- 
dent; Herman Miller, secretary and 
treasurer. Mr. Rosenwasser, head of 
the concern, is a practical manufacturer 
in these lines, being formerly connected 
with Rosenwasser Bros., and will have 
within his province the matter of pro- 
duction. 

The executive and sales departments 
of the business are in the care of Her- 
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man Miller, who is now perfecting his 
sales organization. The plant is 
equipped and organized for production 
and will be in a position to take care of 
business by May 1. 

The plan contemplates _ selling 
throughout the entire country. Mr. 
Miller is developing his sales organiza- 
tion at the present time with this end 
in view. The product will be both 
medium and high grade in both lines; 
the product will be developed under 
identified brands. 


New Store Opened 

C. E. Ackerman and A. J. Jacobs, 
one of whom has been with B. Altman 
and the other of whom has been with 
Hanan & Sons, have opened a retail shoe 
store at 3445 Broadway. They are 
handling women’s high-grade foot- 
wear. 


Rochester 


TO HOLD MONTHLY MEETINGS 


Members Plan to Interest Small- 
Town Merchants 


The Rochester Retail Shoe Dealers’ 
Association plans to invite to its next 
gathering all shoe men who conduct 
business in and near Rochester. The 
meeting will be held May 3. This meet- 
ing will in no way interfere with the 
regular Friday noonday luncheon get- 
togethers, it being intended primarily 
to interest the out-of-town merchant in 
the workings of the association. 

According to plans now being per- 
fected, speakers who are well up on 
trade conditions will be invited to the 
monthly gatherings to keep the local 
merchants in touch with all branches of 
the industry. An effort will also be 
made on these occasions to induce the 
neighborhood merchant to attend these 
dinners and talks. 

The Publicity Committee, in an effort 
to offset the injurious news articles 
which are appearing in the press almost 
daily, will prepare a story giving the 
true conditions of the shoe industryand 
an honest statement as to the prices of 
footwear. 


WELL REPRE- 


SENTED 


Eleven Firms Will Exhibit at New 
York State Convention 


Harry H. Phelan, secretary of the 
New York State Shoe-Retailers’ Associ- 
ation, announces that the following 
Rochester concerns have already signed 
up for exhibits at the State convention 
to be held in Syracuse next July: 


ROCHESTER 


Sherwood Shoe mB W. B. Coon Co., 
T ae en Co., E. P. Reed & Co., 
C. P. Ford & Co., cs & Dunn Co., 
ats Associates, C. D. Brown & Co. 
and Goodyear Tire and Rubber Co. 
The Moore-Shafer Shoe Mfg. Co. of 
Brockport and P. W. Minor & Son of 
Batavia have also reserved booths at 
the show. According to the officials of 
the State gathering, more than 50 of the 
70 booths have been sold. 


WINDOW DISPLAYS GOOD 


Rochester Merchants Compli- 
mented on Unusual Attention 


to Trims 


Leonard A. Folsom, New York State 
representative for the Win-Deco Dis- 
play Service, while in Rochester last 
week complimented the shoe merchants 
of the “Flower City” on the attractive- 
ness of their window displays. 

“The shoe merchants of your city 
certainly know how to attract attention 
to their windows and their shoes,” he 
said. ‘“‘They are unusually capable in 
selecting harmonizing colors for their 
displays.” 


TO MAKE LARGER SHOES 


Levinson Shoe Manufacturing 
Company Will Extend Size Run 
to Seven 


The Levinson Shoe Manufacturing 
Company, which recently increased its 
capital stock to $300,000 and which 
makes children’s and misses’ welts and 
turns, will soon make shoes up to size 
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seven. Heretofore the Rochester manu- 
facturers made shoes up to size two. 
The company plans to practically 
double its present production. 
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J. J. MacMaster has selected Vir- 
ginia and other points in the South as 
the ideal place for a short vacation, and 
left last Monday for a three weeks’ rest. 


Lynn 


NEW STYLES NUMEROUS 


Sport Shoes Lead Among the 
Novelties 

Some Lynn manufacturers would 
amend the familiar slogan, “Style All 
the While,” to read “Style Every 
Minute.”’ They are playing the style 
game more keenly than ever and are 
producing a greater variety of styles 
than ever. 

“Quick Action’ goods is the title 
applied to the new shoes. They are 
styles to be sold quickly. Evidently, 
many merchants are quickening their 
turnovers, and are picking new styles 
each time they turn their stocks. White 
shoes and sport shoes lead among the 
novelties. Theo ties, buckled pumps, 
strap pumps, plain pumps and oxfords 
continue to sell. 

Illustrative of the. ‘‘Quick Action” 
policy is the fact that New York buyers 
telephone orders to change styles. 

New styles include the following: 


The Outlined Oxford 


The Lynch Shoe Company has a new 
sport oxford. It is of white buck leather, 
and it is outlined with brown calf. The 
tip is of brown calf. So are the lace 
stays. And a ribbon of brown calf 
trimmings is carried along the quarter 
and down the back stay. The heel is 
10-8 high, and the edge is welted and 
white stitched. 


Two New Lasts 


Two new lasts, for Fall, are in Lynn 
shops. One, for dressy shoes, will have 
a 3 3-8 vamp and an 18-8 heel. The 
toe will be a bit round. The other is a 
brogue style. It will have a square 
toe, with an overhang, a 3 5-8 vamp 
and a 10-8 heel. It will be a mannish 
style. 

A Gaiter Boot 

The gaiter boot, a new shoe in a Lynn 
Fall sample line, has a cloth top of the 
gaiter pattern. It is nine inches high, 
and it fastens either with buttons or 
laces. The vamp is of patent, black kid 
or calf leather. The cloth tops are of 
colors to harmonize. One firm expects 
to offer this new shoe as an economy 
style. It figures a saving on the cloth 
tops. 

A New Oxford 


A Lynn firm is making quite a num- 
ber of calf oxfords of a new calf leather 


that is lighter in color than any of the 
familiar tan shades of the present 
period. The heels of these oxfords, by 


Where to Buy 


Standard Shoe Materials 








T. W.GO aqpeos, tre. 
G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
covors MAT KID 


95 South Street. Boston 





Some Plain Speaking 


Banker Fitzgerald Tells Tan- 
ners Some Unpleasant Things 
About Present-Day Business 

William F. Fitzgerald, presi- 
dent of the Turner Tanning 
Machinery Company of Pea- 
body, spoke at the annual 
dinner of the Peabody Cham- 
ber of Commerce. 

He said that 93 per cent of 
the people of the country are 
not awake 
nature of some present condi- 
tions. The expansion of pro- 
duction is the only salvation 
in sight for the'evil of H. C. L. 
The leaders who cry for less 
production and more pay are 
a menace to prosperity of the 
people. The stock gambling 
orgy should be stopped. Too 
many people are auto mad. 
It’s time to get down to brass 
tacks. The American banker 
is trying to make money while 
the English banker is trying to 
make business. The conse- 
quence is that America’s ex- 
port trade is in peril. 

Mr. Fitzgerald is a banker 
himself, being head of Fitz- 
gerald, Towle & Co., Boston. 


to the serious 











the way, are of the Baby Louis style. 
The shoes are for New York whole- 
salers. : 

New York Tie 


A new shoe, called the New York 
tie, presents ankle straps, which fasten 
together over the ankle with a wide 
silk ribbon lace. The lace runs through 
a pair of eyelets on each strap. A short 
Frenchy appearance is given the forepart 
by stitching one line across the vamp, 
to make an imitation tip. The vamp 
really measures 3 5-8 inches, which is a 
common American style standard. The 
heel is 17-8 high. The leathers are 
patent, black suede calf and dull mat 
kid. It is called the ‘““New York tie” 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


Creese & Cook Co. Bitten. Mace. 














GUARANTEED 
HUB TWO YEARS 


GORE Hub Gore beceues the Best of 
A Service, beca’ 
Materials and Highes re 
Labor are = 


BOSTON OFFICE NEW YORK OFFICE 
395 Broadway 








Beggs & Cobb, Inc., Boston, Mass. 








INFORMATION wesc: 


‘Where to i constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Miscellaneous 











SALES LETTERS 
MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 
F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








OF QUALITY. BUCKLES 


Eine sea Tit trot 


- Ww. COULTA Ss co. 





e 7 
Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 








THE BEST IN 
Detachable Pump Straps 
(Many Styles and Designs) 
LEATHER BOWS 


Covered Bushies Colonial Tongues 
me Beaded Buckles ™ 


THE VANITY NOVELTY WORKS 





913 Gates Ave., Brooklyn, N. Y. 











Accounts ef Shee and Leather Firms Solicited 


41 BEDFORD STREET, BOSTON 














ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 

Let us recolor your faded or off colored shoes 

to latest fashionable and per 

shades. AINTI 

Write us for full information. Send pair for 
“show me” demonstration. It will — oul 

a ALBANY SHOE oy AH s 
~~ ~~ Kimgston t. 

ng 
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ie mark of 


1e mark of 
600d shoe buckles 
ever since 1905 
L. ALTERSON & G CO. 
PHONES pry ge G 


162 W 34! , New York Ci ty N. Y. 





DISPLAY MEN 


Whati is ‘WIN-DECO”? 


aiae ree eee ‘windows lear nevel and baok- dif- 
—y sainpies will prove it. - 
wemeanene “BesPLaY PAPER CO. 
93A Federal St, Besten, Mass.  Axencies Wanted 
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by the manufacturers because most of 
them are sold to merchants in that city. 


WHITE SHOE WEEK PLANNED 


Many Shoes for It, and Leather, 
Too 


A great many shoes are being made 
for ““White Shoe Week,” coming in 
June, in North Shore factories. Donn 
D. Sargent Company, the largest 
producer of white shoes in the North 
Shore district, is making twice as many 
white shoes as a year ago. Several 
Lynn firms are stocking white shoes of 
nubuck, kid and fabrics. George C. 
Vaughan, Peabody, is extending soles 
of ivory white sole leather to foreign 
countries. 


To Enlarge Foreign Factory 


John E. Fitzgerald, manager of the 
Turner Tanning Machinery Company 
of Peabody, sailed Saturday for another 
trip through Europe. He will arrange 
for the building of an addition to the 
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branch factory of his company in 
France. 


CREIGHTON EMPLOYES’ MIN- 
STREL SHOW 
To Be Held May 5—Dancing Will 
Follow 

The A. M. Creighton employes will 
hold a minstrel show and dance on 
May 5. The cast is comprised of six 
male ends, a chorus of 60 men and 
women, and twelve of Lynn’s leading 
soloists. The Creighton folks feel that 
they will put on the best amateur 
minstrel show that has ever been held 
in New England. 


OFF FOR VIRGINIA 


James Brophy Spending Month at 
White Sulphur Springs 


James Brophy of Brophy Bros. Shoe 
Company, Lynn, left this week for a 
month’s visit to White Sulphur Springs 
in Virginia. He recently recovered from 
an attack of pneumonia. 


Brockton 


DEATH OF SHOE MAN 


Lowell Mason Reynolds Prominent 
in Shoe Industry 


Lowell Mason Reynolds, for many 
years prominently identified with Brock- 
ton’s shoe manufacturing industry, 
died at his home in this city, April 14, 
at the age of 71 years. He had been in 
failing health for several months. Mr. 
Reynolds was born in Brockton (then 
North Bridgewater) and had always 
resided here. He came from a famous 
shoemaking family, being a _ direct 
descendant of Robert Reynolds who, 
in 1632, made and sold boots in Boston 
near what is now the corner of Milk 
and Washington Streets in that city. 


Built a Flourishing Business 


Lowell Reynolds was one of eight 
children. He received a common school 
education and learned the shoemaking 
trade from his father. As a young man, 
he was employed at various periods by 
several shoe manufacturers of North 
Bridgewater. In 1881 he purchased 
the B. F. Campbell & Co. shoe manu- 
facturing business, of which he had been 
manager, and established the firm of 
L. M. Reynolds & Co. His brother, 
Bion F. Reynolds, was a partner. In 


* 1883 Mr. Reynolds built a factory on 


Freight Street in this city, in which he 
built up a prosperous shoe manufactur- 
ing business, which was continued until 
1902, when the building was destroyed 
by fire. Mr. Reynolds then retired as a 


manufacturer. In recent years he has 
been employed as a salesman by his 
brother, Luke W. Reynolds, of this city. 
He leaves a widow, three brothers and 
three sisters. 


SHOES BY PARCEL POST 


Large Shipments by Mail on Ac- 
count of Freight Embargoes 


Mountains of packages, each contain- 
ing twelve pairs of shoes, are daily rising 
at the Brockton postoffice and its 
branches, awaiting transportation to 
points all over the United States. 
Freight embargoes have caused local 
shoe concerns to thus seek relief from 
congestion conditions. From 2,000 to 
3,000 packages, it is officially an- 
nounced, can be handled daily, if freight 
embargoes continue. Shoes going to 
Southern points are sent over the road 
by trucks to Boston and then by boat to 
Baltimore or Norfolk. For goods 
routed to Western cities, the parcel post 
is at present indispensable. Merchants 
who buy shoes in Brockton may feel 
assured that manufacturers are sparing 
no efforts to expedite shipment of Spring 
orders. 


TANNERS SHUTTING DOWN 


Limited Leather Supplies—Prices 
of Shoes to Be Maintained 


Brockton manufacturers learned that 
several leading tanners of calfskins and 
other sorts of upper leather are shutting 
down their plants or are preparing to 
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do so. With the present light demand 
for stock, tanners don’t wish to put more 
hides or skins in their vats. Under such 
conditions, with costs of production 
-onstantly increasing, the price of shoes 
must maintain present levels, manu- 
facturers say. Good shoes and good serv- 
ice are demanded by merchants and 
upplied by Brockton concerns. For 
ich shoes and such service prices must 
ievitably correspond. 


OFFICES IN SEVEN CITIES 


“. T. Wright & Co., Well 
Represented 


E. T. Wright & Co., Inc., with factory 
in the neighboring town of Rockland, 
recently opened an office and sample 
:oom in the Empire Building, Pitts- 
vurg, under the management of Ralph 
Weil. An office also has been opened in 
the Republic Building, Chicago, under 
ihe management of John Donovan. 
Che makers of the “Just Wright” line 
now have offices and sample rooms in 
seven cities: Boston, New York, 
Pittsburg, Detroit, Chicago, San Fran- 
cisco and Philadelphia. Vice-President 
i. A. Munroe of this concern recently 
returned from an extended fortnight’s 
trip among Eastern cities. He visited 


Inc., 
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the newly established as well as the 
older offices of the concern and held 
conferences with the concern’s traveling 
representatives. 


INCREASED FACTORY CAPACITY 


Well-Known Concern Is to Manu- 
facture New Line 


The Avon Sole Company, of which 
Everett T. Packard is general manager, 
is to be reorganized under the plan of 
manufacturing a new type of automobile 
tire which has been perfected by Mr. 
Packard and which is different from 
any other now on the market. It is 
expected that the capacity of the plant 
within a short time will be doubled. 


LARGEST IN FIVE YEARS 
Shoe Shipments Exceed 20,000 Cases 


For the first time in five years, Brock- 
ton shoe shipments for one week ex- 
ceeded 20,000 ‘cases, the exact number 
being 20,067 for the week ending April 
10. This brought the total shipments 
for the year up to date 204,949 cases. 
Not since September, 1915, five and a 
half years ago, have the week’s ship- 
ments from Brockton reached 20,000 
cases. 


Haverhill 


PRODUCTION UNDER WAY _ 


E. A. & M. C. Witherell Co. to Open 
Boston Office 


E. A. & M. C. Witherell Co., one of 
Haverhill’s new shoe manufacturing 
concerns, is now producing goods in the 
recently completed factory building on 
Essex Street. The entire seventh floor 
and half of the eighth floor are occupied 
by the concern. The product consists of 
women’s turn footwear. The daily ca- 
pacity of the plant is 1,500 pairs. The 
line, which is designed exclusively for 
the wholesale trade, includes boots of 
leather, slippers of leather, satin, etc. 
““Ed” Witherell, who has an extended 
acquaintance among the large wholesale 
shoe buyers, will sell the goods. He is 
soon to make a trip with the new 
samples. His son, M. C. Witherell, 
looks after the manufacturing. A Bos- 
ton office is to be opened in the center of 
the shoe district, where a full line of 
samples will be shown. 


CHARLES H. HEATH DIES 


Former Shoe Manufacturer for 
Many Years in Shoe Industry 


Charles H. Heath, who was for many 
years prominent in the shoe manufac- 





turing business of Haverhill, died at his 
home in this city April 12 at the age of 
70 years. He had been apparently in 
good health, but was stricken uncon- 


scious and died in less than a half hour . 


afterward. As a young man, about 40 
years ago, Mr. Heath began shoe manu- 
facturing with the late John A. Gale, and 
continued in this business in Haverhill 
for many years. Recently he had been 
associated with iis son-in-law, Henry L. 
Harris, as a member of the Harris Shoe 
Company. A few months ago he re- 
tired from active business. 


FOREIGN ORDERS 


Slipper Ornament Manufacturer 
Doing Extensive Business 
Abroad 


Dalrymple-Pulsifer Company, mak- 
ers of shoe ornaments and patentees of 
the ‘“‘Dalco” ornament attaching device, 
has for many years transacted a large 
foreign business in addition to its 
domestic trade in these goods. Practi- 
cally all countries are represented in the 
customers of this concern, which has 
been doing business for more than 40 
years in this city. A recent large order 
received from Arequipa, Peru, is indi- 
cative of the wide extent of the territory 
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QUESTIONS 
ANSWERED QUICKLY 


in ‘Where to Buy” columns—a 
growing directory for all the trade, 
anos answers briefly to cur- 
rent problems in merchandising. 








DO YOU KNOW? 
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sell it— through the 
“‘Where to Buy” columns, 
This feature in its quick 
service is a time saver in 
meeting immediate needg, 
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NEW ENGLAND— 
Home of ARMORTRED Heels 








QUABAUG RUBBER CO. 
NO, SROOKFIELD 
MASS. 





There are none that 
make better heels 
than 


ARMORTRED 


There may be some 
that make more 


QUABAUG. RUBBER CO. 


(Pronounced Kwabog) 
North Brookfield, Mass. 
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covered by Dalrymple-Pulsifer Com- 
pany in its foreign trade transactions. 


NOT IN NEW FACTORY 


Haverhill Last Works Finds Accom- 
modations Inadequate 


By reason of changes in the building 
in which they had leased factory space, 
the Haverhill Last Works will not oc- 
cupy the 30,000 square feet as they had 
planned. These constitute the two 
lower floors of the recently completed 
Associates Building on Essex Street. 
This space is now available for other 
concerns. 


BY PARCEL POST 


Shoe Concerns Shipping Largely by 
This Plan 


As indicating the importance of the 
parcel post in the shipment of shoes 
going out from Haverhill at the present 
time, it can be stated that one concern 
shipped during the past month more 
than $100,000 worth of shoes by this 
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method. On account of parcel post 
regulations, shoes cannot be shipped in 
36-pair cases. This involves the separa- 
tion of the goods into three packages of 
12 pairs each, thus making additional 
work for the packers in the factory and 
added costs for transportation. Never- 
theless, the merchants need goods and 
are welcoming this method of obtaining 
them more promptly than they could 
otherwise be received under present 
conditions. 


ADDITIONAL SPACE 


McCormick-Perry Company En- 
larges Its Factory 

McCormick-Perry Company have 
leased additional space in the building in 
which they are located on River Street. 
This will enable them to double their 
output. The space which they are to 
eccupy will be vacated by John H. 
Cross, Inc. This latter concern will, 
during the next fortnight, remove to its 
new factory quarters in the Associates 
Building on Essex Street. 


Detroit 


MERCHANTS HOLD BANQUET 


Addresses Made by Shoemen and 
Commercial Traveler 


One of the most successful banquets 
ever given by business men in Detroit 
was that of the Detroit Retail Shoe 
Dealers’ Association, held April 14 at 
the Detroit Athletic Club. About one 
hundred were in attendance. During 
the dinner the Ladies’ Quartette of 
the J. L. Hudson Company store en- 
tertained with vocal numbers. 

J. E. Wilson, president of the Michi- 
gan State Association introduced the 
new president of the Detroit Association, 
Steven J. Jay, and Mr. Jay then in- 
troduced James Schemerhorn, editor 
and proprietor of the Detroit Times, 
who acted as toastmaster. John C. 
Ketchem, master of the Michigan State 
Grange, gave an inspiring address on 
“Selling America,” especially to those 
within our borders. In concluding his 
address he said that opportunity meant 
also responsibility, that the citizens of 
this great United States must be sold 
responsibility, and must realize it 
enough to go to the polls and exercise 
the franchise as every good citizen 
should. 

R. H. Fyfe spoke briefly, eulogizing 
the promoters of the association welfare 
and congratulating them on _ their 
splendid and successful efforts. W. M. 
Oakman, president of the Traveling 
Men’s Association, said this was his 
eighty-second trip to Detroit. He con- 


trasted the tactics and methods of selling 
of a decade ago and of today. ‘‘Truth,” 
he said, had been adopted by the associa- 
tion as its motto in serving the retail 
merchant. 


LINDKE BANQUET HELD 


In Appreciation of the. Big Easter 
Business Done 


A most enjoyable inter-store social 
affair was the banquet held at the 
Statler Hotel by the staff and employes 
of the Lindke Shoe Company. This 
banquet was in reality tendered to the 
employes by G. A. Lindke, the proprie- 
tor, in appreciation of the large Easter 
business done. The general manager, 
C. K. Taylor, placed his estimate of the 
Easter week business so high that Mr. 
Lindke believed it could not be attained. 
It was. 

Sixty-four sat at the tables, arranged 
in home style. After short addresses 
by members of the staff and a musical 
program, the chief numbers being vocal 
selections given by Miss Teresa Stobar, 
of the Children’s Department, dancing 
was indulged in until the wee sma’ 
hours. 

TO WATCH LEGISLATION 


Shoe Men on Committee to Confer 
with State Official 

Thomas Jefferies, Crowley Milner & 

Co., has been appointed on a committee 

with Harry Woodruff, Lansing, and 

George Owens, Saginaw, to represent 

the Michigan Retail Shoe Dealers’ 
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Association in conference with Attorney- 
General Alexander Groesbeck, on all 
bills brought before the State Legisla- 
ture in which the fixing of prices may 
be a feature. Committees from other 
trades have also been appointed for the 
same purpose. The object of these 
committees is to foster safe and sane 
legislation instead of permitting per- 
nicious class legislation to pass without 
protest. 


KALAMAZOO LIKELY CHOICE 
Cities Being Canvassed as Conven- 
tion Possibilities 

J. E. Wilson, president of the Michi- 
gan Retail Shoe Dealers’ Association, 
is looking for a place to hold the next 
State convention. Owing to the in- 
ability of the hotels at Lansing to ac- 
commodate the numbers who attend 
the convention, the Lansing Association 
has been compelled, much against its 
will to give up the convention this year. 
Detroit hotels have no accommodations 
beyond regular traffic. Port Huron has 
been canvassed and found wanting. 
Kalamazoo is being spoken of as the 
most likely city to be chosen, but no 
definite arrangements have as yet been 
made. 

Attractive Window Display 


An attractive children’s window was 
arranged by Mr. Scott for R. H. Fyfe:'& 
Co. recently. Children’s furniture, 
tables and chairs, finished in gray with 
blue trimmings, were used as plateaux 
and stands. The window was gay with 
large alphabet blocks and attractive 
with toys. A lamp shade having a 
scene of a childish nature added much 
to the harmony of the theme of the 
window. In a neighboring window 
women’s high-grade shoes were shown 
in a setting of gold and old blue, a 
brocaded cushion being used effec- 
tively. 

Repair Costs Advance 

Prices on repairs are advancing in 
Detroit. The Union scale here for re- 
pair workmen is now $48 per week for 
workmen who sit down at their work, 
$50 for workmen who stand and work 
at jacks, while foremen are paid $60. 


New Store Manager Named 

L. E. Hauck, formerly of the Mil- 
waukee store of Feltman & Curme, has 
been made manager of the Detroit 
store, in place of Howard J. Schneider, 
who has taken charge of the Cleveland 
store of the same company. 

Now with S. L. Bird & Co. 

J. N. Shoemaker, formerly with the 
Queen Quality Shoe Company, has 
joined the staff of the S. L. Bird & Co. 
after a three months’ vacation spent at 
the coast. 
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The Fifth Avenue 


In-Stock 


Smart Patent 
two-eye Tie with 
imitation turn sole 
Stock No. 7138 and 8-8 Wood Louis Heel 


Code Word ‘‘Violet”™ . 
Price $7.50 

















Regal Salesmen are on the road 
with their Fall Samples. 
Write us 
to have our representative call on you. 
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The Regal Shoe Company 


268 Summer Street 
Boston, Massachusetts 
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Indianapolis 


WEATHER HAMPERS SALES 


Expect Grand Rush When Tem- 
perature Goes Up 


With weather of the January and 
February type crowding out the usual 
Spring warmth and sunshine, business 
with Indianapolis retail shoe merchants 
has been rather quiet since Easter. 
April snows and rains have made the 
streets extremely sloppy and muddy, 
and as a result shopping has been done 
only in spurts. 

The merchants, however, did such a 
tremendous pre-Easter business that 
they are not worrying one bit about the 
present lull. They are just optimistic 
enough to believe that if the weather 
ever does warm up again there’s going 
io be another grand rush for the shoe 
stores. 


Stores Packed Before Easter 


Despite the inclement weather, the 
Easter business with practically every 
local shoe retail merchant was much 
larger than that of the same period of 
last year. Business developed a little 
later than usual because of the bad 
weather, but during the week before 
Easter the stores were packed nearly 
every day and the sales forces had 
difficulty in handling the crowds. 

The consensus of opinion among the 
Indianapolis merchants seems to be 
that customers, although not rebelling 
against the high prices, are buying just 
a little more cautiously than ever 
before. They do not hesitate to pay the 
increased prices if the style and quality 
of the shoes are to their liking. Other- 
wise they refuse to buy. In other words, 
a quality instead of a quantity business 
is being done. 


MERCHANTS HOLD MEETING 


E. C. Logan Gives Talk on Buying 
for Fall 


Members of the Indianapolis Retail 
Shoe Dealers’ Association held an 
enthusiastic meeting and dinner at the 
Columbia Club on Monday night, 
March 12. The meeting was the 
largest ever held in the history of the 
association, about forty local merchants 
being present. 

Earl C. Logan, Western editor of 
“The Boot and Shoe Recorder,’’ made 
the principal talk, his subject being 
“Fall Buying.” After outlining the 
topic as to qualities, styles, prices and 
deliveries, the speaker permitted his 
talk to drift into a general discussion, 
in which all of the members took part. 

The next meeting, which will be a 


get-together affair for the merchants 
and their salesforce, will be held the 
second Monday in May. Arrange- 
ments are. being made by officers of 
the association to get a speaker from one 
of the large shoe manufacturing firms 
from Chicago. The officers of the 
Indianapolis association are Edward 
Stout, president; Arthur Brown, vice- 
president, and E. Crockett, secretary- 
treasurer. 


I. S. R. A. to MEET 


Plans for Coming Year Are to Be 
Discovered 


Edgar Hart and C. E. Young, 
president and secretary of the Indiana 
Shoe Retailers’ Association, are plan- 
ning to call a meeting at an early date 
of the officers and directors of the State 
association to discuss plans for the 
coming year. Methods probably will 
be devised for stimulating interest 
in the association’s work and it is 
probable that a new membership drive 
will be conducted. 


STRIKE SITUATION SERIOUS 


Shipments Delayed and Advertising 
Cut Down 


Some Indianapolis shoe merchants 
are vitally concerned just now about 
the problem of how to get some of the 
late Spring and early Fall shipments, 
which have been tied up by the switch- 
men’s strike and the embargo on freight. 
The majority of the merchants are 
believed to be exempt from these wor- 
ries, but there are others who, if the 
tie-up continues very long, are going to 
suffer a considerable loss. A number of 
the larger shoe stores of the city have 
been forced to greatly reduce their 
advertising space in the local news- 
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papers because of the print paper 
shortage, which has been aggravated 
by the strike. 


New Manager Appointed 


Carl A. Rowland has been engaged to 
manage the new retail shoe store to be 
opened at Washington, Ind., at an 
early date by Joseph I. Gordon and his 
two sons, Joseph, Jr., and Walter. The 
opening has been delayed because of the 
miserable condition of the freight 
service, caused by the switchmen’s 
strike. The store will carry a wide 
selection of men’s, women’s and 
children’s shoes. 


NEW STORES OPENED 


Evansville, Brazil and Lafayette are 
New Locations 


The Feltman & Curme Company, 
which operates a chain of retail shoe 
stores in a number of cities in the 
Middle West, has just opened an at- 
tractive new store at 212 Main Street, 
Evansville, Ind. The store, under the 
management of O. M. Vaughn, will 
carry low and high shoes for men, 
women and children. 

A new and up-to-date shoe store is to 
be opened at Brazil, Ind.. in the near 
future. Fred C. Curl, who has been 
manager of the shoe department in the 
Lederer-Feibelman department store, 
will manage the store, which will be 
opened by S. J. Bruson, of Chicago, who 
has a chain of stores in Indiana, Ohio 
and Illinois. Mr. Bruson is the owner 
of the shoe department in the Lederer- 
Feibelman store. The new store will be 
opened the latter part of April. 

A serve-self shoe store is to be opened 
soon at Lafayette, Ind., by. Guy Als- 
pach, who operates similar stores in 
Logansport, Laporte, Goshen, Martins- 
ville and Rochester. The new store will 
be located at 134 North Third Street. 


Philadelphia 


LEATHER MARKET STRONGER 


Inquiries, However, Are in Smaller 
Volume than Formerly 


There has been a steady increase in 
the number of inquiries, both for sole 
and upper leather, in the last week or 
ten days. Shoe manufacturers now are 
coming into the market for their usual 
Spring requirements after a period of 
considerable delay, and it is to be noted 
that the inquiries are in smaller volume 
than in former seasons. 

Manufacturers here support the past 
statements of retail merchants that the 
latter have been buying in smaller 


volume than formerly, and declare that 
this condition is quite general the coun- 
try over, with perhaps a very few ex- 
ceptions, which merely serve to prove the 
rule. And for this reason the manu- 
facturers have been holding back on 
their own buying until such time as they 
could more accurately gauge the public 
demand as reflected in the orders of the 
retail trade. The work of the salesmen 
is not sufficiently far advanced to per- 
mit of this. 


Slack Season Not Indicated 


But while the manufacturers are not 
buying as heavily as last year, this must 





BOOT AND SHOE RECORDER 


THEO TIES 
NOW READY. 


PARCEL POST 
(Special Delivery) 


THIS NIFTY SHOE OF THE HOUR 
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# 728 OUR TOP GRADE PATENT, 5.15 


4 to 8 

S to 8 

2% to 8 

S to 8 
ADDRESS 


Pant Bios tbr 


” 
MANCHESTER, N. H. 





April 24, 1920 





April 24, 1920 


not be taken to mean that business is 
not good. The rate of production in- 
dicated for the rest of the year is by no 
means a slack one, and the factory men 
declare that it represents a problem of 
speeding up rather than of letting the 
pace drift. 

Leather men are expecting a good bit 
of competition to develop within the 
next few weeks. Coincident with the 
expected orders from the American fac- 
tories, they declare they are anticipat- 
ing a rather heavy volume of demand 
from foreign buyets. This should de- 
velop by the middle of May, and if it 
does develop in the strength predicted 
for it, the result will be a noticeable 
stiffening of the market, for available 
supplies are by no means excessive. As 
for some time past, there has been a 
stronger inquiry for sole leather than 
for uppers, and activity in this branch 
of the market has increased particularly 
in the past several weeks. 


HAMPERED BY STRIKE 


Freight Movement Hard Hit by 
Walkout of ‘“‘Outlaws”’ 


The factories and the wholesale trade 
here have been seriously inconvenienced 
by the railroad strike, which has thrown 
both inbound and outbound shipments 
into confusion. While the Philadelphia 
divisions of the various roads have 
succeeded brilliantly in keeping passen- 
ger traffic open, in cases where train 
schedules have not been upset by condi- 
tions at the other ends of the runs, 
freight movements have been pretty 
hard hit. Shipments to and from both 
New York and the West were cut off 
for a number of days, and seriously 
handicapped for a much longer period. 

Regarding the receipt and shipment 
of merchandise from New England, the 
situation has not been so bad, for early 
in the tie-up rearrangements of docking 
space were made along the river front, 
with an immediate increase of coastwise 
ship facilities between this city and 
Boston, a situation which a number of 
wholesalers and retail merchants took 
advantage of by instructions for ship- 
ment of their orders from Boston. 


Retail Trade Suffers Little 


On the whole the retail shoe trade in 
this city has suffered little as a result of 
the strike. It has interfered with the 
stores’ receipts of goods, but the fact 
that suburban passenger traffic was so 
well maintained made it possible for 
them to sustain retail sales volume to a 
point where the effects of the disorder 
were hardly felt at all, while the bulk 
of the merchants declare that their 
stocks on hand are sufficient to keep 
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them going without serious handicap 
for some time to come. 

In this respect the retail shoe trade 
has been considerably better off than 
the clothing trades. 


WOMEN’S SHOES AT $4.50 


Wanamaker Stages Sale of Oxfords 
and Pumps—Other Retail 
Offerings 

Wanamaker’s Shoe Department 
staged a sale of nearly 8,500 pairs of 
women’s low shoes last week at the 
surprisingly low general figure of $4.50. 
This included a lot of nearly 2,500 
brown lace oxfords and pumps, with 
imitation wing tips and military heels. 
Three thousand pairs of dull blacks also 
were disposed of in three models, a lace 
oxford, a plain pump with imitation 
wing tip and military heels, and a 
tongued pump with high leather Louis 
heels. The sale also included nearly 
1,000 pairs of patent leather shoes, and 
1,000 pairs of white tongued duck 
pumps. 


Men’s Oxfords at $7.50 
The Dalsimer store has been concen- 
trating on a line of oxfords for men at 
$7.50, in cordo tan, bjack calf and 
black kid. These shoes, the store 
claims, are $10.00 values. 
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Most of the retail merchants now are 
pushing their sales of children’s foot- 
wear vigorously. The Hallahan stores 
held a week-end sale of Mary Jane 
pumps of patent leather, at prices of 
$2.75, $3.45 and $3.95, according to 
size. The Geuting stores, too, have been 
concentrating their sales power on 
children’s wear at prices ranging all the 
way up to $8.50, according to size and 
quality. 


Touring Austria and Germany 


John J. Manley, who recently has 
been cultivating the trade in Holland, 
France and England for Thomas & Co., 
Inc., has left for a tour of Austria, Ger- 
many and Italy. 


Sails for Liverpool 


Paul M. Bertram, European sales 
manager for Edgar M. Loewe, leather 
exporter, of this city, has sailed for 
Liverpool. 


New Shoe and Leather Firm 


A new shoe and leather house is being 
opened here at 305 North 3d Street 
by S. D. Rosenfield of Pittsburgh. 

August H. Vogel of the Pfister & 
Vogel Leather Company of Milwaukee 
recently was in this market. 


San Francisco 


BUSY SEASON IN WEST 


Tendency Is Toward Conservatism 
in Buying, However 


San Francisco shoe merchants, whole- 
sale and retail, are having a busy season 
and look for continued prosperity. For 
the most part, no drop in prices is ex- 
pected. Delays in placing Fall and 
Winter orders are noticeable, and the 
tendency is toward safe and conserva- 
tive buying. Low-heeled shoes and 
oxfords are expected to remain popular 
throughout the Fall season. 


BROGUE CRAZE PASSING 


Gradually Dropping From Sight On 
West Coast 


In the shoe department of the White 
House the opinion that there will be no 
radical reaction against French heels 
and long vamps prevails. The manage- 
ment finds little or no demand for 
women’s cloth-top shoes, except in ex- 
clusively fine trade, where dull-gray 
tops are popular. Men’s brogues are 
still in vogue, but the craze for them has 
passed and they are gradually going out. 
The management finds that prices, in- 
stead of decreasing, are being raised 


from 50 cents to $1.00 on the more 
expensive shoes. 


Lower Prices on Cheaper Grades 


From the shoe department of the 
Emporium comes the first hint of lower 
prices. Though the Emporium’s own 


-shoe business has been excellent, the 


result of ‘‘anti-buy”’ propaganda is seen 
in the recent numerous sales held by 
various shoe firms. A fall in the prices 
of the cheaper-grade shoes is antici- 
pated. 


Walking Shoes To Be Popular 


Anticipating changes in styles before 
the Fall season, the shoe department of 
Hale Bros. & Co. is holding back its 
Fall orders until the trend of the styles 
can be determined. The management 
believes that there will be little more 
demand for French pumps, and that 
Cuban heels and walking shoes will be 
popular. 


POLITICS AND SHOES 
Democratic Convention Expected 
to Stimulate Trade 


Mr. Allen of the Bootery Shoe Com- 
pany predicts a stimulus to all kinds of 
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high-grade retail trade, including the 
shoe trade, as a result of the coming 
Democratic National Convention. 
Many walking shoes and military- 
heeled shoes are being sold now, but an 
extreme demand for brogues is not antici- 
pated. Mr. Allen sees no indication of 
falling prices. 


Expect Modified Louis Heel 


Sommer & Kaufmann are having a 
busy and profitable season. In their 
opinion the Fall styles will include 
modified French heels, instep straps and 
double-button straps. The quality and 
workmanship of the shoes remain the 
same as usual, and in spite of high prices 
there is a large demand for high-grade 
shoes. 


PROFITS BEING CUT 


Walk-Over Men to Cut Prices in 
West 


Members of the San Francisco Walk- 
Over organization are soon to be enter- 
tained at a banquet to be given for 
them by George E. Keith. 

The Frank Werner Company, pro- 
prietors of the Walk-Over Shoe Store 
and the Werner Shoe Den, have under- 
taken the task of stemming the tide of 
high prices by eliminating all unneces- 
sary expenditures and by cutting the 
profit per pair. Before this policy was 
adopted, it was estimated that the in- 
creased volume of business would com- 
pensate for the decreased profit on each 
sale, and up to the present the results 
have justified the experiment. 

Mr. Werner predicts Cuban and mili- 
tary-heeled shoes for Fall and Winter 
wear, and he expects 80 per cent of the 
total number of sales to be on low shoes. 


NORTHWEST IS PROSPEROUS 


Regal Manager Reports Expansion 
in Retail Business 


R. H. Hibberd, manager of the Pacific 
Coast stores of the Regal Shoe Com- 
pany, has recently returned from his 
trip to various points on the Pacific 
Coast. He reports great prosperity for 
the shoe firms in the Northwestern 
States, and general expansion of busi- 
ness in this line. 

A new front has been completed for 
the Seattle store of the Regal Company, 
and the Portland store has been en- 
larged. 

Mr. Hibberd has made a thorough 
study of the shoe situation in the United 
States, and he sees no immediate pros- 
pects for a decrease in prices. In his 
opinion the fundamental cause for high 
prices of shoes is the increase in the cost 


BOOT AND SHOE RECORDER 


of farm lands and in everything con- 
nected with farmers’ activities. 


No Chance of Price Drop 


Another cause, according to Mr. 
Hibberd, is the steady increase in 
wages, and unless these conditions are 
changed, he sees no possibility of the 
price of shoes coming down. Mr. Hib- 
berd feels that the ‘‘anti-buy”’ clubs do 
not hit at the root of the matter in at- 
tempting to boycott high-priced com- 
modities, and he does not think their 
activities will have any lasting effect. 

Mr. Hibberd defines the general re- 
luctance to place Fall and Winter 
orders as shortsightedness. He believes 
the wholesale markets will be unable to 
meet the ultimate demands and that 
the last-minute orders will not be filled. 
Mr. Hibberd reports that business, 
especially in the high-grade shoe line, is 
unusually good this season. 


RETAIL BREVITIES 


News of Styles and Prices on the 
West Coast 

The Rosenthal Shoe Company rer 
ports a busy season and bright pros- 
pects for the Fall and Winter. The 
company looks forward to no very 
noticeable change in styles, but antici- 
pates a steady growth in popularity of 
brogues, oxfords and military-heeled 
shoes. 

The C. H. Baker Company has had a 
busy and prosperous Spring season. 
They expect short vamps to remain in 
vogue and look for increased sales in 
walking and straight-heeled shoes. 

The opinion prevails at Gerlach’s 
that prices on high-grade shoes will 
advance 20 per cent. A report from 
Eastern factories to the effect that a 
considerable portion of the Fall output 
has been bought up in advance spells a 
scarcity. The business of this firm has 
been excellent. 


Worcester, Mass. 


TANS” AHEAD OF BLACKS 


Cordovan Most Popular Leather 
Thus Far 


Cordovan brogues and plain cordovan 
oxfords have been the big sellers in the 
men’s shops. Calfskin high shoes and 
oxfords are selling about 50-50, with 
tans far in the lead. In fact, black is 
only called for by the older men or for 
occasions demanding black footwear. 
In the women’s stores high shoes are 
moving slowly. Pumps, oxfords and 
Theo ties have the call. Patents, dull 
leathers and tans are all selling. It is 
difficult to say which really leads. 


ETAIL TRADE SLOW 


Due Mostly to Weather—Partly to 
Harmful Publicity 


After a busy Easter week the shoe 
merchants have found business very 
quiet. This may be due in part to the 
heavy buying prior to Easter Sunday. 
Although the weather conditions have 
been very unfavorable the past two 
weeks, there is in the air a germ in the 
disguise of ‘‘over-all’’ clubs, a move- 
ment to beat the high cost of living. 
These passing fads are greatly helped 
by newspaper publicity, such as that 
accorded to a statement by T. M. 
Robertson of the Federal Trade Com- 
mission in his report to the Senate Com- 
mittee last week, in which he advised 
people to buy at cut-price stores in order 
to bring down prices in the better 
stores. 


HEALTH WEEK OBSERVED 


Shoes Endorsed by Y. W. C. A. 
Shown in Windows 


Health Week was widely observed 
throughout the city, and shoes espe- 
cially designed to promote the health 
of the fair sex were exhibited in the 
windows of the department stores. 
Most of them were low-heel, flexible 
shank shoes recently endorsed by the 
¥. W..C..A. 

Dr. George Shroeder of the Nathan 
Arch Support Company has been con- 
ducting a demonstration in the shoe 
department of the John C. MacInnes 
Company the past week. 


New Store to Open 


After alterations are completed, a 
new shoe store will open at 231 Front 
Street, formerly the office of the Essex 
Hotel. It will be known as The Triangle 
Shoe Store. The owners are Messrs. 
Salvage, Sorner, Jacobson. Shoes for 
the whole family will be carried in 
stock. 


Buster Brown Line Taken On 


Denholm.McKay Company has taken 
on the well-known line of Buster Brown 
shoes for children. One of the largest 
windows in the store was given over to 
the initial display. 


opened the 


Milton Josephs has 
Women’s Boot Shop at 360 Main 


Street, Orange, N. J., featuring 


women’s shoes exclusively. 
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Boston 


THE RETAIL TRADE 


Warm Weather Again Stimulates 
Business as in the Past 


What a touch of real Spring will do 
was never better evidenced than on 
last Tuesday when the warm sunshine 
brought out literally thousands of 
shoppers who thronged Boston’s streets. 
While the succeeding day was rainy 
again, nevertheless retail merchants 
were encouraged, as the receipts of the 
day before showed them clearly that the 
public has not withdrawn entirely from 
the market and that some real business 
can be looked for when weather condi- 
iions become more nearly normal. 

Women are buying pumps mostly— 
pumps with buckles being the most in 
demand. 


French Lasts Slow 


French lasts are not selling as quickly 
as they might because the American 
woman’s foot does not seem to be 
adapted to the short round-toed shoe. 
Those merchants who have featured 
French lasts have found a more or less 
spasmodic demand for them. Women 
will come into the different retail stores, 
try on shoes with short vamps and, 
finding they cannot wear them com- 
fortably, buy sensible American shoes, 
built along conventional lines. French 
lasts have not been stocked by some 
merchants. In some stores where they 
have been featured, they have sold to 
women who demand ultra seasonable 
styles. 

AT REGAL 
This Store Is Featuring ‘‘Pall Mall”’ 
and ‘*Wellesley”’ 


The ‘‘Wellesley’> brown welt oxford 
for women is featured in this store at 
$9.50 and promises to be a very good 
seller. This store is also pushing a 
brogue last at $12.00 which is most 
attractive and is commanding much 
trade. 

The “Pall Mall” calf oxford for men, 
priced at $10.00. which has been shown 
all over the country through National 
publicity, is inviting attention and 
selling very readily. 

AT TUTTLE’S 
Splendidly Arranged Window Dis- 
play Brogues Featured 

At the store of Henry H. Tuttle 
Company a well-arranged window is 
filled with men’s brogues priced at 
$15.00 which are selling quickly. 


For women, Colonial ties and pumps, 
made even more beautiful by the addi- 


tion of cut steel and rhinestone buckles, 
are moving well, especially so this 
week—on account of the beautiful 
weather. 

AT MOSELEY’S 


Sport Shoes Much in Evidence — 
Also Suede Pumps 


Oh, what perfect weather for sport 
shoes! T. E. Moseley Company have 
filled their windows with them in the 
plain white suede oxford and the com- 
bination oxford and are finding them in 
demand now that the weather has be- 
come more seasonable. 


Women’s Calf at $11.00 a Beauty 


Brown calf and black calf welt ox- 
fords priced at $11.00 are one of the 
biggest numbers. they have ever had 
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weather of the past few days has brought 
in a number of buyers who are especially 
taken with this line. 


At Carman’s 


Silk lisle hose in varied colors, priced 
at $1.75, have been a most remarkable 
drawing card for this store. These hose 
worn with the sport oxfords shown at 

7.50 are most attractive. 


At Crossett’s 


Lewis A. Crossett, Inc., store is dis- 
playing this week a new straight-tip 
brogue for men, priced at $16.00 and 
their black comfort shoes priced 
at $12.00. 

The center of one of the show windows 
is devoted to a Cordo Hyde shoe lace dis- 
play which tones well with the: shoes 
grouped around. 

In the women’s window, all grades of 





Dinner to Mr. Solomon Agoos by the Standard Kid Manufacturing Company 
Employees. Copley-Plaza Hotel, Boston, Mass., April 13, 1920. 





in this store, and could they obtain more 
of these than are now on order they 
certainly would do so. 

Brown, gray, suede and black pumps 
are most attractive and selling very 
quickly. They are also selling a large 
number of buckles which are proving 
this season to be a most seasonable 
feature. The demand for buckles seems 
to be for a little larger and better grade 
buckle than the ordinary sizes worn. 
Prices run from $10.00 to $50.00. 


At Walk-Over 

At the Walk-Over Shoe Store, on 
Tremont Street, a splendid display of 
sport shoes at $12.50 is being featured. 
Black and white, brown and white 
pumps with Baby and full Louis heels, 
and oxfords with leather and rubber 
heels, are being shown. The warm 


shoes are shown priced from $11.00 to 
$16.00. Black shoes run about $12.00, 
with a splendid line of white shoes at 
$13.00. 

This store reports business very good 
and they look for the demand to in- 
crease more rapidly every day as the 
weather becomes warmer. 


At All-America 


At the Summer Street store of the 
All-America Shoe Store, a large collec- 
tion of brogues is being shown priced 
at $9.00 and $10.00 in all of the popular 
leathers and styles. 

A whole window is given to the 
“‘Educator’’ shoes, so finely arranged 
that they show every point of comfort 
which their customers find in the wear- 


ing. 
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IN STOCK 


READY TO SHIP 


THE ONE SHOE THAT NO 
ONE CAN GET ENOUGH OF 


Women’s Dark Tan Calf Welt 
Brogue Oxford 


$9.25 


5%, 10 Days 


4 to8 
3 to8 
21% to 8 
1 to8 
21% to7 


Anticipate Your Requirements 
and place orders now 


‘WELCH, Moss & FEEHAN Co. 


11IS ESSEX STREET 
HAVERHILL 


MSS 


Boston Office, 183 Essex Street 
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THE WHOLESALE SHOE TRADE 


No Indications of Lower Prices— 
Increased Labor Costs 


Business is opening up very well at 
the present time in the wholesale shoe 
trade. If the good weather keeps up, 
there is every indication for a splendid 
business. Many of the retail shoe mer- 
chants have already anticipated their 
Fall wants. Practically the same prices 
prevail as those of a month ago, and 
the prominent shoe wholesalers are con- 
fident that these prices will be main- 
tained in the placing of orders for Fall 
merchandise. There are no indications 
that there will be any lower prices than 
there are today. 

The wholesale shoe leaders, therefore, 
feel that merchants are perfectly safe to 
buy their Fall goods at the present time. 
Factories in various sections of the 
country are already anticipating an in- 
creased labor cost, so that in the opinion 
of an expert in shoe wholesaling foot- 
wear after September, 1920, will prob- 
ably be higher in price. 


40 Per Cent Low Cuts 


A big Fall and early Winter season is 
anticipated on low cuts. Low heels 
seem to be the favorite at the present 
time on all styles for street or walking 
purposes, although fancy dress shoes 
with the full Louis heels are maintained. 
A popular height is a 15-8 Cuban heel. 

The opinion shared by a majority of 
the wholesale shoe trade, seems to be at 
least 40 per cent on women’s low shoes 
for Fall and early Winter. It may be 
that this percentage will be continued 
throughout the Winter if a normal 
Winter takes place, but if the Winter 
is similar to that of last year, with heavy 
storms, the style in women’s footwear 
will probably be emphasized in high 
shoes and arctics. 

Leading wholesalers look for a big 
increase in men’s low shoes for the Fall 
and early Winter, although the increase 
will not be as great as in women’s lines. 


HOME AGAIN 


Frank E. Wright. Returns from 
Italy 


Frank E. Wright of Wright & Wright, 
leather merchants, Boston, returned the 
first of the week from Italy. 


NEW INCORPORATION 


The National Rubber Heel Com- 
pany—Capital $25,000 


National Rubber Heel Company, 
Boston, rubber goods; capital, $25,000; 
incorporators, Thomas A. Farrel, Joseph 
Gordon and Maurice B. Holsberg of 
Boston and Carl Gennelly of Medford. 
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A “RECORDER” VISITOR 
Fred W. Midgley Represents Lead- 
ing British Firms 
Fred W. Midgley, director of E. C. 
Midgley & Sons, Ltd., Leeds, England, 





Taxes Have Strangle Hold 


A presidential candidate, 
speaking in Boston on Indus- 
trial Conditions, said: 

**Taxes have a strangle hold 
on business. They should be 
reduced. Government’ ex- 
penses are excessive. The 
salaried unemployed should 
be stricken from the Govern- 
ment payrolls, and made to 
produce. The regulation of 
industry, a necessary war- 
time measure, should be 
abandoned with peace, and 
normal freedom restored to 
industry and trade.”’ 











has been a recent visitor in the Boston 
market, and was a welcome caller at 
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the “Boot and Shoe Recorder’’ offices. 
Mr. Midgley represents a number of 
leading British boot manufacturers, 
some of whose samples he brought with 
him. Mr. Midgley has been negotiat- 
ing for shoes in this market, his concern 
being large wholesale shoe merchants. 


AHEAD AND ABROAD 


An Increase and Some Unusual Re- 
ports on Foreign Trade Conditions 


H. S. Snyder of H. S. & M. W. 
Snyder, Boston leather merchants, is in 
New York this week, in conference with 
European agents for his firm. The 
company’s salesman from Vienna is at 
the Boston office. A cable to the Bos- 
ton office from a South American 
country said that no leather would be 
sold there until after the next election 
in that country. Some new orders came 
from China and Japan. Business be- 
gins to look better across the Pacific. 
H. S. Snyder, who returned from Europe 
last week, is optimistic about the future 
of sales of leather there. Sales of leather 
by the company this year are equal to 
the total sales for last year. 


Syracuse 


PURE SHOE BILL DOOMED 


Legislators Say Assembly Will De- 
feat It 


Local retail shoe merchants have been 
assured by Onondaga legislators that 
the pure shoe bill recently passed by the 
State Senate will not become a law. 
The local retail association has been 
fighting the bill since the organization 
was formed. 

In a letter to President A. B. Mc- 
Cormack, Assemblyman George R. 
Fearon gave assurances that the as- 
sembly would defeat the measure. The 
fight against the bill will be continued 
until it has been eliminated from con- 
sideration. 


EARLY CLOSING SUCCESSFUL 


Merchants Planning to Close at 
Noon Saturday 


The early closing plan operative in 
this city throughout the year will 
probably undergo changes this year. 
Several local shoe stores are planning 
to extend the plan to include closing 
Saturday noons. 

Two local retail shoe stores kept 
open the Saturday before Easter and 
were convinced that the early closing 
plan is really being followed by the 
purchasing public. The business sec- 
tion is practically deserted after six 


o’clock at night since the merchants 
agreed on the early closing plan. The 
local shoe men’s club is back of the 
plan. 

SYRACUSE NOTES 


Brief Mention of Wholesale and 
Retail Activities 


Henry Cook, vice-president of the 
A. E. Nettleton Company, is co-oper- 
ating with local retail merchants in the 
State convention plans. One day during 
the convention the delegates and their 
wives will be the guests of the Nettleton 
Company at the big factory here. 

At the monthly meeting of the local 
shoe club, convention committees made 
their first reports. All are well organ- 
ized now and have their work well in 
hand. It is expected that at the May 
meeting details of the convention plans 
will be announced. President E. N. 
Parks of the Park Brannock Company, 
president of the State association, pre- 
sided at the meeting. 


Joins Alexander-McCormack 


B. B. Raymond, a foot specialist of 
New York City, has been added to the 
force at the Alexander-McCormack 
Company here. 

William Lynch, popular Syracuse 
merchant, has moved his store from 
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TRADE MARK 


These Models Are the Season's 
Style Gauge 


HE four styles here 
‘eae we can state au- 
thoritatively are timely 
now. The buying public has 


set their seal of approval on 


them by actual purchase. 02109—Black Suede Theo Tie, 
16-8 full Louis Covered Heel, Hand 


2126—Black Kid Theo Tie. Cut C. $7.50 
out, 18-8 full Louis Covered Heel, Our thorough knowledge of Tamed, AA to ©, $7.70. 
Hand Turned, AA to C, $8.00. the footwear market and our 


financial responsibility en- 
ables us to stock in quantity 
grades and sizes which meet a 
known demand. 


A complete In Stock depart- 
ment is ready to ship your 
order immediately upon 
receipt. We would suggest, 
however, that you order at 
once to forestall any unavoid- ; 
02111—Pat. Colt Theo Tie, 16-8 shite delay 2122—Tan Russia Calf Brogue 
abie Celay. Ox. Reg. Wing Tip, 12-8 Heel, 


full Louis Covered Heel, Hand ) 
Turned, AA toC, $6.75 Goodyear Welt, AA to D, $7.00. 


KATZMAN-ADLER SHOE CO. 


Women's Novelty Footwear 


211 ESSEX STREET, BOSTON, MASS. 
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South Salina Street to the Lynch Block 
on South Clinton Street, which he 
recently purchased. 

R. E. Wallace, formerly with the 
Poehlman Shoe Company of this city, 
is now connected with the Park- 
Brannock Company. 


Adds Johnson-Murphy Line 
Thomas Ryan of Burdick’s & Son 
shoe department has added the Johnson- 


Murphy shoe to the line carried_by the 
store. 

Pickett & Kauffman is the latest 
addition to the shoe manufacturing 
industry in this city. This firm has 
opened its factory at Otsico and 
Marcellus Streets. It specializes in 
women’s turns and welt shoes. 

Charles Bristol has added the Ed- 
mund line of shoes to his already large 
stock. 


Manchester 


EXPECT TRAFFIC RELIEF 


Manchester Firms May Not Have to 
Use Parcel Post 


The arrangements for the shipment 
of three carloads of shoes to the Middle 
West by mail, made by the W. H. Mc- 
Elwain Shoe Company of this city, have 
been temporarily abandoned, due to the 
fact that embargoes put in force the 
first of the week may be lifted soon. 

The company made its first attempt 
to cut down its fast accumulating fin- 
ished stock April 14, when the company 
organized a motor express to New York. 
Use of this fleet of motor trucks will be 
continued at the request of customers, 
and shipments leave daily for New 
York and Worcester, Mass. The com- 
pany is somewhat tied up on raw ma- 
terial, which comes here principally from 
the West. 


Hoyt Company Optimistic 


The F. M. Hoyt Shoe Company is 
inclined, at this date, to be optimistic in 
its views upon the railroad tie-up, and 
hopes for relief soon. Belief that the 
embargoes will be lifted in the very near 
future causes the company to feel sure 
of no shut-down in any of its depart- 


ments. It is not at all probable that the 
company will take up transporting 
goods by motor trucks, for the reason 
that its shipments are largely made to 
far-away points. In the meantime, the 
company resorts to the mails for relief 
and nearly 1,000 pairs of shoes leave the 
factory daily by parcel post. 


BIG STOCK BUSINESS §& 


F. M. Hoyt Reports Record Sales on 
Oxfords 


The F. M. Hoyt Shoe Company is 
having the biggest stock business on 
record on oxfords. The stock sales on 
oxfords for March, 1920, were almost 
exactly three times as large in pairs as 
for the same month of 1919. For April 
the company is prepared for an even 
larger increase. Officials look for men’s 
oxfords to sell in volume right up to 
August this year and possibly later. 
To back this. belief the manufacture of 
20,000 pairs of oxfords has been begun, 
partly on regular catalogued styles, but 
including 10,000. pairs of new uncata- 
logued oxford styles. Among these is 
another brogue oxford made from wine 
lotus calf stock over a medium English 
last. 


Des Moines 


RETAIL TRADE GOOD 


Adverse Weather Conditions Have 
Little Effect 


Business has been very good in Des 
Moines considering the weather condi- 


tions. There has been much rain and 
it has been very cold, but Des Moines 
people are buying merchandise just the 
same. A very strong demand for 
cheaper shoes is being noticed by all 
merchants and they are responding to 
the call by advertising cheaper mer- 
chandise. 

The Subway is featuring a strong line 
of work shoes at $5.00 and children’s 
footwear at $2.95. The W. L. White 


Shoe Company is bringing to the front 
a neat line of pumps and brogue oxfords 
at the special price of $10.00. White 
canvas and kid low cuts are also being 
shown. Men’s oxfords at from $8.00 
to $15.00 with the broad English toe 
are selling rapidly, and there is a strong 


call, in fact, for all brogues. 


White Shoes Appearing 

In the women’s division at Elwell- 
Field Shoe Company, brown, black and 
gray suede oxfords at $10.00 are being 
featured. White shoes are making 
their appearance here at from $6.00 to 
$8.50. The Des Moines Florsheim 
Shoe Store is showing a varied line of 
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men’s shoes and oxfords at from $9.50 
to $19.00. They are showing a very 
neat brown oxford at $12.50. 

Harris-Emery’s Shoe Department is 
featuring misses’ shoes in styles re- 
sembling the older women’s low-cut 
shoes. A big sale is now starting in 
their basement department of black 
oxfords and pumps at $4.90, and they 
are featuring with much publicity their 
line of low cuts in all stylish colors at 
$6.90. De Arcy Boot Shop, exclusive 
for women, is featuring a Laird-Schober 
handmade military heel oxford in light 
brown. A very clever pleated satin 
boudoir slipper in blue and pink is 
having a strong call. 


SHOE MEN VISIT DES MOINES 


Many Attend Iowa Business Con- 
gress 


Many managers and proprietors of 
shoe stores in the small towns of the 
State were the guests this week of Des 
Moines at the annual Iowa Business 
Congress. John Knox of the Cleveland 
Salesmanship School was one of the 
principal speakers. He gave a very 
interesting talk on salesmanship and 
notes were made by the progressive 
shoemen. : 

“Accusations have been made by 
several farmers that there is much 
profiteering in shoes by the retail mer- 
chant,” said one speaker. “The far- 
mers say that they sell the hides at a 
ridiculously low price compared to what 
the finished product sells.” The shoe 
men were shown at this Congress by 
statistics and charts and other methods 
that the real cost of shoes is the labor 
cost. 


Labor Cost Biggest Factor 


The men that gave these facts in- 
structed the local retail merchants to 
present the actual facts to the farmer. 
“Two-thirds of the cost of a shoe is the 
labor cost,” according to these experts, 
who also said, “It has been pointed out 
that the small retail merchant is the 
chief profiteer, but while endeavoring to 
adjust the price of shoes, the public 
must remember that every legitimate 
business must be run on a paying basis, 
and unless the adjustment is gone about 
in the right way the real cause of the 
high cost of shoes will not be touched 
and business will suffer for it in an 
economic and financial way. 

“Prices must be placed on goods so 
as to take in all expense and also a 
legitimate profit. Unless we are care- 
ful to do justice on the basis of hazards, 
responsibilities and costs of doing busi- 
ness, the whole structure of our dis- 
tributing system will be injured.” 
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WILLIAM GREILICH & SONS 


Factory and Sales Offices, Brooklyn, N. Y. 
N. Y. Office and Show Room, Marbridge Bldg. 
47 W. 34th St. 
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AT VERMONT CONVENTION 


Trade Ambassadors of Leading 
Manufacturers Assist Shoe Mer- 
chants 


Among the shoe travelers attending 
the Fifth Annual Convention of the 
Vermont Shoe Retailers’ Association, 
which was held at the New Sherwood 
Hotel, April 13-14, was Daniel Harkins, 
with the Julian & Kokenge Cincinnati 
line for young ladies. “I sell these 
shoes in large numbers throughout 
New England,” said Mr. Harkins. 
“They are the original, true style dope, 
knock ’em cold and they stay put— 
they are surely catchy creations. I 
have been on the road since I was 18 
years old,’ said Mr. Harkins, and 
thoroughly believe in New England. 

Mr. Harkins stated that the propor- 
tion of low shoes to be bought for Fall 
would be about 40 per cent; on high 
shoes he felt that the proportion would 
be about 60 per cent. 

Mr. Harkins shared an exhibit room 
at the convention with J. E. Whitte- 
more, who showed the lines of J. E. 
French Company of Rockland, Mass. 


With the Carter Line 


C. J. Shaver exhibited the J. W. Car- 
ter Chicago Company’s line of men’s 
fine and medium welt shoes at the 
Vermont Convention. The Carter ex- 
hibit occupied a prominent place in 
Convention Hall and attracted much 
attention. It was further enhanced 
by a huge jardiniere of pink and white 
carnations. 


For Utz & Dunn 


A. C. Golden shared one of the special 
sample rooms at the New Sherwood 
Hotel, Burlington, with George J. 
Lovely of the Dalton Company. Some 
beautiful models for Fall were shown in 
black mat kid, in a 9-inch lace boot, 
patent leather underlay around lace 
stay—also in 84-inch tops—a_ brogue 
model in an oxford of boarded calf with 
a wing tip in the new shade of tan, also 
in darker shades attracted much at- 
tention. A 9-inch boot appeared, with 
a velvetta calf top, Cuban heel, on the 
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Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


Kenmore last—the same model in black 
buck with Louis heels and Cuban heels 
was prominently displayed. 

Mr. Golden stated that he was selling 
less Louis heels than in former years. 
A black patent leather brogue oxford 
carrying a military heel of 1}4 inches 
was designated a favorite. Louis heels 
were pronounced popular in 2 and 2144 
inches. A bronze kid boot attracted 
attention. 


With Boyden’s Lines 


Chris S. Briel arrived at the Vermont 
Shoe Retailers’ Convention on the 
morning of Wednesday, April 14, and 


CHRIS S. BRIEL 


quickly and artistically arranged his 
line of men’s shoes for Fall. Mr. Briel 
was one of the speakers at the banquet 
of Wednesday evening and also took 
part in the entertainment which fol- 
lowed the banquet. 

The Boyden Shoe Mfg. Company 
has opened an office in the Rice Bldg., 
Boston, with C. S. Briel in charge. 


J. Ralph Baker 


J. Ralph Baker had his samples at the 
convention. Mr. Baker arrived on 
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Wednesday morning in company with 
Chris Briel. J. Ralph Baker showed 
the shoes of J. Ralph Baker, Bridge- 
water, Mass. He had just started out 
on a Western trip, but turned back, 
and took in the Vermont Convention 
on his way to Boston. Mr. Baker was 
one of the speakers at the banquet on 
Wednesday night. He gave a most 
interesting talk on conditions facing 
the manufacturers today—he said, in 
part, “the manufacturer faces the re- 
tailer, and the retailer faces the con- 
sumer, who is reading the pernicious 
propaganda which is appearing in all 
of the papers throughout the country, 
You hear this propaganda in Florida, 
in Chicago and in Michigan, in fact 
everywhere. I refer to the story of the 
senator who purchased a pair of shoes 
costing: $20 and then inquired the price 
from the manufacturer, which was at a 
much less figure. In the report of a 
State Convention which appeared re- 
cently in the “‘Recorder,’”’ the method 
which the retail shoe merchants used to 
overcome this adverse publicity was 
published. The merchants of Minne- 
apolis have made the papers submit to 
a publicity committee any matter 
which comes to them from the Associ- 
ated Press and which they intend to 
publish in regard to the shoe situation. 
This is edited carefully by the mer- 
chants before its publication. 


With Weyenberg’s Shoes 

W. W. Jones was at the Vermont 
Shoe Retailers’ Association Convention 
showing the principal features of the 
Weyenberg Shoe Mfg. Company’s foot- 
wear, for which the Dunham Brothers 
of Brattleboro, Vermont, are Eastern 
distributors. Mr. Jones reports a great 
many prospective buyers as the result 
of his exhibit. He said that his busi- 
ness thus far this year has been way 
ahead of last year and that people are 
buying freely. 

In connection with the Weyenberg 
line, Dunham Brothers are also exclu- 
sive agents for New England on BPll 
Brand and Blum felts. 

Mr. Jones’ territory comprises Ver- 
mont. and Northern New York. He 
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style, novelty and beauty 

in footwear can be satis- 
fied economically when shoe 
manufacturers use SHADOW 
CLOTH. 
Its characteristic beauty of 
texture, made possible by the 
two tone weave, and its serv- 
iceability make possible the 
ultra modish shoe at a reason- 
able retail price productive of 
both profit and prestige. 


[os insistent demand for 
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has many interesting stories regarding 
his trips across country during the big 
snow storms of the past winter. Often- 
times the conditions of the road were 
pronounced impassable, but bad roads 
and New England snows proved no ob- 
stacles to W. W. Jones. If he could 
rot get a train, he tried horses or 
walked four or five miles. On one 
 ccasion, where a sleigh could not get 
through, he simply took his sample 
trunk and ‘turned it so that it would 
1an as easily as possible, with the 
amples on one side and he on the other 

then by hitching a horse to the trunk, 
ie made the trip over the mountains to 
his customers in the little town of 
|incoln, Vermont, only a little behind 
schedule time. ‘“‘You may imagine,” 
said Mr. Jones, “that my customers 
were surprised when they saw me and 
my conveyance.” 


REPRESENTING SCHOLL 


(;. T. Durbin Was Speaker at Con- 
vention Banquet 


G. T. Durbin, who boosts for the 
Scholl Manufacturing Company and is 
interested in the promotion of good 
foot fitting, was a speaker at the ban- 
quet of the convention. Mr. Durbin 
took for his subject, “‘Fitting of shoes 
and shoe complaints.” 


WITH THE PERFECTION LINE 


P. H. Walsh Showed Attractive 
Overgaiter Styles 


, P. H. Walsh, the Burlington repre- 
sentative of the Perfection Overgaiter 
Company, Winooski, Vermont, had a 
goodly array of samples. Through the 
Burlington office, Mr. Walsh covers the 
sales of the United States and Canada. 
The Rhea line, with concealed buckle, 
was featured and demonstrated by Mr. 
Walsh. 


H. R. Holden’s Display 


H.R. Holden of H. R. Holden & Co., 
shoe store supplies, 134 Summer Street, 
Boston, had a space in Convention Hall, 
where he showed his line to the mer- 
chants of the Green Mountain State. 
A souvenir in the shape of a phone index 
was distributed by Mr. Holden. 


With Dalton’s Samples 


George J. Lovely, representing the 
Dalton Company of Brockton, had an 
attractive showing of men’s shoes for 
Fall and Winter, 1920. He showed 
some very snappy features. 

For instance, a sport oxford of 
chrome elk with cherry tan apron at- 
tracted much attention. .Mr. Lovely 
reported that he had sold more wing 
tips this month than in all of the years 
he had been on the road. He also 
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stated that Gallun’s No. 4, is one of the 
most popular shades in his Fall lines. 
A white buck sport shoe with a black 
calf apron occupied a prominent posi- 
tion on the sample table. A Russia 
calf brogue made of Gallun’s No. 26, 
was designated by Mr. Lovely as a big 
seller, also the same pattern in a cherry 
tan on the Corsair last. 

Mr. Lovely gave a very illuminating 
talk at the banquet of the association, 
which was held on Wednesday evening, 
April 14, telling of the conditions of the 
country sand giving latest quotations 
on leather. 


Regular Pals 


Eugene Conner had one of the parlors 
of the New Sherwood Hotel for the 
E. P. Reed & Co. exhibit. There was 
a goodly array of the latest style 
creations—brogue effects in the better 
grades, many high shoes and low shoes, 
built according to the most approved 
patterns and of the leading shades. 

Mr. Conner was frequently seen at 
the convention with his ‘“‘pal’’ Daniel 
Harkins. Together they boosted New 
England. 


WITH COTERO’S LINES 


Lewis C. Asterbloom Will Join the 
Force May 1 


Lewis C. Asterbloom, formerly of the 
Goldschmidt & Loewenick Co., will, on 








LEWIS C. ASTERBLOOM 


May 1, join the Cotero Manufacturing 
Company of Scranton, which has been 
newly incorporated and in which he has 
an_ interest. Mr. Asterbloom will 


handle the sales end of the business and 
make his headquarters in Scranton. 

The Cotero Company, which has 
hereto been identified exclusively with 
the production of overgaiters, will now 
develop a complete line of felt slippers 
and novelty footwear. 

In addition to the felt slippers, it 
will continue in the production of 
spats. 

An enlarged plant is being developed 
to take care of this greatly increased 
business and an organization in pro- 
portion. 

Mr. Asterbloom has a very extensive 
acquaintance in the trade, and through 
his previous connection is especially 
well fitted to handle the distribution of 
a line of felt and novelty footwear, 
which is the newest and will probably 
be the principal product of the company. 


MICHIGAN TRAVELERS REOR- 
GANIZED 


Campaign for 100 Per Cent Member- 
ship Under Way 


At a meeting held at Detroit on 
Monday, April 5, at the Board of Com- 
merce, the Michigan Shoe Travelers 
were reorganized. 

Officers were elected as _ follows: 
George Van-Tyler, president; Henry 
Reed, vice-president; Walter Leszagyn- 
ski, secretary and treasurer. 

Several committees have been ap- 
pointed to look after the good work of 
the association. Membership, Pub- 
licity and Entertainment. 

The chairman of the Membership 
Committee has pledged to make the 
association 100 per cent strong by 
July 1, 1920. All of the members have 
promised to co-operate with him, as 
they are determined to make the asso- 
ciation one of the liveliest of those com- 
prising the National Shoe Travelers’ 
Association. 

Michigan boys who do not possess a 
membership card are advised to get in 
touch with the secretary, Walter Les- 
zagynski, Rowland. Bldg., Detroit, 
Michigan. 

There will be some big events in store 
for the association during 1920. 

H. A. Becher, chairman of ‘the Pub- 
licity Committee, is doing some splendid 
propaganda work for the association. 


FROM SHOES TO AUTOS 


Charles Tucker Formerly Traveled 
for Brown Shoe Company 


The wholesale shoe trade was much 
interested in the announcement re- 
cently made that Charles Tucker had 
been made general sales manager for 
the Oldsmobile automobile. Mr. 

(Continued on Page 187) 
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ORDER NOW | Samples on Request 


ATISFACTION wew vorx 


IN STOCK 


AAA to C 
21% to 8 


“ Produc's of Pride’ 


Dress Last Walking Last 


Van Dyke Tan Russia, Turn . Black Kid, Welt 
Havana Brown Kid, Welt 


Genuine White Kid, Turn E 
a le Mahogany Russia Calf, Welt 

Genuine White Kid Theo Ties, AAA-C, ; 

Turn ; $10.50 


ALGIER SHOE MANUFACTURING CO. 
138-144 Broadway Brooklyn, N. Y. 





Salesmen Now Showing 
Fall Samples in the 


"STAC O” LINE 
Of Men’s Welts 


THE NEWEST AND BEST STYLES. 
THE MOST POPULAR LEATHERS. 
THE BROCKTON STANDARD OF WORKMANSHIP. 


~~ THAT MAKE PURCHASES PROFIT- 


This quartet of merits invites your 
at-once business and Fall orders. 


Stone-larlow Shoe Co., Inc. 


No. 500 
BROCKTON, MASS. 


One of our new Fall Patterns. 
A Circular Seam Bal of Ma- Successors to Liberty Shoe Co., Inc. 


hogany Calf. 
BOSTON OFFICE, 183 ESSEX STREET 
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AMOUS He) 
Juiih etter: 


They Are Dependable in 
Service, Style and Profits 














Women are enthusiastic over “Julia Mar- 
lowe’”’ Shoes, because their richness and 
dignity appeals to the careful buyer of 
footwear equally with their intrinsic value. 
Your store will gain prestige through 
“Julia Marlowe” Shoes. 





Style 2731—Welt Cocoa Brown Lace 
Boot, 3-4 Fox, Imitation Tip, aa -8 


Style 2081—Welt Black Kid Lace Boot, Heel. Price 


18-8 Leather Louis Heel, Plain Toe, 


Style 8861—Welt 
Brogue P. V. 
Lotus Calf Oxford, 
10-8 Heel. Price, 

$7.75 


Sixteen ‘‘Julia Marlowe’’ salesmen are selling “‘Julia Marlowe” shoes for fall. 


May we have the one nearest you call on you? 


RICH SHOE CO 


MILWAUKEE, WIS. 
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Shoe Polistt 
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Sold in the Market Places of the World 


Dressings for All Leathe 
Dressings for All Weathe 


rs 
rs 





N OBBY 
BROWN PASTE— 
for all shades of 
brown shoes. Once 
you put this 
in stock, you 
like everybody else 
who has ordered 
it—you'll repeat on 
it. For it’s one of 
the best sellers in 
our whole line. 

For Red or Ox- 
blood there’s — 
same size packa 
of PEERLESS OX- 
BLOOD PASTE. 








Also Nobby Brown Combination (1 
Jewel Brown Combination (small) 


arge) 


Brown Bostonian Cream and all other colors 


Whittemore Bros.. Corp., Boston, Mass. 


Ask your jobber salesman or write for complete catalogue 





STYLE 1460 


PATENT STRAP PUMP 
5-8 $3.50 84-12 $4.00 
IN STOCK 


No shoe polishes are better known to the public than Whitte- 
more’s. Thousands of dollars have been spent on some pol- 
ishes to win public favor, but to retain it as Whittemore’s has 
is another story. There are inherent virtues in Whittemore’s 
polishes that use reveals. It is these that have firmly fixed 
Whittemore’s polishes in the public mind as the most 
desirable. It is these that have made, and will con- 
tinue to make, Whittemore’s polishes strong sell- 
ers. The uniformity of quality gives confidence 
to dealers and their customers. Personal 
recommendation becomes a pleasant and 
profitable privilege. You can get any 
sort of a shoe polishing preparation 
you want in the Whittemore line 
and were you to concentrate 
on it—and it only— 
competition would 
have no advan- 
tages over 

you. 


MAKES DIRTY 
CANVAS SHOES 


CLEAN walls 


"y 
Couns 
Turina 


Two Sizes Two Sizes 
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Serviceable Shoes that please 

both mother and child. 

An exceptionally good line 

for your children’s dep’t. 
Write For Stock Catalog. 


WILLIAMS, HOYT & CO. 


ROCHESTER, N. Y. 


PONY KID OXFORD 
5-8 $3.80 834-12 $4.45 
IN STOCK 














YOUR VALUABLE STOCK 


may be reduced to ashes at a most unexpected time. 
Fire comes as mysteriously as a burglar in the night. 
But you can always be at ease, and feel little con- 
cerned about a fire hazard if amply protected by our 
special policy for shoe dealers. Ask us how you can 
save 25 per cent, on fire insurance costs. 


Fitchburg Mutual Fire Insurance Co. 


Fitchburg, Mass. 


The city of 141 diversified industries 
99% of which are tocally owned 


SALES LETTERS 


In Foreign Languages 





A SPECIAL SERVICE FOR 
SHOE MANUFACTURERS 


Send your lists—Copy and Stationery te 


F. S. ROOT CO. 


6 BEACON STREET, BOSTON 
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No. 677 
Black Suede Theo Tie, Full 


H OUR HEO 
[ "IN-STOCK 


IES 


RIGHT NOW 


No. 665 


Gun: Metal Theo Tie, Turn 





Louis Covered Heel, Turn Sole. 
AA-C 


Price $8.00 


No. 1677 
Brown Suede Theo Tie, Full 
Louis Covered Heel, Turn Sole. 


AA-C 
Price $8.00 


ORDER BY WIRE 
IMMEDIATE 





Sole, Full Louis Covered Heel. 


A-D 
Price $7.50 


No. 1165 
Patent Leather Theo Tie, Turn 
Sole, Full Louis Covered Heel. 


A-D 
Price $7.50 


CAN WE SEND 
YOU OUR CATALOG 





SHIPMENT 
GUARANTEED 





OF IN-STOCK 
NOVELTIES? 


EIGNER SHOE CO. “2"" BOSTON 














NOW _ READY! 
1920 DIRECTORY 
OF 


Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 


jobbers included. 
Price $2.00 Postpaid 


Shoe Trades Publishing Co. 


683 ATLANTIC AVE. BOSTON 


























BROCKTON, MASS. 


STRAND 
OXFORD 


A BEAUTY! 


You will find it to be one and a mighty attractive one 
when you place it in your window. 


Stock No. 6040 $7.00 
Calfskin, Rubber Heel, Branded. 


Stock No. 6008 $6.25 
Mahogany Side, Rubber Heel, Branded. 


Stock No. 4050 $5.25 
Mahogany Side, Rubber Heel, Unbranded. 


ORDER NOW! 
Made and Distributed by 


A. Freedman & Sons 


182 Lincoln St., Boston, Mass. 
Detroit Brockton 
































Buyers’ Easy Reference Directory 


ya “Those totally different shoes ~ 


BETSY PUMP 
IN-STOCK 


No. 5896 
Finest Black 
Kid Two-But- 
ton Betsy 
en Good- 
year Welt. 18-8 


inch Leather 
Louis Heel. AA 
to D. 


; PRICE, $6.50 
BLUESTEIN BROS. 173,SUMMER STREET 


R. A, 


eNnow 
oB® &s Con TR 


147 LINCOLN STREET 
BOSTON, MASS. 


Manufacturers of 
Top-Grade 
TURN SHOES 





IN-STOCK |! 


Stock No. 

651—Dull Kid Plain Toe Oxford, hg 
Sole, Louis Heel, AA-D $7. 
661—Gun Metal Oxford, Naren 
pip. Welt Sole, Louis H 1, AA- 


1661—Havana Brown Kid Oxford, 
Imitation pie: Welt Sole, Baby Louis 
Heel, AA-D $7.50 
1651—Havana Brown Kid, Imitation 
Tip, Welt Oxford, Louis Heel, 3 

1151—Patent Colt, Imitation 


(Har Made) Tip, Ox. Welt "Sole, —— 
_ Heel, AA-D $7. 


EIGNER SHOE COMPANY 


173 Summer Street Boston, Mass. 








‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 



































There Is Real Value In These Shoes 


One description may look like another— 
But there can be a lot of difference in the 
merchandise. Send for samples of these. 
They prove their own case— 

BROCKTON MADE—IN STOCK NOW 


eat s Oxford, Creese & Cook’s Cherry Calf, English 
, Wingfoot Rubber Heel Attached A, B, Cc D, $8.25 
4193—Men’ s Oxford, Trostel’s No. 33 Russia Calf, Wingfoot 
Rubber Heel AttachedA, B, C, D $8.25 


LANDE-RUTKIN SHOE CO. 


104 READE STREET NEW YORK, N. Y. 























—nationally 
advertised 


—distributed 
internationally 


A representative 
will call at your request 


STANDARD FELT COMPANY 
WEST ALHAMBRA CALIFORNIA 














Kistler, Lesh & ie 


SOLE LEATHER. 
AND 
BELTING BUTTS 


TANNAGES 
Mt. Jewett Burke Muskegon 


Boston, Mass. 


St. Marys 


332 Summer St., 


Blind Eyelet 
Shoe Laces 


Finished with the Nufashond Fabric 

Tip—the neatest ever invented. Never 

catches in the eyelets. Won’t come off. 

Order from your jobber. Samples upon 

request. 

The Narrow Fabric Co. 
READING, PA. 


FasrRic TIP 
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ISTINCTIVE individual 
D styles—pretty and charming 

—in a wide variety of lasts 
and patterns, distinguishes “Style 
Shoes of Quality” from ordinary 
footwear. 



































Fineness of materials, excellence of 
workmanship and up-to-date style 
makes this brand of footwear the 
choice of successful retailers. 


























The model shownfon this page is 
our style No. 580B. 





























Woman’s Brown Ooze Calf, 1 
strap, 2 button, quarter and 
vamp pump, perforated vamp top 
and strap, turn, Juanita last, 
plain toe, 2 1-4 inch wood cov- 
ered full Louis heel. 





























Not carried in stock, but can be 
made to order. Also made in 
black and brown kid. 









































Prices furnished on request. 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 
BRANCH OFFICES 


Denver New York City Los Angeles 
218 Charles Bldg. Bush Terminal Sales Bldg. 718 Story Bidg 
TIGER & McNUTT 130 Went 42d St. G. C. McATEE 


S A. McCOMBER 
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These Shoes Are Ready! 


Immediate Shipment 





Popular Priced Women’s Welts 


467—Full Grain Black Calf 5 Eyelet Oxford, Imitation Wing Tip, 13-8 Military Heel, 
B to D. Price $6.2 
468—Same in Full Grain Brown Calf, 13-8 Military Heel, Bto D. Price 

453—Black Calf 5 Eyelet Oxford, Imitation Straight Tip, 13-8 Military Heel, A to D. 
Price . 
454—Same in Black Kid, 13-8 MilitaryHeel, A to D. Price 

455—Same in Patent, 13-8 Military Heel, A to D. Price 

456—Same in Patent, 17-8 Leather Louis Heel, Ato D. Price 

457—Same in Black Kid, 17-8 Leather Louis Heel, Ato D. Price 

458—Patent. 2 Eyelet Tie, Plain Toe, 17-8 Leather Louis Heel, Ato D. Price 
458X—Same in Kid, 17-8 Leather Louis Heel, Ato D. Price 

459—Patent Pump, Plain, 17-8 Leather Louis Heel, A to D. Price 

460—Patent Tongue Pump, 17-8 Leather Louis Heel, Ato D. Price 

460X—Black Kid Tongue Pump, 17-8 Leather Louis Heel, Ato D. Price 

466—Black Kid, 5 Eyelet Oxford, Round Toe, 12-8 Military Heel, C to E. Price. . $6. 25 








TERMS: Net 30 Days 


HUB SHOE CO. 


170 Summer Street—Boston 9, Mass. 














enables us to give you just the selection you 

need. Our several distributing points enable 
us to give you quick service. We carry a full line 
of stock in New York and in Chicago, as well as at 
our tanneries in California, which means that you 
get your shipments with the least possible delay. 


Monarch of the Oaks 
Sole Leather 


tanned especially for the findings trade is 
offered you in a full line of 
Sides Backs Bends 


Jumbo Blocks Squares ' Strips 
Toplifts 


Ove large production—2,000 sides per day— 








Call for MONARCH OF THE OAKS SOLE LEATHER 
Handled by all leading jobbers 


KULLMAN), SALZ 


Tanners of Real Leather 
82 Fulton St. Wells Fargo Bldg. 220 W. Lake St. 
New York San Francisco Chicago 











April 24, 1920 


1920 OUTPUT CAPACITY 
7,500 PAIRS A DAYS ONE OF THE FEW LARGEST 
BUILT IN EIGHT YEARS 


“LOOK LIKE SHOES THAT MIGHT COST MUCH MORE” 


BROGUE 
AMERICAN STYLE 


Built with all the fixings, but specially lasted to avoid 
the extreme. The price, too, has been figured for the 
majority—planned service we call it. 


ADMIRAL 
*7.60 


No. 471 


Dark Brown Veal Calf 
B, C, D; 5% to 10 


Same in Dark Tan Side 
No. 585—$6.50 


Wingfoot Rubber Heel 


IN STOCK 


It isn’t purely a brogue season by along shot. There’s 
many a different pattern and shape, among the hun- 
dred and over numbers ,we’re stocking, that have a 
mighty large following. They’re ready for your needs 


daily. 
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PHILADELPHIA CLEVELAN' 
BALTIMORE ® OEYROIT 
PITTSBURGH NT CHICAGO 

FACTORY | bs e FACTORY 2 


MONTELLO 
BROCKTON F BROCKTON 
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HOME OFFICE STOCK HOUSE SALES ROOMS 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 











Failures 


Oublin, Ga.—Union Dry Goods Co., shoes, etc., 
reported i in a letter to creditors over the signa- 
ture of Hyman Dunn this firm is asking the 
consent of creditors to an extension covert 
iod of approximately a year, a 
TS notes, with maturities ranging from Apel 
15, 1920, to March 15, 1921 e plan 
vides for the yment of 4 per cent on Apri 
= . - a like payment on the 15th of —- 
h thereafter, up to and including Septem- 
| 5, 1920; 15 per cent on the 15th of Oc- 
tober, November and December and January; 
8 per cent on February 15, 1921, and 8 per cent 
on March 15, 1921, aggregating in all 100 per 
cent. The following a: is given out 
showing the condition of the business as of 
March 18, 1920: Assets, $130,165.00; lia- 
bilities, $58,685.00. 

Chicago, Ill.—No-Ake Shoe Co. (not inc.), manu- 
facturing agents children’s shoes, this 
concern having become involved financially, 
has executed on April 6 a deed of somes con- 
veying all its physical assets to A. J. Thomson 
for the benefit of its creditors. Liabilities are 
listed at $8,634.47 and assets at $15,029.96, the 
latter being subject to considerable shrinkage. 
It is part of the agreement that Mr. Allgier will 
remain in charge of the business for 30 days, 
under the supervision of the trustee and an 
effort made to convert the assets into cash to 
pay off creditors. If this cannot be done, under 
the Specified time, then the estate will be 

diately and p ds dis- 
tributed pro rata among creditors 

Coe. Miss.—A. Green, Alcorn Bargaining 

House, shoes, etc., reported a meeting of 
pet the above in bankruptcy was called for 





Albany, N. Y.—Abraham Sovetts, reported filed a 
voluntary petition in bankruptcy, scheduling 
unsecured liabilities of $11,723 and no assets. 


Changes 


Boston, Mass.—Harry S. Gordon Leather Co., 
leather and findings, mosepermeed with an 
authorized capital of $20,000. The i: ieourpere- 
tors and officers are as follows: aes 
Gordon, treasurer; Meyer Gordon, ent; 
Reba Gordon. 

Northwestern Leather Co., leather, capital 
stock increased by $1,600,000. 

Saeger Cut Sole Co. A certificate filed 
April 12, stating that at a recent meeting it 
had been voted to issue $6,000 of the capital 


stock. 
Haverhill, Mass.—F. C. Quimby Shoe Co., shoe 
manufacturer, name changed to Boover, 


Kittridge Company, Inc. 
Progress Wood Heel Co., heel manufactur- 


ers, incorporated with an authorized capital of 
$50,000. Incorporators and officers: Max 
Zeltzer, ty Jacob Hurwitz, treasurer; 
Morris Brody and Annie Abelevitz. 

York Shoe Co., Inc. . shoe manufacturers, 
capital increased by $30,000. 

Gerson & Permagent, 9 Locke St., women’s 
slipper manufacturers, recently commenced 
business. 

H. E. West Shoe Co., 206 Essex St., chil- 
dren’s and infants’ shoe manufacturers. Re- 
cently commenced business. 

(Lynn, Mass.—Davis Means & Vinal Co., shoe 
manufacturers, name changed to Davis Means 
& Timson, Inc. 

Lynn Cut Sole Co., cut soles. ay Adler, 
nent retired from the business. 

J. C. Williams Leather Co., tanners 
porated with ms authorized capital of ay 000. 
officers are James illiams, president; 
Harry B. Bawl, treasurer; Charles F. Curry. 

H. T. Bristow Last Co. a poy et a 
10 with an authorized capital of $100 
The incorporators and officers are as follows: 
Harry T. Bristow, ident; Ernest M. 
Folgier, treasurer; M, Lawrence, clerk. 


Winter Haven, Fla.—F. A. K. Harris, shoes, etc.,. 
discontinuing. 
Chicago, Ill.—Peter Benni, shoes, etc., reported 
sold out. 
American Felt Shoe Co., manufacturers, 
incorporated with a capital of $5,000 
Joliet, Ill.—Mrs. L. Nahas, shoes, etc., reported 
sold out to John Kaducak. 
Boone, Ia.—McCune Shoe Co., shoes, succeeded by 
Associated Stores Shoe Corporation. 
Farragut, 7 —Randal & Russell, shoes, etc., suc- 
ceeded by J. S. Dickey & Son. 
Madison, Kan.—J. oe Pritchard, shoes, etc., re- 
ported closin 
Desiee Springs, MM y-—Causler & Noel, shoes, etc., 
succeeded Noel. 


Gilford, Me. Olin p Crockett, shoes, etc., suc- 
ceeded by S. J. Jackson & Co. 
Centerville, Md. —West & Ryland, shoes, etc., dis- 


continu 
Kent € City, Mich.—D. H. Magaw, shoes, etc., suc- 
ceeded by A. W. Johnson. 
St. Louis, Mich.—W. S. Proud, shoes, etc., reported 
sold out to Young Shoe Co. 
Chisholm, Minn.—Louis Roth, pees, etc., reported 
sold out to Lockhart & O’N: 
Cleveland, Mo. +~3y Millen shoes, etc., suc- 


led b 

Joplin, Mo. ies Freidman, shoes, etc., reported 
will discontinue. 

Kansas City, Mo.—The American Shoe Co. has 

been in ated under Delaware laws with a 

$100,000 to manufacture shoes. 

~ Ferguson, L. E. Fritz and M. A. Junior, 

anses City, are the in ators. 
Duluth Mi Minn. “Seteeeene & Co. shoes, reported 


quan =e, Bilbro, shoes, etc., succeeded 
by Barr & Parven. 
Comm, Mo.—C. V. LaFont, shoes, etc.,,succeeded 
uy hn & LaFont. 
New” | gfe hy om Shoe Manufac- 


taping C 0., dissolv 
io Shoe —-— , wholesale shoes (correction), 
berm increased to $ $200,000 
“Triple 'S S. Shoe Manufacturing Co., Inc., 
shoe manufacturer, incorpora with a capital 
of $16,500. a. Lng Sullivan, H. J. 
Mason and J. aS 
Concord, N. H.—J. C ‘ion Mn’ 's — Store), 
shoes. , Succeeded by John F. O’Kelk 
Passaic, N. J.—Simbol & Young, leather and find- 
ings, ogee by Baer Simbol & Sons 
— ~y N. Y.—Boris Lovett (United Sample 
Shoe Co., 825 Broadway), shoes, sold out 
bemnenss — out of town. 

— we hoe Co., Inc., has filed notice 
oi the retary of State of an increase in its 
capitalization to $20,000, to provide for gen- 
eral business expansion. 

Strasburger Stiles, ze. , shoe manufactuers. 
Capital increased to $200. 

Ashtabula, Ohio—Turner & McQuiston, shoes, dis- 

govt  geeneee Succeeded by George A. 


Springlild, *Mo.—Blue Ribbon Shoe Mfg. Co., 

oe manufacturers, incorporated with a 
capital of $25,000. 

me | Pa.—J. F. Barton, shoes, etc., suc- 
ceeded by L. R. Henry. 

McDonald, ng —A. S. Goldstein, shoes, etc., suc- 
ceeded yi Bernard Kannenshon 

Providence, I.—Reliable Shoe Co., 6220 Wey- 
bosset Street, shoes, Benjamin Brenner, re- 
tired from the business 

Fruitvale, Toneo-—Soulbeaks Biesountti Co., shoes, 
etc., capital increased to $10, 

St. Johnsbury, Vt.—Bund 
ceeded by Amey & Ri 

Chelsea, Wis.—N. Trindell, an, etc., reported 
sold out to Anderson & Pries. 

Random Lake—Gessner-Mulvay Co., shoes, etc., 
——— by Wetor motors 

— 7 = is.—George W. Schmitt, shoes, etc., 

Goepations a ial 


Roslyn, Wash.—Brown & Nelson, shoes, etc., suc- 
ceeded ay Neleon Se 

Eau Claire, Wis.—Cam thing Co., shoes, 
etc. Filed notice of dissolution. 


Rosendale, Wis.—C. E. McCumber, shoes, etc., 
reported sold out to H. C. Hockerman. 


Connecticut Shoe Re- 


tailers Meet 


Plans for Mid-Summer Outing Are 
Being Formulated 


The regular quarterly meeting of the 
Connecticut Shoe Retailers’ Association 
was held at the Hotel Winthrop, 
Meriden, Conn., on Tuesday, April 13. 
There was a fair average attendance in 
spite of the fact that rain was the order 
of the day for weather. 

President A. Raymond Webster of 
New Haven presided. Never for a 
moment was interest permitted to lag 
after the Fall of the gavel. 

Many current topics of real interest 
were brought up for discussion. The 
manner in which all hands present gave 
voice to their opinions was conclusive 
proof that the live, progressive merchant 
of the day is alert to the mutual benefit 
to be derived through organization. 

Plans are already being formulated 
for the big Mid-Summer Outing to be 
held at the shore during July or August. 


Head of Three Depart- 
ments 


E. H. Dunlap Moves from Dayton 
to Lebanon 


Lebanon, O., April 20—E. H. Dun- 
lap is new manager and buyer of the 
Shoe Department, also Clothing and 
Haberdashery Departments of the 
S. Fred Company of Lebanon. Until 
two weeks ago Mr. Dunlap was the 
manager and buyer of the Shoe De- 
partment of the Adler and Childs Com- 
pany of Dayton, O. 


New Shoe Stores 


J. E. Levine Shoe Company, Fort 
Fairfield, Maine. 

Maurice Hunter (199 Main Street), 
Springfield, Mass. 

Hazel & Roland, Caruthersville, 
Mo., Shoe Department to open soon. 
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THE LEATHER MARKET 
(Concluded from page 139) 
to $11 at retail. The tendency is for 
a shoe that can be sold to the public at 
lower prices than the past season. 


Patent Leather 


There is a rather slow call for patent 
leather from the domestic trade. The 
export business is better, however, and 
considerable is being sent to South 
American countries. Patent kips have 
been traded in from $1.00 to $1.05 per 
foot. Tanners are generally quoting 
90c to 95c for No. 1 patent sides, with 
No. 2 80c to 85c, and No. 3 around 75c 
per foot. Cheaper. grades are obtain- 
able. 

The market on split leather is rather 
quiet with top selections of flexibles 
quoted at 40c to 55c, lighter weights 
around 25c to 40c. 


Sheepskins 


Trading is less active in sheepskins, 
but tanners are holding the best grades 
at firm prices. The top grades of 
colors are still held at 36c. The range 
is from here down accdrding to quality 
and stock desired. 


Sole Leather Situation 


The business is largely on old contracts 
which will absorb tannery receipts for 
several weeks to come. No. 1 heavy 
hemlock sides are still held at 56c per 
pound; No. 2, 53c; No. 3, 51c per pound. 
Medium and light, 3c to 4c per pound. 
Prices on most grades sole leather are a 
little higher than a year ago, but not so 
high as last Fall. Sole leather tanners 
have been crippled by the railroad 
situation, and receipts at the ware- 
houses have been very meager the past 
week. Oak sole has not been so strong. 
The principal cail is for backs and bends 
of the higher grades. Bends are 
quoted at $1.10 to $1.20, and backs 90c 
to 97c. 

Tanners are holding out of the hide 
market, and it is not expected that they 
will operate very heavily until May 1 
or when labor and general leather con- 
ditions are on a more certain basis than 
now. 


New Shoe Stores 


Arbuthnot Mercantile Company, 
Joplin, Mo., about to commence Shoe 
Department. 

Nathan Podos & Co., 234 Falls 
Street, Niagara Falls, N. Y. 

Petty & Lovell, Columbia, Tenn., 
Shoe Department. 

Ressman & Bailin, Green Bay, Wis., 
Shoe Department. 
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Sixtieth Birthday Cele- 
bration 


William Laubach & Sons, Easton, 
Pa., Show Record of Progress 


William Laubach & Sons, Easton, 
Pa., have shown a record of store 
progress. William Laubach & Sons was 
founded 60 years ago by William 
Laubach, who in 1920 finds himself at 
the head of Easton’s Daylight Depart- 
ment Store. 

This store consists of 30 departments, 
each a complete store in itself, superin- 
tended by men and women who are 
merchandising experts. It occupies 
115,380 square feet of floor space. In 
1860, when this store was started by 
Mr. Laubach, it occupied only 480 
square feet. It is interesting to note 
this store’s growth as shown by the 
increases in floor space made necessary 
by the firm’s rapidly growing business 
in 1861. In 1861 this store occupied 
1,750 square feet; 1872, 9,520 square 
feet; 1891, 27,120 square feet; 1910, 
62,120 square feet; 1915, 72,880 square 
feet; 1917, 95,080 square feet; 1918, 
113,420 square feet, and in 1920, 115,380 
square feet. 


Attractive Shoe Department 


One of the attractive features of this 
store is the department devoted to 
women’s, misses’ and children’s shoes. 
This department occupies the extreme 
rear of the store on the main floor, and 
yearly is growing in popularity and in 
volume of sales. There is one guiding 
principle for this department, na:nely: 
that every shoe must be of standard 
quality;, no inferior grades will be per- 
mitted to enter. This policy has been 
strictly carried out from its beginning 
in 1910 and never have any shoes of 
inferior quality or cheap construction 
been allowed to occupy the shelves of 
this department. 

This store pays particular attention 
to the proper fitting of shoes. It is 
the sole agent for the ‘‘Arch Preserver” 
shoes. ‘“‘Not How Cheap, but How 
Good” is the motto of this department. 

One of the methods of celebrating its 
60 years of progress was the issuing of 
a “Store Chronicle,’’ with anniversary 
greetings, a picture of the founder and 
pictures of the men and women who 
have labored so faithfully in the 
store’s development. 


Merchant in Politics 


Knoxville, Iowa, April 18—Fred 
Woodruff, a prominent shoe merchant 
of this city, has announced his candidacy 
for the office of State railroad commis- 
sioner. 
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TRAVELING SALESMAN 
(Concluded from page 177) 
Tucker formerly traveled Nebraska for 
the Brown Shoe Company, making his 
headquarters at Omaha. He left the 
Brown Company to take charge of the 
distribution of the car in Nebraska, 
with headquarters still at Omaha. His 
success in that work led to the promo- 
tion which was recently made public. 


L. L. Lindsey in Cincinnati 


L. L. Lindsey of Detroit, traveling 
for the Selby Shoe Company, was a 
visitor in Cincinnati this week. 
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Bicy cle 
S 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


full de 
Tihales and 
a 





THE BICYCLE 
STEP LADDER 
67 Randolph St. 
Chicago - - I. 








Jeb Lote of Shaesdilosther 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other “Want” 
advertisements, seven cents per word for each insertion. Minimum 

amount ane $1.25. Ads under this heading will be received 
up to noon, Wednesday. When advertisers desire answers to come in 
care of this office, twelve words must be allowed in each advertisement 
for address.. When advertisers desire replies forwarded direct to their 
address, each word of the address must be counted in the advertisement 
and paid for accordingly. Answers to ads must be sent under letter 


postage. 


“Recorder” rates for space less than one-eighth 
page per issue: 

ltime 7 times 13 times 26 times 52 times 

$4.00 $3.50 $3.00 $2.50 

8.00 7.00 6.00 5.00 

12.00 10.50 9.00 7.50 

16.00 14.00 12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


POSITION WANTED 


LINE WANTED 





GIDE LINE SALESMEN—An unusual oppor- 
~ tunity is offered to salesmen with established 
trade to carry a number of men’s i shoes at 
very attractive prices. In-stock proposition, case 
lots only. Give details. Address B798, care Boot 
and Shoe Recorder, 189 W. Madison St., Chicago, 





{;XPERIENCED SALESMEN to handle in- 

+ stock line, infants’ and children’s turns, misses 
and children’s stitch downs. Territory, New Eng- 
land, Middle and Southern States. Commission 
six per cent. Give experience, reference. Address 
B797, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Retail shoe salesman in every city 
in the United States to sell a patented heel 
rip. A much-needed innovation and sells at sight. 
2ays big commission. Write for particulars. 
E. Marlam. 20 Hillside Ave., Newark, N. J. 
7ANTED—Competent shoe sal Advise 
in first letter, age, experience, salary, refer- 
ence, single or married, and when could begin work. 
Phelps Shoe Co., Shreveport, La. 








WANTED-—Salesman by a reliable thread con- 


cern to call on the shoe manufacturing trade 
to sell our thread on a commission basis. Open in 
any territory. Please state experience. Address 
B776, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


GALESMEN wanted for Western Pennsylvania, 
Ohio and New York State, to carry line infants’, 
children’s and women’s medium and high-grade 
turns in stock, as side line. Address P114, care 
Boot and Shoe Recorder, 929 Chestnut Street, 
Philadelphia. 


WANTED~ Salesman with established trade in 
Ohio and Western Pa. to carry our line of 
high le ladies’ shoes. To be carried with non- 

ing lines. Send reference with first letter. 
Address B611, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





We have an opening for a live, experienced 
ladies’ salesman in the following 
States: Illinois, Indiana, Minnesota, Wis- 
consin, Nebraska, Kentucky and South- 
eastern States. Six per cent commission. 


W. T. MOORE SHOE CO. 
St. Louis, Mo. 
Makers of Moore’s New Method 








SALESMAN WANTED 


For Chicago Territory 


One with experience in selling Women’s 
High-Grade Shoes to retailers. 


Bata Shoe & Leather Co. 
66 Willow Street Lynn, Mass. 








A thriving shoe manufacturing concern in 
the Brockton district making men’s fine and 
medium-grade welts is looking for a high-grade 
salesman who has the ability to dispose of a 
large volume of shoes. If ability is demon- 
strated will make salesmanager. An unusual 
opportunity for an energetic man who is de- 
sirous of growing into a big fitable proposi- 
tion. Address B778, care t and Shoe Re- 
corder, 207 South St., Boston, Mass. 











GALESMAN, age 30, 10 years’ retail shoe experi- 
ence, desires connection with jobber or manu- 
facturer. Ad K295, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 


SALESMAN with an established trade in New 
York and Brooklyn would like to connect with 
reliable manufacturer or jobber of shoes. Willing 
to travel. Address K294, care Boot and Shoe 
Recorder, 127 Duane St., New York. 
YOUNG MAN, 18, knowledge of stone 
and stenography, also e ienced in selling, 
desires position in wholesale shoe house. Address 
K293, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


ANTED—Retail shoeman, 28 years old, 7 











SALESMAN with established trade in Greater 
New York, New Jersey, desires to represent 
strong manufacturing or jobbers’ line of medium- 
price shoes. I iat tion on salary or 
commission basis, with advance drawing account. 
Address R. M., 1725 Linden St., Brooklyn, N. Y. 


EXPERIENCED SALESMAN wants connec- 
tions with manufacturer's line of shoes for ex- 
port trade. Going to London in August. Corre- 
spondence invi Address J. R. Youens, care 
Lipman Wolfe, Portland, Ore. 














AGENCY WANTED 





years’ experience, desires position as ger. 
Am now connected with house doing $200,000 
yas. Would like to make a change about June 1. 
"refer locating in the Eastern States. Address 
B792, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


OUNG married man, age 32, desires to connect 

himself with wholesale house or manufacturer 

on selling staff as road salesman. Have had 12 

years’ experience in retail and wholesale shoes, with 

2 years’ road experience. Positive I can make 

good. Address B790, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


GENCY WANTED—Want exclusive territory 
good line leather, also rubber shoes for Pacific 
Coast territory on commission basis. Well ac- 
quainted with trade, having traveled this territory 
for 10 years. Address B793, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








FLOOR SPACE WANTED 





SITION WANTED for territory in Connecti- 

cut, Rhode Island and Massachusetts by an 
experienced, first-class salesman of ladies’ and 
children’s shoes. He has had a large trade through- 
out Southern New England in men’s shoes an 
wishes to add high-grade line of ladies’ and chil- 
dren’s shoes. Address J. Stankus, P.O. Box 772, 
Waterbury, Conn. 
POSITION WANTED by capable shoe man with 

buying, selling and executive ability to manage 
a department or open an upstairs store or develop 
a mail-order business. Address Shoes, 3746 Page 
Blvd., St. Louis, Mo. 








Wanted 


To sublet space to conduct high-grade 
ladies’ shoe department. Will only con- 
sider a high-grade proposition. 


EMIL BLUM COMPANY 


San Antonio, Texas 














MAN UFACTURERS, ATTENTION. Two sales- 

men, with years of wholesale experience, desire 
connection with manufacturers for the jobbing, 
mail order and large retail trade in the East. 
What have you to offer? Address K288, care Boot 
and Shoe Recorder, 127 Duane St., New York. 








HELP WANTED 








WANTED: 
SALES MANAGER 


A concern doing an annual business ot 
three milion dollars in women’s fine 
novelty shoes is in need of the services of 
an experienced sales manager of a high- 
grade type, to t of 
their sales force, which at the present time 
consists of 20 men. First letter must con- 
tain all requisite information such as ref- 
erences, ability, experience, etc. All will 
be held confidential. Address B795, care 
Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Il. 

















LINE WANTED 


WANTED—A specialty to sell on commission 
te manufacturers in Western New York. F. E. 
Solomon, 188 Clinton Ave., Rochester. N. Y. 





TO LET 








WILL SUBLET 
HALF OF STORE 


Excellent location, 92 Duane 
St., New York City. Address 


Flex-Last, same address. 














PROPOSALS 


PROPOSALS FOR INDIAN SUPPLIES: De- 
em of the Interior, Office of Indian Affairs, 
ashington, D. C., April 10, 1920. Sealed pro- 
posals, plainly marked on the outside of the sealed 
envelope: ‘Proposals for Hardware’’ (or other 
class of supplies as the case may be) and ad 
to the “Commissioner of Indian Affairs, 310 Elm 
Street, St. Louis, Mo.,”’ will be received until 10 
o'clock a.m., on each of the following dates and on 
the class of supplies specified, and then opened: 
Hardware, June 3, 1920; Furniture, May 26, 1920; 
Harness, Leather, etc., May 28, 1920; Tinware, 
Stoves, etc., May 31, 1920; Toon Overshoes, etc., 
May 28, 1920; Paints, Oils, etc., June 1, 1920; 
Medical Supplies, June 3, 1920; Carbide, etc., May 
26, 1920. edules covering all necessary informa- 
tion for bidders will be furnished upon application 
to the Indian Office, Washi nm, D. C., 
U. S. Indian Warehouses at Chicago, S 
San Francisco. The t 
to reject any or all bids or any part = —. and 
to post tentative awards ptly, subject to 
correction. CATO SELLS, Chasiiatcate. 
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FOR SALE 
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WANTED TO PURCHASE 





DETROIT — Retiring from shoe business after 10 

years of successful upbuilding; yearly sales, 

$80,000; corner locations; two stores; lease, g' 

will, small portion or entire stock for sale: tremen- 

cm good opportunity for someone. Dickman, 
324 Kercheval, Detroit, Mich. 


ror “SALE—Shoe Store in fastest growing city 

in Wisconsin. Population 50,000. Good, clean 
stock. In business 3 years. Turned stock 3 times 
last year. Very good location and long lease. 
Stock will inventory about $7,800. Forty-five 
miles from Chicago. Address B791, = _— and 
Shoe Recorder, 207 South St., Boston, M 


frOR SALE—Shoe store in one of the oar loca- 
tions in Ohio. Doing a cash business. Annual 
ales $30,000. Stock invoice $10,000. Address 
Henne Bros., Piqua, Ohio. 


F*« YR SALE—Shoe store in southeastern part t of 
Indiana, 50 miles from Cincinnati. good, 
clean, staple stock of shoes on ae I S old 
prices. An excellent opportunity for live merchant. 
Address B789, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GHOE STORE for sale. Well-established ‘‘cash’ 
shoe business in rich agricultural town in IIli- 
nois. Will invoice about $8,000. Only two shoe 
stores in town. Stock clean and in fine shape. Sell 
it invoice cost. Cash stock could be sold at today’s 
wholesale prices and make good money. Good 
reason for selling. No brokers. Good chance for 
someone. Address P. O. Box 134, Bushnell, Ill. 


froR . SALE—Family shoe and gents’ furnishings 
store in fine Florida town of 2,500. Conserva- 
ive estimate of 1920 cash sales $47,500, based on 
book figures compiled to April first. Corner location 
and $40 monthly rental; no competition except on 
mixed lines (ladies’ and men’s goods combined). 
Astonishing numbers of cars of oranges, grape fruit, 
tangerines, cabbage, watermelons, beans, cucum- 
bers and tomatoes shipped each year; 1919 figures 
will be gotten up and furnished to interested parties. 
Four white Protestant churches, one white school 
of twelve grades, paved streets and sewerage sys- 
tem. No manufacturing. Our miles of lakes 
abounding in fish draw crowds of tourists each 
season. Stock is mainly of advertised lines and 
now runs around $20,000, which can be reduced 
two-thirds, but if volume is done stock must be 
kept up. Fixtures less than $1,000. If you are 
looking for discount and haven’t all cash, you are 
wasting time to answer this ad. Convince me that 
you mean business and you may work in store with- 
out any salary for time enough to get the inside of 
things. Owner has made this business his pet 
hobby and has depended on nothing else for a liveli- 
hood, wishing now to enter wholesale business. 

Address B794, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


For Sale 


$40,000 stock of choice shoes, 
hosiery and fixtures. All 
standard makes. Store 
opened eight months ago. 
An opportunity to buy select 
merchandise at last year’s 
prices. For full information, 
write or wire The Bootery, 
Greenwood, S. C. 





























BUSINESS OPPORTUNITY 


I USINESS OPPORTU NITY—Splendid chance 

to buy old established shoe store. Small invest- 
ment. New stock less than $5,000. Inquire B796, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











MISCELLANEOUS 


We Buy for Cash 


Manufecturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
lose-outs 


NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retai or manufacturers. 
Send us particulars of what you 
have for sa 
Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner. Manager 
459 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 





Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
blished 1890 


GLAUBERG & CO. 


387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 








WANTED FOR EXPORT 


Slow Sellers 
YOUR Discontinued Numbers 


carpins Stocks 
tire Stocks 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other sonpehandien 

antity no object. 
or 30 years our specialty. 

Bank and mercantile reference. 

wneee Te ee SYNDICATE 


WALKER, Proprietor 
610 Broadway, Brooklyn 


Phone. Stagg 1757 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
7 alue for your entire or surplus 

ay 

Leases having a short term to run taken 

over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 











Auto Truck Service 
BETWEEN 


New York and Boston 


Boston truck leaves New York Saturday 
afternoon. Best of service. Apply Stern- 
berg-Stolper Co., 150 Duane St., New York. 
Phone, Worth 628. 











CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases ken 
over. We will send a representative by in- 
vestigate and make offer upon request. 


Max Kalter Mercantile Co. 


591 Broadway, York City 
= ey Spring 51 6o-slol“siea 
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OFFICES IN 
snoceT OFFICE: 224 > Gee. % 


H T 5 

=: OFFICE: 109 West Madison St. Tele 
B. C. Bowen, Manager. 

LOUIS MORFICE, "1627 Locust St. -B. C. 


NEW YORK OFFICE: Room 102, Graham Bldg. 
127 Duane St. H. Walter Scott, Manager 
Telephone 959 Worth 

PHI DELPHIA ¢ OFFICE: 929 Chestnut St. B. 


Walter Scott 
HAVERHILL OFFI CE: Chamber of Commeses 
ty National Bank, Bidg. Gee. 


R 
CINCINNATI Merrit: 501 First National Bask 
C. Bowen, Manager. Telephome 


Mat 
ROCHESTER OFFICE: 609 Powers Bide 
ase no hy _ Telephone Stowe 6314 — York R 

tive. el 
LYNN OFFICE: A. Ganno 
MILWAUKEE OFFICE: B.C. Bowen, Manager 
Paria Office: 2 Rue des Italiens. L. Hubbard, 


London Dtfice: John C. Curtiss, Manager. Man- 
sion House Chambers, London, E. C. 
Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis Santon Manager 

Cogpeenen fice: William Se Salzman, Manager. 


vigengaeee & ya Austria 
ARGENTINA: Gerente, cM M. Elizondo , Calle 
Poleree 150, Buenos Aires aati 
ual 


G Leon Comb 
bg —— Same “1123-1127, Otte 


204, Rio de Janeiro. 
Havana, Raemate 572, Pedre V. 
Montane’, Gerente. 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fu 
MEXICO: Gerente, Jose Elizondo, 4a De 
— .—— —" ico, D. F. 
Yokohoma, J. F. Wagen. 


‘ta 














MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


Write for 


THE CHICAGO 
ond Prices WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL 











DISPOSE OF 


UNSALABLE SHOES 
Eves tO) D) Do ey- Wh | Dm Oh | Ds) 


our lines WE ADVIS! o 
ind SHEP THEME POS. the 
thre be market price 


Gans Stevens Mercantile Co. 
cay An, A ne Oe, ae ee ee oe | CHICAGO 








THE RECORDER CREED: Get 


shoe 
which depends the progr 





the right wearer, in the right fit fy for, the right 
ts. The chief purpose of and 
of the entire allied industries relating to shoes and leather; their production 


Annual Subscription in United States, $3.50! per copy, 25 cents. Canadian, $6.00. 


Member of the Associated Business Papers, Ine. Member of the Root RS Newspaper Ass'n. Member of Audit Bureau of Circulations 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A... 


lore Shoes Sold Right not 
. at the 
the “‘Boot Recorder 


Cable Address BOOTRECO 


1 yey = 


Entered ai the Post Office, Boston, Mass., as second-class matier 


R 


Foreign, $10.00. 
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BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass... .... 
Adams, Harry E., Haverhill, Mass 
Ahearn, John M., Boston 

ier Shoe Mfg. Co., Brooklyn, N. Y.... 

ied Shoe Co., Newburyport, Mass........ 
Atlantic Shoe & Slipper Co., Boston 
Bacon-Rollins Co., Lynn, Mass 
Barnett Shoe Co., Boston 
Barry, T. D., Co., Brockton, Mass 
Berry, A. H., Shoe Co. Portland, Me....... 
Bluestein Bros., Boston 
Blum Shoe Mfg. Co., 

Boardman Shoe Co., "Bosto 

Brauer Bros. Shoe Co., St. Louis, Mo 

Brockton Shoe Mfg. Co., Brockton, Mass. .. 
Brown Shoe Mfg. Co., St. Louis, Mo.. .65, 3d Cover 
Carter, J. W., & Co., Nashville, Tenn., and 

Chicago 
Central hoe wr St. Louis, a. 

Chenoweth, R & Co., Bosto: 
Churchill & hiaen Gs, Campelias, Brockton, 

Mass 4th h Cover 
Clark, James, pagtiee | Co., St. Louis, Mo. 65 
Cohen, Samuel, Bosto 
Collins & Staples, Haverhill, Mass. . 148 
Consolidated Slipper Co., Haverhill, Mass.. “92, 149 
Converse Rubber Co., Malden, Mass... 28 
Cushing Shoe Co., Lynn, M 
Dalton Co., The, Brockton, Mass. . 

Diamond Shoe Co., The, New York’ 
Dittman : a Co., St. Louis, Mo 
Doerr, , Shoe Co., St. Louis, Mo 
Donald Shoe Co., Phila., Pa 
Eaton, Charles A. a Brockton, Mass 
Eigner Shoe Co., 
Elam, F. S., Sh Ste 
Elliott Shoe Co., Bosto’ 
Fair-Way Shoe Mfg. Co., ‘Newburyport, Mass. - 
Fi os & Leather Co. . B 15 
., & . Rochester, N “<a 
, Haverhill, Mass 





Ce toedon 
Goodger, W. C., 


65 
A. ey York City. 140-141 
Roc! a 3 5 @ 152 

Gordon, Leo, Shoe Co., Inc., St. Louis, Mo. .65, 69 
_—_ _. Mf, Mig ¢ Co., , Philadelphia 76 


Grover’s So: Lynn, M 
Hallahan & 1 “Tat Phila., Pa 
Hammond Shoe , The, Haverhill, Mass. 
Hamton Eaee Co., Chica 
Harney Shoe Co., P. J. 
Harrisbur, Shoe Co., yan, M Pa 
Hartman:Shoe Co., Haverhill, Mass 
rene, J & Sons, Rochester, N.Y 
Holmes, W. T., Co., Phila., Pa 
Holters Co., The. Cincinnati, Ohio. . 
Hoyt, F. M., Sh mgo<e.. Manchester, N.H. 
Hub Shoe Co., 
Hughes & Tansey Co. , Bosto: 
3 = ee Shoe & Leather =. Huntington, 








Johansen Bros. Shoe Co., St. Louis, Mo 

Johnson Bros. Shoe Mfg. 'Co., Hallowell, = 

Johnson, Stephens & hinkle Shoe Co., 
Louis, Mo 

Pw 3 & ey, New York City 

Kalt-Zimmers Mfg. Co., Milwaukee, Wis.. 

Katzman-Adler Shoe Co., Boston. . 

Keith, Preston B., Shoe Co., Brockton, Mass. 

Kleine, wey 1 & Co., Chicago. . oe & 

Knox Shoe Co., Milford, M 

Kreider, A. S., Co 6 

Krohn-Fechheimer Co., The, Cincinnati, ee 


Wis 

Lande Rutkin Shoe Co., ar York City. . 

Lilly, Henry, New York C 

Lion Shoe » New York Cy. ae 

Lippman, Geo. E., Co., St. Louis, Mo. 

Lund-Mauldin Co., St. 65— 

Lunn & Sweet Sor» ; Aubs 

arion Shoe Co., * 

arston & 

arston & Mey fs Co., Danvers, Mass.. 

Hiroy F., Boot & Shoe Co., Milwaukee, Wis. 
Sloan Shoe Co., St. Louis, 






































Baby Shoe Co., E. L 
ee & Weldon 


Olenick, I., New York Cit 

Oriental Boudoir Co., Haverhiil, Mass 
Pedigo-Weber Shoe Co., St. Louis, Mo 
Pennington-Crowell Shoe Co., Manchester, 


N. 
Peters Shoe Co., St. Louis, Mo 
Phillips-Cram Corp., Haverhill, Mass. . 
Pingree, F. C., Sons Co., Detroit, Mich. 
Plant Bros. & Co., Manchester, N. H 
Posner, Dr. A., Shoes, Inc., New York City. . 
Reece Shoe Com any 
Regal Shoe Co., 
Rice & Hutchins, Inc., Boston. . 
Rich Shoe Co., Milwaukee, Wis.. 
Riemer, A H., Co., Milwaukee, Wis 
Reierts, Johnson & Rand Shoe Co., St. Louis, 

° 


. C., Moccasin Co., — Wis.. 
Samuels Shoe Co., St. Louis, M 


L., ton 
Scientific Shoe Co., Inc., Brooklyn, N. Y . 
Slipper City Shoe Co., Haverhi 
Smith-Briscoe Shoe Co., Lynchburg, Va 
Smith, Wm. Sumner, Chicago 
Stacy- "Adams Co., Brockton, Mass 
Standard Felt Co., West Alhambra, Cal 
Stewart Shoe Co., "Haverhill, Mass 
Stetson — _— , So. Weymouth, Mass 
— » Shoe Co., The, Red Wing, 


Timson Bros., Bosto: 
Tober-Saifer Shoe Co., &. Louis, meg 
Tougas, Geo. N., Shoe C 0., Bosto 
United States Rubber Co., ‘New York a. 
oy Bros. Shoe Co., Stough ton, Mass. 
Utz & Dunn Co., Rochester, N.Y 
Wall, Streeter & Doyle, No. Adams, =e 0 
Weimer, Wright & Watkin Co., Philadelph 37 
Weinbrenner, Albert H., Co., Milwaukee, is. 89 
Welch, Moss & Feehan C 0., "Haverhill, Mass 
170, 4 


Westcott-Whitmore Co., Syracuse, N. Y. . 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 


Front Cover 
Whitman & Keith, Brockton, ‘Mass 150 
Williams-Clark Co., Lynn, Mass 
wae mays & Co., Rochester, N. Y 
Wohl Shoe Co., David P., St. Louis, 1 Mo.. 
Wright & Co., ., Rockland, M 


LEATHER AND OTHER MATERIALS 


Agoos, L., & Co., Inc., Boston 
— | Leather Companies, Inc., Wil- 


ington, Del 
Baker & Kimball, Inc., Boston. . 
Barnett, J. S., 
Beggs & Cobb - > , Bostoi 
Brown & Co., C Inc., Rochester, m2. 
Castle Kid Com ny Camden, N 
Creese & Cook 
Eisendrath T: 
Farnsworth- Hovt 
Gitterman, Henry, & Co., New York - 
Griess-Pfleger Tanning Co., Cincinnati, O. 
Howes Bros. Co., Boston 
Hub Gore, Boston and news York 
Hunt Rankin Leather Co. 
Jones Co., F. E., 
Kistler, Lesh Leather Co., Bosto’ 
Kullman, Salz & Co., New York & Chicago. . 
Lawrence, A. C., Leather Co. " 
Levor, G., & Co., Inc., Gloversville, N 
New Castie I Leather Co., Inc., New York.. 
Ohi ard, Ohio 


Seontan’ Kid Mig. Co., 
Tanners Cut Sole Co., Pe ve 


FINDINGS, EQUIPMENT AND REPAIR 
DIVISION 


Agerican Seating Co., Chica; 

J — re oo “Chica 
urtis ixture Co. i 

Emery ry Co., Inc., New 

Griffin Mfg. Co., New York City 

Laing, Harrar & Chamberlin Con Philadelphia 

Miller, O. A., Treeing Machine Co., Brockton, 

ass 


J. R., Sons, Inc., New York City 
"ie Leather Co., or, La. Sof En 


Published Weekly in the interest of the Retai! 
Shoe Merchant, by the 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHAR . PHILLI President 


sc 
ARTHUR *. ANDERSON. 


SWAIN, ee dmer & NAY, Counsel 
1 Tremont Street 


THUR D. ANDERSON, Editor 
WALTER Cc. rare F OGAN 


HELEN M. HANEY 
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Standard Show Card Co., Chicago 
United Shoe Machine 
by Va. Pulp & Paper 


hica; 
Whitcher, Frank W., Co., Bosto 
Wizard Foot Appliance Co., St. tacks, Mo.. 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 
Bicycle Step Ladder Co., + Guicngo 
ical 


Coultas 2D. 

Dalrymple-Pulsifer Co., Haverhill, M. 

Dayton Felt Products Co., Dayton, O 102 
Doty & Scrimgeour Sales Co., ew York City 156 
Elastic Tip Company, ton 

Fashion —o 0., Brooklyn, N. Y.... 
oan :. e- MG. Co., Rochester, N. Y... 
Greili m., Brooklyn N. ¥ 


nee yt hy , may ee > Saree 


Moorehead Knitting Co., Sorat | 
Myers, F. E., ros., land, Ohio 

Narrow Fabric Co., Reading, Pa 

Gushen Rubber Co., — Brookfield, Mass.. 


aylor, Frank P., 
Tweedie Boot To; Co” St. Louis, Mo.. 
Vanit omy orks, The, Brooklyn, N. b A 
lay Service, Bosto 


in- 
Wizard L Li paet Appliance Co., "St. 


meememeens: LASTS, MFRS.’ SUPPLIES, 
— _ 
Albany Shoe Per 
Armstrong Cork Co., 
with Box Toe Go. he 
Brockton Rand Co., Niccktes and Boston, 


Mass 
Griffin Mfg. Co., Inc., New York City 
Howard, J. W. &A.P., Co., Corry, Pa 
— Calculating Machine Co., New York 
ity 
National Shoe Polish —~ eo a 
Whittemore Bros. Corp., 


MISCELLANEOUS 


Atlantic Printing Co., Bosto: 

Boot & Shoe Recorder Pub. Co., Boston. 
Boylston National Bank, 

ho Purchasing Syndicate, Brooklyn, 


Calderwood & Preg, Boston 
Danielson Co., Providence, R. I 
D’Avesne Translation Bureau, Boston 


First National Bank of Bosto 
Fitchburg Mutual Fire Ins. Co. Fitchburg, 


Mass 
Gans Stevens Mercantile Co., Chicago 
Glauberg & Co., New as Ci : 
Grover ,N.H., 

Hooper Printing Co. Bote 
International . of 


Chica, 
Kalter Merc. Co., Max., New York City.. 
New York Purchasing Corporation, 

New York 

il Shoe Me = A s Institute, Boston. . 

Root Co., F. 8., Boston 
Shoe Trades Pub. Co., + 
Tolman Print, Brockton, M 
—— Electrotype Hosunlby, Cambridge, 











eta i! 


ba | 
~ 


vw 
Aet On | 


nm 


ee iho | ity 








May 1, 1920 BOOT AND SHOE RECORDER 1 


TOL O LOLOL PLO LOLOL PLP LOLOL LULL 


FINE WELTS 
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Stock Style X1758—Black Vici Ox- Stock Style X56 

yle X563—Black Vici Blu. Stock Style X1762—Patent Colt Over- 

rec] —e ewe 9 en Oxford, Goodyear Welt, 11-8 Heel. ip Deum, Geotenet Oe. Leather 

- — bt PA A ie Pe Sizes 2 4 to 8, B, C, D, E. Louis Heel. Sizes 2 14 to 8, A, B,C, D. 
a Price $6.85 . Price $6.75 


No. X1760—Same in Patent Colt $7.15 









OTHING could 

be better calcu- 
lated to meet the pres- 
ent demand for good 


HEY are all real 

Parker - Holmes 
values, a statement that 
will be instantly appre- 





















ciate b : merchants Stock Style X1751—Mahogany Calf i i i 
d by Stor Urge We TS Mie shoes at medium prices 
tary Heel. Sizes 2 1% to 8, A, B, C, D. ° 
who already sell our Price $1.35 Already in stock for 
No. X1752—Same in Gun Metal $7.35 :; ; —_ 
shoes. ° pee Gnn tenes immediate shipping. 
















He 








Stock Style X562—Black Vici Ox- 
ford, Goodyear Welt, 12-8 Military 
Heel. Sizes 214 to 8, A, B,C, D. 


Price $6.85 
OTM LULL PROUD LU LCE UU Le Ub ULL 


Parker Holmes & Company 


‘‘The House That Helps’’ 
Boston Mass. 


MIT OHIOM OIRO MO e@lM@l@lM@ TM PLE PL DR 
Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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The Shoe That 
Has the Call 


The 
Cleo Tie 




















32 Inch Vamp 
Leather Louis 
or- 
Military Heel 





A,4to 7, B, 2% to 8 
C, 2% to 8, D, 24% to8 


Made With Infinite Care—None Better Made 


Dull Kid 
Lunar Glazed Kid 
White Levor Kid 


DELIVERY Patent Leather AT ONCE 
Mahogany Side 


Sold Only in Case Lots 
36 Pair to the Case 


Attractive Prices on Request 


CUSHING SHOE COMPANY 


Makers of 


48 Oxford St. W ox Lynn, Mass. 


ELTS 
































KID 


‘The Leather 
for Fine Shoes 


“« And be sure to point out that these 
shoes are made of Vode Kid”’ 


P | NHIS sales manager realizes that sales will come 
much easier when dealers learn they can obtain 
shoes of Vode Kid from his men. Hundreds of mer- 
chants are anxious to stock these shoes, because they 
are convinced that Vode Kid isa _ good leather, 
nationally advertised, and that shoes made of it sell 
quickly and with little effort. 
It’s no wonder, then, that sales managers should suggest to 
leather buyers that they buy Vode Kid, as, in addition, it 
makes good shoes that can be sold at a favorable price. 


Sranparp Kip Manuracturinc Co., Boston, Mass. 


Agencies in New York, Philadelphia, Rochester, Cincinnaté 
Chicago, St. Louis, and Montreal 
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Vacation Days Are Around 
The Corner 


That is why we are throwin3 the full weight of the “F. B&C.”’ 
Wuite WasHABLE Kip advertising, into May and June. 


Again, the greatest National: Magazines, Class publications, 
The American Weekly Magazine, etc. will tell women that 
“F.B&C.” White Washable Kid makes the perfect Vacation 
Shoe. This tremendous publicity must create an interest in 
White Kid and you can get your dividends from it. 





FASHION PUBLICITY COMPANY, Inc. 


ce ans eEsee TIORA WitéftahH7A 


AMALGAMATED LEATHER COMPANIES, Inc. 
Ww . =e 3 Cc 
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A really beautiful assortment of selling, helps have been pre- 
pared for you and there is a newspaper ad service that is fairly 
alive with clever drawings and snappy copy suggestions. 


You should have the entire equipment. It comes to you gratis, 
and presents the link that will connect your store to our 
Nation-Wide Advertising. Many farsighted merchants have 
already requested the display and ad service. 


If you haven’t sent for yours—do so promptly. The sooner 
you let it be known that you are showing “F. B & C.” Waite 
WASHABLE Kip, the sooner you will start to fill the demand 
that this advertising, is bound to stimulate. 





FASHION PUBLICITY COMPANY, Inc. 
IN 


CCcoHe ieee at tf Oo WN wos Fe 


AMALGAMATED LEATHER COMPANIES, Inc. 
ma, N E WwW ek i oe ¢s 2 2 
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Send for Stock 
Style Catalogue 


Stock No. en A. ty t, Bro » Seaton pas oxfo pod bos ys “am 
vamp ai and fox p, hea nang ngle sole Lied ¢ 


heel. 
A, 7-11; oe C and D, 5-10 
e $10.50 


NINETEEN STYLES IN STOCK 


The “Barry” same day servi Fe es od 
e 


alers ans winning val fro 
ant the id ellen sin ie 
thoes 4 uickly, depend an the “Bar rry” 
ra Rod t to ke p you supplied. 








T D BARRY COMPANY es 


BROCKTON, MASS., U.S.A. 
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Send for Stock 
Style Catalogue 


Stock No. 975. Lakewood last, dark Russia calf, lace oxford, single 


sole, wing foot rubber heel. 
A, 7-10; B, 6-11; C and D, 5-10. 
Price $9.35 


NINETEEN STYLES IN STOCK 


Stock No. 977. Lakewood last, dark smooth Russia lace oxford, single 


sole, wing foot — heel. 
A, 7-11; B, 6-11; C and D, 5-10 
Price $7.00 


The “Barry” name has always stood for good shoe 

making. It is known internatio ay representin ng 
style cities at a reasonable cha e. Iti s the buyer’s 
guide to a line that builds business. Times and condi 
aone rine > more a to switch onto the 





‘Pot ii ie i ‘AM 
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~ TD. BARRY. COMPANY... 


BOSTON OFFICE 


Ws ESSEX STREET BROCKTON, MASS., U.S. A. 


ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS, 





187 WEST MADISON STREET 
ROOMS 201, 202, 203 


SAN FRANCISCO 
Market nd Fourth Sts. 
451 Pacific Bldg. 






































BOOT AND SHOE RECORDER May 1, 1920 























GLA ZED-MAT: COLORED 


POR that luxury appearance and silky softness that 
stamps a shoe with unmistakable quality specify 


HECO KID. 
HECO KID makes all the difference. 


TANNERIES SALESROOMS 
BETHEL, CONN. NEW YORK 


F. HECHT & COMPANY seruce st: New York City 
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BEALS-PRATT SHOES 
Are Reliable and Profitable 


We build Beals-Pratt Shoes on a basis of Quality first 
always. Every member of our organization has that 
thought constantly in mind. Nothing below the hundred 
per cent in quality “‘gets by”? here—ours is a quality stand- 
ard through and through. 


But along with our high standard of quality we combine 


Style and Value—these also are important features that 
have made B-P Shoes so favored. We have never yet found 
anything to equal B-P Shoes at the prices. You won’t 
find anything better in shoes for your trade. 


BEALS-PRATT SHOE MEG. CO. 


MILWAUKEE N WATERTOWN 
WISCONSIN = WISCONSIN 
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LA Quality Within. 


your shoes depends in great- 
est measure on the feel and ap- 
pearance of the leather of which 
they are made. 


If NAVONOD CALF is used 


your shoes will give the customer 
an instant confidence that they 
are “quality throughout.” 


oc “NAVONOD CALF 
is the outward evidence 
Boardod of quality within.” 


= — eo 
IL__ DONOVAN, BROTHERS Inc. | 
E 
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OUR customer’s estimate of ewe? MO mamas | | = 
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“Decidedly Thompson” 
CARRIED IN STOCK 


No. $-603 


Codeword 
“NORTH” 


(Unbranded) 
STATLER LAST 


RUSSIA CALF BAL, DARK CHERRY 
SHADE, SINGLE SOLE. 
WIDTHS, AA TO D 


PRICE $10.75 
PER PAIR 





























Other “Decidedly Thompson” Men’s Numbers 
are Carried In Stock. A Cordovan Bal “Classic”’ 
Last, Also Tan Calf Bal Should Interest You. 
Send for Stock Style Folder of all numbers. 


__'THOMPSON BROS..SHOE (0 


MEN’S. FINE SHOEMAKERS ; 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn St. 
S Address all communications to Brockton (Campello), Mass. 





























BOOT AND SHOE RECORDER May 1, 1920 



































“y q', Y 
Wout, Uy 
a 
y: YC yy 
i A 4 wif ly 49 
Ped YP ap - 
Wy), Gri 


yy jo] 


fm 
YM 
1 


“nf ; ih, 
On 
94 [ir 
IHKh 

2% 

m/f 
ff 
j 


Y/ 

4 ; Y \ 
I,ty 7 

Y fmny ” we 


/; 
y 
y I 





UYU ey Nyy peeccrncnnn tee” 
YU fff] yl i ily h h io Y Wo A 


uf’ gull Mi yh 
Cc Ny oan We 
Up fff ‘ 


<Q 


< 


Wy 


<te CEH Ml; i iy Tr WM, vf yun, 
“Oyen 


ee Lae: 
compa Muy 7 4 
‘apy GA, he , Lua 


rs Wh . 
m 


\Ga5 yy 
‘\ ‘ 4 


Mi) iy 
* 1 


TLS 
rin W f 


GRAIN KID 
Whitest White 


lon dnd upsundn 
stylish ly 





po 
He boot. 


Smug on 
Be Mi Sa h 

(asil Keb hike 
fate) it 


isily Kept 
YOUR NEIGHBOR! 


G. LEVOR & CO, Inc. 


TANNERS OF CABRETTAS 
NEW YORK CLOVERSVILLE, N.Y. 


BOSTON ST.. LOGS 
MILWAUKEE 
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Real Shoes 


N army of young American manhood 
stands at attention awaiting the com- 
mand, “School is out.” 


The Summer hike, then the biffs and bangs 
on concrete walks throw the searchlight 
proof of sturdiness and comfort on footwear. 


We have maintained over a period of 30 
years a policy that the First Function of a 
shoe is to nurture proper foot growth. We 
study boys’ foot needs and build with an 
eye to their continued patronage as men. 
Through this care we prize as customers 
thousands of the nation’s best citizens who 
learned of Kreider quality footwear in boy- 
hood. 


Have you used our new catalog to help make 
your selections? 


he Keer Coin, 
of Factovied 


Annville Palmyra Lebanon 
Middletown Elizabethtown 


SAS Weader Co. 


Exclusive Makers of Best Shoes for 
Boys, Girls, and the Babies 


Distributing Houses 


Bal, 
a Mat 


E Annville Brand, Boys’, , 
......-923 Penn Ave. Youths’, B-C-D, 1-2; Little Gents’, 


ee mate 10-1314. 
reeonees eee 981—Extreme English Last, as above. 
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“SOMETHING for seer 


Sounds good. Matter of fact, never happens:—except Poor-House. Even 
then—very little. Most times—get what you pay for. No more. Big 
values don’t go for small considerations. 


LTT, 








Shoe Linings? Just like anything else. More so. Rotten inside—whole 
apple spoiled. Poor lining—whole shoe cheapened. Bound to be. 





Value in Shoe Linings? Durability. Got to be. Pay little, get little. 
Can't get away from it. Geet little, give little. Equally imevitable. 
Can’t make silk purse, sow’s ear. Why try? Shoes must wear. Meant 
to. No good otherwise. How do it? Give lining value. What way? 


DOUBLET WILL 
oe 


Get it for nothing? Not by a long shot. Cheap, just the same. How? 
Lot for your money. Lot of what? Lot of wear. Lot of good looks. 
Built right. Made for the purpose. Strong. No slack, Plenty of cotton. 
Perfect balance. Style. Dress a shoe up. Make it look snappy. Inside 
well as outside. Can’t beat it: A\ll say so. Better get it. Something 


for Nothing—Almost. 
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« “DOUBLETWILL” Shoe Lining Is Made 


In But One Quality. It Is Sold Only 
By W. H. HOLBROOK COMPANY 
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ATLAS KID APOLLO KID 
ACHILLES KID 


ALL POPULAR UP-TO-THE MINUTE SHADES 


WE ARE THE LARGEST MANUFACTURERS OF SEMI 
CHROME LEATHER IN THE WORLD 


VIGORY BOARDED KIPS EBONY CABRETTAS 
AGENTS IN ALL CAPITAL, and SURPLUS 
PARTS OF THE WORLD OVER 21,000,000 
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BROCKTON, MASS. 


No. 5320 
No. 64025 


Goodyear Welt 
Rubber Heel 


Made of a 
Fine Tan 
Veal Stock 
No. 


R wt 
No. 


Bb GET THEM—IN STOCK NOW 


A. FREEDMAN & SONS 


Manufacturers and Distributors 


Detroit 182 Lincoln Street, Boston, Mass. 








6052 Tan Calf $7.50 
6020 Tan Veal 6.75 
250 Tan Veal 5.75 


D Width Only 


Brockton 
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A NEW CREATION DISPLAYED BY 


VOLK BROS., Dallas, Texas 





‘(Made S 


New Castle Havana Broun Kia 


Sudge Lt by Lts Users” 
New Castle Leather Company. Inc. 


NEW YORK 
BOSTON MONTREAL, CAN. CHICAGO 


ond the Principal Leather and Shoe Centres Everywhere 
Factory, Wilmington,Del. 
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QUALITY 


WITHOUT 


QUALIFICATION 


MEN’S WELTS 
AT PRICES THAT 
WILL APPEAL 





196 








WE ARE READY TO MAKE ANY STYLEIN OUR 
EXTENSIVE LINE FROM THESE LEATHERS 
AND AT THE PRICES QUOTED BELOW: 


Brown Novilla Kid J Waukegan Calf 
Wine Calf é Brown Pony Kid 


Black Novilla Kid - Mahogany............. 
Blk. Surpass Kid : Gun Metal............. 
Mahogany Calf......... 7. Black Pony Kid 

Black Mat Calf Y Mahogany............. 
a re © Gun Metal 





215 








Let us make you a trial order on any of the above lasts from any of the 
leathers listed on this page. When you receive them compare our shoes 
with similar lines from the viewpoint of style, quality and workmanship. 
Then if you can truthfully say that our prices are not from 10 per cent to 
20 per cent lower, return the shoes at our expense—Could any offer be 
more fair than this? . 


Nearly 100% of 
our orders call 
for the Good- 
year Wingfoot 
Heels. 


PENNINGTON-CROWELL SHOE CO. 


MANUFACTURER 


Ss 


MANCHESTER, NEW HAMPSHIRE 
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Whitfemore’s: 


Finishes Shoes the Finest in the 
Shortest Time 








Bostonian Cream a Big Seller 


No leather however fine—no shoe however well made, 
can endure wear, if not given care. 


“WHITTEMORE’S’”’ POLISHES 


are made to protect you and your customers. Leading 
jobbers can ship at once. A generous quantity of all 
‘“‘Whittemore”’ polishes is carried by them so that shoe 
merchants can get deliveries in the desired amount. 


Whittemore Bros., Corp. 


Largest Producers of Shoe Polishes in the World 
Boston 
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DAINTY 


Walk Croft 


PUMPS 


grat and fancy pumps, 
Theos, Straps and Plain 
Operas! 








All have rigid shanks, splendid 
flexibility, smooth, comfortable 
bottoms and no tacks in fore- 
part. 





One of the largest of retailers told 
us—‘“‘yours are the best fitting 
pump lasts and patterns in this 
house.” 


Where else can you buy such 
satisfactory stylish pumps to 
retail at popular prices? 





Why not do a real volume in 
pumps this Fall? 


Our salesmen are now on the 
road with two new beautiful 
pump lasts. 











rcrony BANCROFT WALKER COMPANY »sroxornce 


13 WORMWOOD ST. Rooms 404-5 


oye suas MAKERS OF SMART SHOES FOR WOMEN chemi 


““Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. 
Sold unbranded if desired. 
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A Wonderful Line of Men’s ‘ave Big Shoes 
ALL READY TO SHIP 
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You Can Fit, Satisfy and Hold Your Big Customer 


WITH “BALLROOM” SHOES 


a 


BALLROOM SHOES 
IN STOCK 


Prices Subject to Change Without Notice 


Stock 

No. 
1827 Gun Metal Blucher Ball 
2001 =“ se ‘¢ = All Leather- 
2387 « “* Blu. Oxford 
2003 Tan Lotus Blucher 

1829 Glazed Horse “ a « 
2002 Bik. Vici Kid een all Leather- 


m Reg. 
“ 


IOI Ooo Oe to ee 


— = — a a a 


z 

i 
- 
“ 
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1c IC- Ic is 
IIIc ICI 


1833 “ > ** Cushion-Sole “ 
2009 *“ ** Bal. Single Sole, all Leather 
liroom Reg. 
2358 * “6 «Blu. Oxford - ” 
1826 Gun Metal Blucher “ Jun. 
806 “ “ “ iT) “ 


1830 Glazed Horse Blucher _ 
2004 Gun Metal baa 
2005 Black Vici Kid Blucher 


POYEEAN AN anzes 
Sunssss 8B SSna 


‘ 
Spec. 
“ 


ARE YOU USING 


The “BALLROOM” Shoe 


Our Invention and Specialty 


ICG (IOI I Nc oe 


O_O OOO OCC COC c rc oe oe oe oeoeSe S252 


For providing the big man—the man with the thick fat foot—with a line of shoes that not 
only fit—when no other shoe will—but give this kind of a foot more style and better shape 
than has ever before been obtained. 





OUR SHOES ARE RIGHT — OUR PRICES ARE RIGHT — IF YOU NEED SHOES 


1 ee ee ae xc 
x I s 
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SEND TO THE 


WHITCOMB SHOE COMPANY 
Haverhill, Mass. ; 
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Famous American Shoes 
MADE WITH 


t Barbour Grooved Endless Welting 


Number eight in the series 


KINDERCRAFT SHOES 
A Big Girl Tan Russia Calf 
Oxford, 10-8 Heel, Narrow 
Toe, Style 46. 


By 
MELANSON SHOE CO. 
LYNN, MASS. 


HE illustration is the eighth .of a series of models from 
representative American shoe manufacturers who use 
Barbour Grooved Endless Welting in their shoes. 

The far-reaching importance of high-grade, first quality 

welting is recognized by manufacturers of this class. Not 

the cheapest welting on the market, but the most economical 
and satisfactory in final results. 


Barbour Grooved Endless Welting 


MANUFACTURED BY 


BROCKTON RAND COMPANY 


BROCKTON, MASS. 


BY INVITATION 
MEMBER OF 
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NEW YORK, U.S.A. 
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BVE CLOIH 


THE IDEAL 
WHITE SHOE CLOTH 


aes 


HITE costumes and white footwear are as 

much a part of summer as the warm sunshine 
and balmy breezes. They symbolize the very spirit 
of summertime. And behind it all there’s a logical, 
horse-sense reason for their popularity — science has 
proved that white costumes are coolest. 


“Eve Cloth’’ is the queen of summer shoe ma- 
terials. Its fine texture, beautiful snow-white finish 
and subdued lustre make it the ideal white shoe 
fabric. No line of summer footwear is complete 
without ‘‘Eve Cloth.”’ 


FARNSWORTH -HOYT COMPANY 
BOSTON 
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“Oh! My Dardanella” 


Another one of these popular shoes 





Our Model No. 207—A turn 
shoe made of black Cab. It 
carries a Full Louis Heel and 
is a companion style to our 
“Dardanella’”’? Model Num- 
ber 161 in ““Nubuck.”’ 
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Emery & Marshall Cs). 


Haverhill, Mass. 


CHARLES L. MARKS WARREN H. TUCKER 


Bastern. City Trade and In New England 
Seuthern Territory with. J. B. LAUGHLIN Office at 183 Essex St., Boston 
New York Throughout the Middle West LARRIE H. SASS 


1008 Marbridge Building 
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Foot Sufferers! Remember this Week 
June 9] to 26 

—T notable event for every foo sfJere, 

in the United Seates and Canada 

















Bigger——Greater—— Better 
Than Ever Before Will Be This 


Dr. Scholl’s 


Foot Comfort Week 
of 1920 


(June 21st to 26th) 


Past years have seen tremendous enthusiasm and record breaking preparations for this great annual 
event of the shoe trade, but no year has ever seen such overflowing enthusiasm and such irresistibly 
compelling advertising to usher in this Week as that which this year of 1920 brings to “the BIG 


event.’ 


Terrific Campaign of Convincing Copy 


Just glance at the representative group of the leading magazines of national circulation depicted upon the opposite 
page. Think of how many millions upon millions these large ads will carry the message of Foot Comfort to. Is it 
any wonder that between thirty and forty thousand shoe dealers in the United States and Canada are looking for- 
ward to this big Week with the greatest longing and anticipation? They know from past experience what a harvest 


of profits and of trade building it brings to them. 


Make It YOUR Big Week of 1920 


You can easily make this the banner week of your whole year. You can increase your sales of shoes and, at the 
same time, add many dollars of profit to your bank account through your sales of Dr. Scholl’s Foot Comfort Appli- 
ances and Remedies. You can do more! You can make hundreds of new friends and new customers through the 


foot comfort you are prepared to offer. 


Let Us Know That You Are With Us 


This Company will co-operate with dealers who wish to participate in this big event. We will supply 
wonderfully effective special window trim material, newspaper ads for your local papers, slides for Coupon 
your “movie” theatres, circulars to put in packages, sidewalk signs and dozens of other helps in for 
making this your big clean-up week. All you need do is to send us the coupon. We will do the ‘ Material 
rest. But, be sure to send it, because we will send material only to those who request it. 
The shortage of paper this year compels us to observe this rule strictly. So send for 
yours. Get into the game. Do it now. Fi 


A 


“Dr. Scholl Mfg. Co., 
213 W. Schiller St., Chicago. 


Gentlemen: | wish to co-op- 
erate with you in making Dr. 


THE SCHO] | i | MEG CO Scholl’s Foot Comfort Week of 1920 
° © “the record-breaking event you have 

: : , * started out to make it. Please send me 

ee eee eee ee oe ee Oe a your large portfolio, showing all the helps you 


213 W. Schiller St., Chicago offer to those dealers who co-operate, so that I can 
339 Broadway, New York make my selections early. 
. 


Toronto London Paris 


> 
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American Weekly 


The Tone of Lafayette Arms 


"» foe 
and Feit 











week 


Bigger Greater——Better 
Than Ever Before Will Be This 
Dr. Scholl’s 


Foot Comfort Week 
of 1920 


(June 21st to 26th) 





Past years have seen tremendous enthusiasm and record breaking preparations for this great annual 
event of the shoe trade, but no year has ever seen such overflowing enthusiasm and such irresistibly 
compelling advertising to usher in this Week as that which this year of 1920 brings to “the BIG 


event.” 


Terrific Campaign of Convincing Copy 


Just glance at the representative group of the leading magazines of national circulation depicted upon the opposite 
page. Think of how many millions upon millions these large ads will carry the message of Foot Comfort to. Is it 
any wonder that between thirty and forty thousand shoe dealers in the United States and Canada are looking for- 
ward to this big Week with the greatest longing and anticipation? They know from past experience what a harvest 


of profits and of trade building it brings to them. 


Make It YOUR Big Week of 1920 


You can easily make this the banner week of your whole year. You can increase your sales of shoes and, at the 
same time, add many dollars of profit to your bank account through your sales of Dr. Scholl’s Foot Comfort Appli- 
ances and Remedies. You can do more! You can make hundreds of new friends and new customers through the 


foot comfort you are prepared to offer. 


Let Us Know That You Are With Us 


This Company will co-operate with dealers who wish to participate in this big event. We will supply 
wonderfully effective special window trim material, newspaper ads for your local papers, slides for Coupon 
your “movie” theatres, circulars to put in packages, sidewalk signs and dozens of other helps in for 
making this your big clean-up week. All you need do is to send us the coupon. We will do the Material 
rest. But, be sure to send it, because we will send material only to those who request it. 
The shortage of paper this year compels us to observe this rule strictly. So send for 
yours. Get into the game. Do it now. 


A 


Dr. Scholl Mfg. Co., 
213 W. Schiller St., Chicago. 


Gentlemen: 1 wish to co-op- 
erate with you in making Dr. 


| H K SCHO!I | | | MFG CO ‘ — Scholl’s Foot Comfort Week of 1920 
© e “the record-breaking event you have 

: . , * started out to make it. Please send me 

Largest Makers of Foot Appliances in the World Re your large portfolio, showing all the helps you 


213 W. Schiller St., Chicago offer to those dealers who co-operate, so that I can 
339 Broadway, New York make my selections early. 
> 


Toronto London Paris 


> 
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LUCIUS BEEBE. & SONS 


129 SOUTH ST. BOSTON, MASS. 








VICI 
KID 


BLACK AND COLORED | CHROME SOLE 
SHEEPSKINS FINDINGS 











AYER TANNING CO. 
MANUFACTURERS OF 


PATENT | | RUSSIA CALF 
COLT ; BLACK AND COLORED SIDES 
CALF LININGS 


MAT CALF 
METAL CALF 
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QUALITY 
AND 


IN-STOCK Vl¥se2= Shoell wear 


**Honest Wear in Every Pair’’ 








- HERE IS THE LIST OF 
YORK LAST MARSTON SHOES THAT HA A 
ARE READY TO SHIP (Little Men's) 











Price 
No. 100—Boys’ Brown Calf Bal, White 
Fibre Slip, Wingfoot Rubber Heel, 
West Point Toe, 1-5 ¥ $4.75 
Yo. 255—Boys’ Brown Bal, West Point 
Toe, 1-6 4.00 
. 257—Boys’ Brown Bal, Plaza Toe, 1-6. 4.00 
. 259—Boys’ Tan Bal, English Toe, 1-6. 4.00 
. 269—Boys’ Gun Bal, West Point Toe, . 
1-6. ios oe 
" 271—Boys’ ‘Gun Bal, Plaza Toe, ‘1-6... 3.75 
. 275—Boys’ Gun Bal, English Toe, 1-6. 3.75 
. 354—L. M. Brown "Bal, Newton Toe, 
10-13% 3.00 
. 374—L. M. Con Bal, Newton Toe, 10- 
13% - 


74—Boys’ Brown Bal, English Toe, 
PLAZA LAST i a5, ah dle ub 5 4, aicdi os 516: 9 cred Ae 
(Boys’) No. 75—L. ry Brown Bal, Essex Toe, NEWTON LAST 
10-13} 3. Li : 
27—Boys’ Brown Calf ‘Oxford, ‘Wing- Rie Bone) 


_ foot Rubber Heel, West Point 
28—Boys’ ,- s Ox., West Point : 
Toe, 1-5 % 4.00 
No. 38—L. M. shee Ox., West Point 
, Toe, 10-13% ETE er 
MARSTON &BROOKS CO. 
Manufacturers 
HALLOWELL, MAINE 


ENGLISH LAST WEST POINT LAST 
(Boys’) EXETER LAST 


(Boys’) 
(Little Men’s) 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 


Philadelphia, Pa. Gloversville, N. Y. 
SALES OFFICES 


New York Boston Philadelphia 


Cincinnati Chicago St. Louis London 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. 
Boston, Mass. London, Eng. 
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National Shoe Retailers’"Ass’n. 

George W. Baker Shoe Co. 
Bliss & Perry Co. 

Boot & Shoe Recorder 
Bristol Patent Leather Co. 
Brockton Rand Co. 

Brown Shoe Co. 

Arthur L. Evans 

L. B. Evans’ Son Co. 
Farnsworth Hoyt Co. 
Hazen B. Goodrich & Co. 
Hazen-Brown Co. 
Hunt-Rankin Leather Co. 
George E. Keith Co. 
Keystone Leather Co. 
Menihan Co. 

Morse & Burt Co. 

A. E. Nettleton Co. 

Peters Mfg. Co. 

Thomas G. Plant Co. 

Rice & Hutchins, Inc. 
Seamans & Cobb Co. 

Selby Shoe Co. 

Stetson Shops, Inc. 

The Shoe Retailer 

United Shoe Machinery Co. 
United States Rubber Co. 
Wizard Foot Appliance Co. 
E. T. Wright & Co., Inc. 
Alexander & Co. 

Chisholm Shoe Co. 

Cohen Brothers 

L. S. Donaldson Co. 
William Filene’s Sons Co. 
R. H. Fyfe & Co. 

A. H. Geuting Co. 
Gilchrist Co. 

W. C. Goodwin 

Guarantee Shoe Co. 

F. A. Guinivan 

A. V. Holbrook Bootery Co. 
A. H. Howe & Sons 

oa Peterson & Newhall Co. 
Crupp & Tuffly 

Lewis & Reilly 

John A. Meadors & Sons 

Thomas F. Peirce & Son 
Potter Shoe Co. 

Sherron Shoe Co. 

W. G. Simmons Corp. 
Slade Shoe Shops 
Stelling-Nickerson Shoe Co. 
Vaile Shoe Co. 

Van DeGrift Shoe Co. 

Volk Bros. Co. 

K. W. Watters Co. 

W. W. Willson 
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ARTHUR L. EVANS, President and Editor-in-Chief. 
GEORGE F. HAMILTON, Managing Editor. 





The number of enrolments 


for us to care for now is limited 


Because — 


Thousands of retail shoe mercha 


men have sent requests for “The Road to Ad- 
vancement for Retail Shoe Salesmen”— 


Enrolments for the Training Cou 


in so steadily from all parts of the United States 


and Canada— 


We are obliged to say this:—“There is a limit to 


the number of students that we can 


beginning. We can go just so far the first year. 
It is a case of ‘first come, first served’.”’ 


Make sure that you have your 


Road to Advancement” by sending for it today 


use the coupon below. 
sending your enrolment. 


Cut Out, Sign and Mail this Coupon Today 


And lose no time in 


possible 


nts and sales- 


rse are coming 


care for in the 


copy of “The 








| 


| RETAIL SHOE SALESMEN’S INSTITUTE 
| 727 Atlantic Ave., Boston, Mass. 


‘Retail Shoe Salesmen.” 


If a firm, please give No. 
of salespeople 





Please send, without obligation, copy of “The Road to Advancement for 




















BOOT AND SHOE RECORDER May 1, 1920 





"THE WHITE SHOE CLOTH PAR EXCELLENCE | 


STRENGTH 


Long staple combed white cotton only is used in the manu- 
facture of Polar-Kloth. Long staple cotton insures the 
initial strength of the woven fabric. 


FINISH 


Bleached, mercerized and finished by a superior established process, 
resulting in a beautiful mellow white with a lustrous finish, with no loss 


of strength in the fabric. 


FINE FACE 


The we ga of long staple cotton makes possible a fine count three-ply combed yarn, 
losély woven to get weight, and produces a very fine faced fabric with individual 


character. 


EVEN WEAVE 


For over two years the manufacture of Polar-Kloth has been confined to one establish- 
ment. Only the most skillful and experienced operatives are employed in its production. 
This continued employment on one fabric has developed a manufacturing efficiency that 
reveals itself to our many satisfied customers. 


You can safely specify Polar-Kloth, Your manufacturer will not 
have to pay an excessive price 


| Thomas, Lake & Whiton, Inc. 


Bedford and Lincoln Streets BOSTON, MASSACHUSETTS 
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Men's Dress Oxford Made of 
“PARAMOUNT” 
by Hazen B. Goodrich & Co. 


The World’s Leading Patent Leather 


ATENT PARAMOUNT has ARAMOUNT Side Leather 

behind it the experience and is made in White Buck 
knowledge of more than twenty- and also Colored and Black 
five years. Boarded. 


THAYER-FOSS COMPANY a BOSTON, MASS. 
15 and 17 SOUTH STREET U. S. A. 
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FDUCATOR — 
SHOE ® 








REG. U.S, PAT. OFF. 


HE constantly increas- 
ing demand for Educators 
from consumers proves conclu- 


sively that price is not the paramout consider- 
ation with them in the purchase of footwear. 


The Rice & Hutchins Companies 


Distributors of Educator Shoes 


192 Duane Street, New York City 
233 W. Monroe Street, Chicago, IIl. 
101 Hopkins Place, Baltimore, Md. 
1025 Washington Ave., St. Louis, Mo. 
Cor. Third & Race Sts., Cincinnati, O. 
210 St. Clair Ave., N. W., Cleveland, O. 
90 South Pryor Street, Atlanta, Ga. 
Joseph I. Meany & Company, Inc., 
16 North Fifth St., Philadelphia, Pa. 
The Atlas Shoe Company, 
614 Atlantic Avenue, Boston, Mass. 


Rice & Hutchins, Inc. 
10 High St., Boston, U.S.A. 














